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SHEET METAL PARTS FLOW through processing 
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sembly line techniques to minimize waste mo- 
tion and cut overhead page 56 
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Field RC: 6” thru 9”, 


Sara hn isn'ta eae 
precision-made 


for oil and coal-fired furnaces and 
boilers with 5” thru 10” flues. 


Field RAA-RNA: 6” and 6-7" 
for space heaters, ranges and 
furnaces 


FIELD CONTROL DIVISION 
H. D. Conkey & Company, Mendota, II! 


{ Conco Building Products, Inc. - Brick, Tile, Stone 
AFFILIATES | Conco Materials Handling Div. - Cranes, Hoists 


Represented in Canada by 
Ontor Limited, 12 Leswyn Road Toronto 19, Ont., Canada 





Field SA-SNA: 6” and 6-7” for space 
heaters, ranges and furnaces 
Field MG1: 7” and 8”, double-acting for 


lower input commercial gas-fired fur- 
naces and boilers with 6” thru 9” flues. 


Field M+MGz2: a Field 6” Incinerator Control: 
10” thru 32”, a triple-fuel control for oil, .\% ei <a For fuel-less and gas-fired in- 
gas, oil-gas and solid-fuel furnaces and ’ > aa cinerators 
boilers : = 








to heat a 
little 
A215) oe 


‘ale ANICe 
mth | rm 
i i | mh 





to heat a 
lot of water... 


143i 
iia! 
Hit 





ROBERTSHAW 


SMARTER....) iit 


Robertshaw fulton on : 





AMERICAN 
iy TISE 


AUGUST 1958 


FEATURES 


Get Ready for Fall Modernization Drive 

Professional Approach Upgrades Modernization Sales 
Air Conditioning Season Starts January | 

Refrigerant Piping Affects Cooling Coil Capacity 
Assembly Line Boosts Sheet Metal Shop Production 
How to Make a Round-Rectangular Wye 

Silver Shield Program Gets Off to Good Start 
Versatility Sells Warm Air “Packages” for Schools 
Match Supply System to Basement Heating Demands 
Trailers Erase Job Shack Erection Costs 


Are Your Employment Contracts Enforceable? 


DEPARTMENTS 


The Editor’s Notebook 

What's Happening Including Washington Letter 
Editorial: Make Your Service Department Pay Off 
Guy Voorhees’ Classroom 

Idea Exchange for Dealers and Contractors 

You and the Law 

What the Associations Are Doing 

Coming Events 

Equipment Developments 

New Literature 

We Hear That 

Wholesaler Doings 

Merchandising Ideas 

Appointments 


Index to Advertisers 





Founded 1864; Vol. 95 No. 8 
RESIDENTIAL AIR CONDITIONING 
WARM AIR HEATING 
SHEET METAL CONTRACTING 


Merged with American Artisan are “Warm 
Air Heating’ and “Furnaces and Sheet Metals 


Editorial Director—C. M. BURNAM JR 


EDITOR 
CrypeE M. BARNES 
ASSOCIATE EDITOR 
Puitiep D. Warp 

ASSISTANT EDITOR 

H. C. LENNARTSON 
ADVERTISING STAFF 
WALLACE J. OsBORN 

ROBERT J. OSBORN 
RICHARD G. OsBORN 

New York City, MUrray Hill 9-8293 


ROBERT A. JACK 
Davip V. MAHAN 
Cleveland, SUperior 1-1291 


GEORGE C. CUTLER 
THOMAS V. JOHNSON 
J. T. HuGHEs 
Chicago, STate 2-6916 


James D. THOMAS 
Tucson, EAst 6-3698 


Bos WETTSTEIN 
Los Angeles—DUnkirk 8-2286 
San Francisco—YUkon 2-9537 
Portland—CApitol 8-4107 


Published monthly by Keeney Publishing 
Company, 6 N. Michigan Ave., Chicago 2 
Ill., U.S.A. Copyright 1958 by Keeney Pub 
lishing Company 
President and General Manager 

Cuas. E. PRIcE 


Production Manager—L. A. Doy Lt 
Circulation Director—FRANK S. EASTER 


Yearly Subscription Price—U.S. and pos- 
sessions, $3.00; Canada, Cuba, Mexico, South 
America, Central America, $4.00; Others 
$6.00. Single copies, U.S. and _ possessions, 
35c. Back numbers, 60c. January, 1958, 
Directory Issue, $1.50. Entered as second- 
class matter, July 29, 1932, at the post office 
at Chicago, Illinois, under the Act of March 
3, 1879. Additional entry at Mendota, Ill 





SUBSCRIBERS—Change of Address: Pub- 
lisher needs five weeks’ advance notice, mail 
address from current issue envelope, and new 
address with city postal zone number. Mail to 
.. . American Artisan, 6 N. Michigan Ave., 
Chicago 2, Ill., U. S. A. 

POSTMASTER: When Magazine Is Unde- 
liverable: Send Form 3579 to publisher at 
above address. Include city postal zone AND 
DATE on last line under mail address on 
envelope as our key. 


AMERICAN ARTISAN, AucusT 1958 





Better 


Business =! 


Guide 


NO. Tq 


AMERICAN 


ARTISAN, 





Aucust 1958 


OTICE all the emphasis on heat- 
N ing standards lately? The rea- 
son: Too many installations are 
designed to satisfy minimum needs. 
The result: The dealer is dissatisfied 
with his profits, the customer com- 
plains about the performance and 
the entire industry blushes. 

It’s true that many heating sales- 
men try to get by on a price and a 
prayer. And it’s risky. Sure, the 
prospect will be looking for a price 
advantage — may even mention 
other estimates. But if you try to 
sell by price alone, you’re a sitting 
duck for the next bidder willing to 
sacrifice a few additional dollars. 

Furthermore, it’s not necessary. 
Look at your prospect’s automobile. 
Is it the lowest-priced model of the 
lowest-priced make? Slim chance. 


Hurdling the Price Barrier 
The challenge, of course, is getting 


the prospect to agree to a first-class 
installation. Do it by proving that 
the quality exceeds the cost... by 
showing how much quieter, longer- 
lasting, more attractive the deluxe 
job — how much more comfort it 
will give. The typical deluxe heating 
job gives you one and a half times 
the profit of a “‘project” installation, 
so it’s well worth the effort. 


Build Up the Benefits 
In your presentation, assume that 
your prospect knows nothing about 
heating or cooling. Most times, you 
won’t be far from right. Does your 
unit have a super-size blower? Talk 
gentle air circulation. A special 


—Talk benefits, talk quality 


...and the value will speak for itself 


burner design? Talk specific fuel 
economy. An extra-heavy casing... 
special finish . .. unique radiator con- 
struction? What’s in it for him? 

Wherever you can demonstrate 
your features, so much the better. 
Large and small hand fans might 
illustrate differences in blower size. 
Or a grimy window shade from a 
coal-heating home talks the lan- 
guage of the cleanliness-conscious 
housewife. 


Help Wanted? 

Your manufacturer’s sales and pro- 
motion departments are expert in 
interpreting product features into 
prospect benefits. Mueller Climatrol, 
for example, offers a great amount 
of product literature and sales aids 
that will fit in perfectly with your 
presentation. You’re welcome to con- 
tact your Mueller Climatrol repre- 
sentative or write us directly. 





SELLING BY THE BOOK. “Make Yourself Com- 
fortable’ — a summary of Mueller Climatrol 
heating features — presents heating construc- 
tion without confusion. It analyzes each element 
of the unit . . . points out what it contributes in 
terms of cleanliness, long life, economy, comfort, 
safety and convenience. 


Mueller Climatrol’ 


2030 W. Oklahoma Ave., Milwaukee 1, Wisconsin; 


Western Zone: 1024 Westminster Avenue, Alhambra, 
California; In Canada: 2490 Bloor Street, West, 
Toronto 9, Ontario. 
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Thumbing Through 
This Month's Artisan 


. we are advised 
to Gear Now for Fall Mod- 
Work, by using 
Artisan’s check- 
lists to upgrade heating sales 
while prospects are compara- 
tively easy to find. We are 
reminded of the dealer-con- 
tractor’s traditional responsi- 


ernizalion 


American 


bility for providing customers 
with expert advice, and we 
are shown how to use the 
heating, air conditioning and 
sheet metal check-lists to ex- 
plain to prospects why they 
should consider going a step 
further to complete moderni- 
zation of their heating sys 
tems to include summer air 
conditioning and repair, r 

placement and addition of 
sheet metal items which will 
improve their property and 
comfort 


Coil 


and we continue 
our review of the refrigerant 
cycle with S. W. Reid, who 
explains this month How Re- 
frigerant Piping Affects Di- 
rect Expansion Coil Per- 
formance. We begin with a 
rundown on the functions 
and characteristics of the 
basic cooling coil, then con- 
sider elaborations of the unit, 
and study the relationships, 
operation, and effects of the 
devices which control the 
passage of the refrigerant 
through the coil itself. By 
way of illustrations, dia- 
grams, detailed descriptions 
and examples, we establish a 
firm understanding of this 
key component which will 
pay off on 
calls. 


future service 


Shop 


. we weigh 
the problems against the re- 
sults of reorganizing the shop 


to eliminate waste motion 


IT’S NEW! 
IT’S DIFFERENT! 


IT’S SKUTTLE’S MODEL 711 
COUNTER-BALANCED UNIT! 


Increase your sales and profits with this new concept 
in humidification design. Sold as a package deal and 
completely assembled, the new Model 711 offers you 
these exclusive features: 


®@ Self-adjusting to varied water pressures 


New type reversible seat 
No moving parts to wear, stick or clog 
Stainless steel springs and plate rack 


Oven-King heat-resistant glass evaporating 
pan for easy cleaning 


Impervious to rust and corrosion 

Quality tested Vapoglas plates 

Completely assembled for ease of installation 
Competitively priced 


Backed by time-honored SKUTTLE guarantee 
against defective parts and workmanship 


Write today for illustrated literature on the new Model 
711 and other profit-making models. SKUTTLE offers 
the most complete humidifier line in the industry. 


@agkutile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


ifs st 

neccocece 
100RUe  ene0 
Dat 


L ee | 
e@ €LECTRIC 


IANT HEA’ HUMIDIFIERS PERMANENT FILTERS 


the editor’s 
notebook 


(Continued 





and realize how a Sheet 
Metal Shop Grows Big on 
Production Line Methods. 
We visit a contractor who 
went all out, purchasing new 
tools, modifying equipment, 
and even changing location, 
to adapt his shop to tech- 
niques used successfully in 
manufacturing plants. We 
find efficiency _ producing 
economy in every phase of 
the operation, particularly in 
the shop where equipment is 
stationed to speed up work 
flow and minimize 


unpro 
ductive handling 


Schools 


.and we inspect 
several modern _ installations 
by a dealer-contractor who 
has found that Schoolroom 
Heating Packages Score Sale: 
Points for Warm Air over 
other types of heating be 
cause of the obvious econ- 
omies in installation, oper- 
ating and maintenance costs 
We note that school board 
members are delighted with 
the individual warm air sys- 
tems for each room which 
allow instructors to maintain 
comfort conditions according 
to the loads in their areas 
We look over a new installa- 
tion in a 


which 


modern school, 
features ornamental 
furnace cabinets and combi- 
nation supply ducts, diffusers 
and bookshelves; individual 
chimneys in partition walls; 
direct fired unit heaters for 
corridors and assembly areas; 
compensating control systems 
which supply tempered air, 
and other points which, 
added to the economy factor, 
put warm air far in front as 
the best medium for school 
heating. 


March Issue Providing 
Valuable Reference 
DaILy we receive orders for 
copies of the check-lists pub- 
lished in the March Ameri- 
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Now at no extra cost... a heavy duty 3 H. P. 
motor on the Lockformer 16 and a 2 H. P. motor 
on the Lockformer 18. 

With this NEW POWER, one man will turn 
out 40 to 45 feet of heavy gauge Pittsburgh 
locks per minute...an increase of better than 33%. 
It's simple arithmetic to figure the dollars saved 


mialeheihch=s 


One mon and a Lockformer makes more Pittsburgh Locks 
than sixteen men and eight brakes. 


JOCKFORMER 


TIME SAVING, MONEY MAKING EQUIPMENT 





Manufactured t 
THE LOCKFORMER COMPANY 


46 W. KFOOSEVELT ROAD, CHICA 





in lock making and how these new Lockformers 
add up to even more profit per job for you. 
Other Lockformer shop-proven features remain 
unchanged. You still get the same dependable, 
trouble-free service, the same adaptability to 
handle a wide range of lockforming jobs by 
simply using auxiliary rolls on the extended 
shafts ... all at the same low cost. 

INVESTIGATE the possibilities of even 
bigger labor savings in your shop with these 
new Lockformers. 


Send coupon for the complete 
Lockformer money-saving story. 


THE LOCKFORMER COMPANY 
4615 West Roosevelt Road, Chicago 50, Illinois 


Please send me latest Lockformer 
sheet metal machinery catalog. 
Name 


Address 


Zone Stote 


Ss SStC~S 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont. 
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can Artisan Modernization 
Guide. This issue is proving 
to be a most reliable refer- 
ence for all segments of the 
industry. I believe the letter 
we from L. E 
Epley, Airtemp Div., Chrys- 
ler Corp., expresses very well 
both its value 
Mr. Epley said: 
“I would like to refer to 
an article in the March is- 
sue of American Artisan. 
Unfortunately, someone 
must ‘gone south 
with our library copy. Can 
you send another copy of 
this issue to 
tion ?”’ 
If your copy of the Mod- 
ernization Guide 


received 


and its use. 


have 


my atten- 


has been 
misplaced, a 62 page reprint 
of the articles is available at 
50 cents a copy 


Who Installs Majority 
Of Home Cooling Jobs? 


I LIKE the way Robert B 
Gilbert, assistant national 
sales manager, Home Prod- 
ucts Div., Rheem Mfg. Co., 
expressed his point of view 
on the summer air condition- 
ing market when he ad- 
dressed a group of whole- 
salers in San Antonio, Tex. 
recently. Mr. Gilbert said: 

“It is generally agreed that 
the southwest portion of the 
country has most closely ap- 
proached the mass marketing 
of air conditioning, since 
you were the first to intro- 
duce low cost housing with 
air conditioning as standard 
equipment. In both new con- 
struction and the existing 
home market, one type of in- 
staller stands out as doing 
the bulk of the work. One 
class of installer does the 
majority of the installations 
and he is no stranger to you. 
He has been in the air condi- 
tioning field for some time, 
though not in the way we 
look at it today, for I am 
speaking of the residential 


warm air heating dealer-con- 


_ NEW! Thin Core Grilles 
for Doors—Partitions 
Vy" to 4" Thick! 


CUTS INSTALLATION TIME '/2! 
EASY TO INSTALL — NO DANGER 


OF RUINING DOOR! 


* COMPLETE — NO WOOD MOLD- 


INGS TO ADD! 


First Grille ever designed specifi- 
cally for thin doors and partitions. 
Anyone can install it in just a few 
minutes time. No close tolerances 
required . almost a half-inch 
sides for positioning. 
Telescoping auxiliary frame fas- 
tens to grille with posts and 
screws. Clamps tight. No holes to 
position. Practically no danger of 
ruining door. No wood moldings. 
All steel. Rattle-proof. No vision, 
with 80°% free area. Available 
with or without frame, all sizes. 
Gray prime coated, or Hammer- 
tone finish in gray or bronze. 


extra on 


ACTUAL SIZE 
CROSS SECTION 


Write For Our Complete 


FREE CATALOG 


——ED~ 


A-) MANUFACTURING CO. 


Dept. A-8 
18th St., Kansas 


. 


3601 E. City 27, Moe. 
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old and 
customer 


He is an 
friend and 
of yours. 


tractor. 
valued 


“It is impossible for any- 
one today to say that resi- 
dential air conditioning will 
be sold and installed by one 
specific class of retailer in 
the future. The industry is 
too young to show any ap- 
preciable market refinements. 
It appears safe, however, to 
that for the immediate 
future, this warm air heating 


say 


dealer-contractor will do the 
bulk of the business. Why? 
Because of the basic fact that 
the majority of the 
today are heated by warm 
air 


homes 


has been 
estimated that approximately 
80 percent of the single 
family residences being built 
currently are heated by 
central warm air units. 
“The warm 
dealer-contractor 


furnaces. It 


air heating 

has___ the 
basic duct design know-how 
to provide add-on air con- 
ditioning for existing homes. 
In addition, he has the sales 
contacts to tap the existing 
home market. By the simple 
process of going through 
his invoices, he 
determine which homes are 
equipped with the proper 
systems for the addition of 
summer 


pa st can 


air conditioning. 
Additional point- 
this retailer as the 
proper channel for residen- 
tial air conditioning, is 
shown by the numerous 
mergers between long stand- 
ing, successful air condition- 
ing companies and warm air 
furnace manufacturers.’ 


evidence, 
ing to 


Film Explains How To 
Use Test Equipment 


HAVE you been conducting 
schools for your service per- 
sonnel? Is one of the most 
difficult subjects to put across 
electricity or electrical circuit 
trouble shooting? Well, if 
you've had this problem and 
want help solving it, get in 
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mean to Pitter Metal Products, Inc. 





“U.S. Steel Supply Special Services help us 


CUT PRODUCTION COSTS” 


says 


W. J. Pitter 


President 


Pitter Metal Products, Inc. 
Maywood, California 


U. S. Steel Supply 


Division of 


e “U. S. Steel Supply pre-cuts sheets to any size we want,” says 
Mr. W. J. Pitter, president, Pitter Metal Products, Inc., sheet metal 
fabricators, Maywood, California. 


“We take advantage of U. S. Steel Supply Special Services by 
ordering our sheets pre-cut. Thus, we eliminate not only profit- 
robbing delays caused by cutting the sheets ourselves, but also the 
risk of costly cutting errors. Our labor costs are reduced, and we 
have no waste or storage problems with pre-cut sheets. The price 
differential is more than offset by the speed, variety and technical 
assistance given by U.S. Steel Supply Special Services.” 


Steel buyers, like W. J. Pitter, know from experience the value 
of these dependable services. 


Why not put these Special Services to work for you? 


You can use U. S. Steel Supply’s flame-cutting, shearing, slitting 
or coiling equipment, and eliminate the need for this expensive 
machinery in your plant. If you would like one of our representatives 
to show you how to benefit from U. S. Steel Supply Special Services, 
write to U. S. Steel Supply at the address listed below. 


United States Steel 


TRADEMARK 


Steel Service Centers Coast to Coast - Mailing Address: P. O. Box 1099, Dept. F8, Chicago 90, Ill. - General Offices: 208 So. La Salle St., Chicago 4, II. 
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touch with Simpson Electric 
Co., 5200 W. Kinzie, Chi- 
cago 44. This company has 
prepared a heating, refrigera- 
tion and air conditioning 
service program 

The new program, consist- 
ing of 48 color slides and a 
36 minute taped talk, is de- 
signed to help service men 
use their test equipment to 
greater advantage in the shop 
or while on service calls. 

The slides show various 
test equipment in use on dif- 
ferent pieces of heating, re- 
frigeration and air condition- 
ing equipment, while the 
tape Zives a running narra- 
tive of the specific problem 
and its solution 


Air Conditioning 
Becomes Necessity 


AIR CONDITIONING is like 
many of the other modern 
conveniences available to the 
home owner today. Before 
air conditioning or any of the 
other conveniences were 
made available to the “‘aver- 
age family” they were re- 
garded as luxuries that could 
be done without. But once 
people have 
of the 


lived with one 
“luxuries,” they find 
that it has become a neces- 
sity. Try taking the washing 
machine or the vacuum 
cleaner or food mixer away 
from the modern housewife 
and see what happens to the 
happy household. The same 
thing is true where central 
air conditioning is installed 
in a home. 

In several unrehearsed la- 
dies’ forums ‘conducted by 
Lennox Industries during the 
past two years, it has been 
found that husbands are the 
most enthusiastic buyers and 
wives are the biggest boosters 
of central air conditioning. 
The consensus of opinion 
among the women was that 
central air conditioning 
means far more than just 
cooling in the summer and 


10 
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| Speaking of 
\modernization.../ 
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to be really modern a gas heat- 
) ing unit must have the safety | 
\ and convenience of ... 


Write for literature. 


@ Available on all makes 
and models as original 
equipment from the 
manufacturer. 

Your customer will appreci- 
ate the push-button ease of 
pilot lighting and the free- 
dom from sometimes haz- 
ardous lighting practices. 


(U.S. Pat. No. 2728384, Con. Pat. No. 676802) 


MODERN 
LIGHTERS 


INCORPORATED 


NORTHVILLE MICHIGAN 
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heating in the winter. To 
them it means a_ happier, 
healthier family in a much 
cleaner, quieter home. 


Lists 25 Ways 
To Lose a Sale 


I OWE a vote of thanks to the 
Institute Ticker & News, 
monthly bulletin published 
by the Roofing and Sheet 
Metal Crafts Institute (New 
York City), for sending me 
this information on _ factors 
that keep salesmen from get- 
ting an order. The Ticker 
credits James S. and John 
Knox, sales specialists, with 
developing this alphabet of 
sales failures: 

A—Arguing with the cus- 
tomer. 

B—Beginning a sales ef- 
fort without adequate knowl 
edge of the buyer and his 
specific needs. 

C—Carelessness in dress, 
appearance, speech habits, 
sales presentation. 

D—Dodging the buyer's 
objections and questions, in- 
stead of meeting and elim- 
inating them. 

E—Emphasizing the 
wrong thing at the wrong 
time. For instance, dwelling 
on trifles or failure to pitch 
the product as a_ solution 
to the customer's particular 
problem. Resourcefulness and 
sound tactics are what are 
missing. 

F—Failing to follow 
through after a sale, to keep 
in touch with customers, to 
exploit contacts. 

G—Guessing the answers 
to customer queries. 

H—Halfhearted selling, 
caused by a lack of faith in 
self, and salesmanship as a 


| career. 


I—Interrupting the cus- 
tomer. Talking too much is 


as bad as talking too little. 


J—Joy ridin g—wasting 


| time and money, treating the 


job as a meal ticket instead 


| of as an opportunity. 
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1938 


Not what you’d call a “‘boom”’ 

year by any stretch of the imagination. 

But things were looking up, though, for 

a new type of furnace. A horizontal oil- 

fired furnace that could be installed overhead—up in the air and 

out of the way. One designed especially to save valuable floor space 

and reduce construction, modernization and maintenance costs for 

commercial and industrial buildings. And so, in 1938, the first 

four “SHAFCONAIRES”’ were built and installed for a major oil 
company—who has specified them ever since! 








the. 
Year 


INE 


ae has 
USPENDED : 
—_— wwe 


THE ORIGINAL 
——— 


1958 


“Boom” year or not, things 
“Up in the Air are still looking up for SHAFCONAIRE. 
and out of And they’re looking up, too, for all who 
the way” ih distribute, sell and install this first and 
foremost line of overhead heating equip- 
ment. Why? Because only SHAFCONAIRE is backed by 20 years 
of successful, specialized experience in making and marketing 
quality suspended furnaces. Because the practical versatility of 
SHAFCONAIRE equipment has been proved time and time again 
to major buying factors in the commercial and industrial markets. 
And, finally, because SHAFCONAIRE is specified with confidence 
by more major oil companies, more national chain stores, more 
port authorities, more government agencies, more mining com- 
panies, and more architects, engineers and contractors than any 
other similar type of heating equipment. 


WHOLESALERS AND HEATING CONTRACTORS: Models available for gas 
or oil and from 95,000 to 405,000 BTU output. Factory and 
regional warehouse stocks assure prompt, reliable delivery. Write 
for complete information today: 


OQuerHead Hecitorns, Ine. 


1612 BOOK BUILDING + DETROIT 26, MICHIGAN + WOodward 2-4647 
Factory Location: Kalamazoo, Michigan 





AMERICAN ARTISAN, AuGuUsT 1952 





the editor’s the editor’s 
notebook the new “CHAMP” notebook 


mtinued ) 





(Continued 


aa 
K—Knocking the competi- UL) “im | Od denominator found in all 
tion successful men. Call 


' it the 
L—Losing control of the 





“leadership factor’ or ‘‘suc- 


interview to a rambling, sub- unive re 5 | take eee cess quality’ or what you 
ject-changing buyer. will. According to the 
M—Making the same mis- 


, Knoxes, it is compounded of 
take twice, instead of extract- initiative, ambition, persever- 
ing a lesson the first time. ance, determination, and a 
N—Neglecting to plan passion for knowledge. 
work and presentations Without 
O—Overlooking details. 
P—Putting things off 
Q—Quitting. Perseverance 
is the key to more sales than 
the glibbest tongue , Contest to Unearth 
R—Relaxing on the job The “Quick Lock” universal Waste Cutting Methods 
Successful selling is built on takeoff is a new “CHAMP” IN LARGER sheet metal and 
hustle. tm the family of Champion. heating businesses where 
S—Stubbornness in cling- é ‘ work responsibility is di- 
ing to old ideas and methods Simpl y cut the opening, then 


and in refusing to even try push this fitting in place 
the new ones that are con- 


it, the chances of 
real success are slim— in sell- 
ing or in anything else 


vided, the foreman and de- 
partment supervisor hold im 
and it automatically locks portant keys to the preven- 
tion of waste, both in time 
and money. Recently, Fore- 








stantly coming along 
T—Timidity. Worry, fear, 


nervousness and stage fright CHAMPION > man's Digest, a management 


block many promising sales- 


u " Magazine, came up with an 
men idea that should bring to 
U—wUnreliability, in big light several ways of cutting 


things or small ones 


departmental costs. 
V—Vanity. The  supere- SNAPLOCK PIPE 


Supervisory personnel are 
The “Ten Footer’ snaplock pipe in the best position to find 
ways and means to reduce 


gotist makes a bad impres- 
sion, resents criticism that ; é 
could help him, learns little | '% Now available along with 
and is soon unwelcome the popular “Five Footer’ 
W—Weakness on sales- in light gauges. The “Two 
manship fundamentals. (Sell- 
ing is both science and art. 
The “‘science’’ part, distilled 
from the long experience of All lengths, sizes and 
many salesmen, is available gauges are shipped 
to all; but many men fail be- 
cause they won't bother to 


costs. Competitive conditions 
again prevail in the country’s 
economy, necessitating more 
Footer” is available in thinking than ever for great- 
gauges 24 through 30. er efficiency of operation for 
continued job, company and 
family security. 

Foremen and supervisors 
nested in sturdy are urged to search their 
cartons. memories and recall any ef- 
fective method they have de- 
i - - DO IT BETTER AND veloped which cut costs in 

-~Yawns. They're a sym- se de ' 
bol of lack of interest, and | FASTER WITH ‘ae 


The magazine is conduct- 
the salesman who can't hold CHAMPION! AVAILABLE THROUGH Rope 


es ig ing a contest to uncover more 
the buyer's interest and atten- LEADING JOBBERS ways whereby operating costs 
tion is done for. 


, might be reduced. Winners 
Champion Catalog _— will receive attractive prizes. 

No. 59 | Information on how super- 
visory personnel can partici- 
pate in the contest may be 
obtained from The Fore- 
man’s Digest, 2000 P St., N. 


hump themselves and study 


Send for the new 
Z—Zero personality—an 


accurate description of the 
man who can’t seem to please 
or make an impression or get 
ahead, the man everyone for- 
gets. Yet personality can be 
improved with some work. W., Washington 6, D. C. 
And what happened to X? 
Let X stand for the missing 


| Clyde. 9, Marernee 
link—five qualities that are | CHAMPION FURNACE PIPE COMPANY + ” 
wrapped up into a common 120 MORTON ST. PEORIA, ILLINOIS EDITOR 
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Don't let this trouble... 
come between 


Head off dirt, moisture and acids with 
A-P drier-filter-strainers ...You'll be 
money ahead in reduced service costs 


We’re not just making a mountain out of a molehill — this 

heavy deposit of dirt, scale and solder particles was found 

in a Trap-Dri filter-strainer after only 45 days’ use. Such 

impurities along with moisture and harmful acids are a 

Model 414 Jet-Dri major cause of imperfect valve operation . . .a situation that 
economy drier features — in costly callbacks, downtime and valve repairs. 

pes ou can protect expansion valves and your service profits 

PA 400 silica gel by installing the proper drier or filter from A-P’s complete 

Outstanding desiccant used in Jet-Dri ad- line of Jet-Dris, Trap-Dris and Trap-Its. Hook one up 

sorbs up to 98% more moisture than older ahead of old or new valves... it’s your assurance of smooth 


type silica gels. PA-400 also removes and valve operation and freedom from freeze-ups and corrosive 
prevents formation of harmful acids that acid formation 

corrode iron, copper, brass and aluminum : 
No chemical reaction in refrigeration sys- 

tem. Constructed with brass fittings (14” 

S.A.E. male flare connections). Flow in 

either direction 





it, 
el Model 410 Trap- 


Model 408 Trap-lt f Dri assures 100% 


—has 7 acid removal plus 
Pi oa = complete moisture 
filtering tunnels adsorption 





Exclusive honeycomb depth filter combined with 
PA 400 silica gel— filters out dirt as small as 5 
microns, W’ater and acids adsorbed physically, with 
no release of any harmful substance to refrigerant 
circuits ...no appreciable pressure drop. Units her- 
Every drop is filtered again and again. Has metically sealed with plastic caps. Refillable drier 
many times the filtering and absorbing area available in large sizes. Flare and solder types — 
of an ordinary filter. May be used with any 1/3 to 12-ton capacities. Write for data on “Twin” 
make expansion or solenoid valve. Three Trap-Dri for large capacity jobs. 
sizes: 4 or %” fittings on the regular and 
large sizes and %, % or %” fittings on the 
extra large. S.A.E. male flare inlets and outlets. 


WRITE TODAY for latest ap- 
plication data on new, im- 
proved Jet-Dri, Trap-Dri and 
Trap-It plus specs. 


CONTROLS COMPANY or AMERICA 
Mauujacturers of A-D CONTROLS 


2452 N. 32nd St. © Milwaukee 10, Wisconsin 
COOKSVILLE, Ontario © NIJMEGEN, Holland 


Controls That Make Modern Living Possible 
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SERVICE CALLS! 


General Electric’s oil burner motor with ‘‘Air-Wall’’ trips out less, 
lasts longer—cuts inventory 50% and makes installation easy 


ay 


NOW you get positive heat removal... 


Old Style oil burner motors get 
rid of heat slowly. This slow 
method of heat removal fre- 
quently causes trip-outs which 
require time-consuming service 
calls—waste your servicemen’s 
time and cost you money. 


Get longer lubrication life 


OLD STYLE G-E FORM G 
MOTOR MOTOR 


4-Year Factory Lubrication prac- 
tically eliminates reoiling nui- 
sance. Specially designed lubrica- 
tion system of General Electric’s 
oil burner motor, with 50% more 
oil, continuously bathes all 
bearing surfaces with filtered oil. 


General Electric’s “Air-Wall” motor 
transmits heat swiftly. Trip-outs 
are rare even in hot, cramped quar- 
ters. An invisible ‘‘air-wall’’ stops 
entry of dirt. Motor meets all Un- 
derwriters’ Laboratory require- 
ments for totally enclosed designs. 


Cut inventory in half 


Less Inventory is required. All G-E 
burner motors feature interchange- 
able rotation. Servicemen can easily 
change any motor to get clockwise 
or counterclockwise rotation simply 
by switching leads. Only minimum 
service stocks are needed. 


Get longer switch life 


Ma Nove Sabai aS 


3% Million Operations (equiv- 
alent to 100 years’ use) have 
been obtained with G.E.’s start 
switch, featuring: 1. Silver con- 
tacts; 2. Textolite* wear pads; 
3. Knife-edge hinging, no pins; 
4. Positive snap-action. 


Get easy installation 


Easy Handling and installation 
are possible even in tight places 
because G-E motor is over 50% 
lighter than older designs. For 
example, the 1/12-hp motor 
weighs only 10 pounds, yet out- 
performs heavier motors. 


TO GET THESE ADVANTAGES. . . Specify General Electric motors on your next heating equipment order. 


GENERAL ELECTRIC COMPANY, SCHENECTADY 5, NEW YORK. 


*Registered Trade-mark of General Electric Company. 


GENERAL @@ ELECTRIC 


702-52 








oneywell Residential 
ir Conditioning Thermostats 
t aly SYStertn ess 


























T 870 Thermostat— New 
0 a E ; i deluxe heating-cooling series 
permits semi-automatic or full- 
automatic changeover. Six 
models, seven sub-bases give 
up to 42 combinations for every 
type of heating and cooling— 
single- or two-stage. Switching 
for remote reset available. An- 
ticipation on all stages of heat- 
ing and cooling. Easy installa- 
tion. Dust-free mercury 
switches. Silver-bronze finish 


. Pa es 

eeehee** eee ne 
. een Meee caster? $0, 4b cee 

ag te yh eens ¢* © 

~-* “ 
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Srandardize on Honeywell—the industry’s most complete air conditioning control 
line—for: © Thermostat and sub-base matched for the job; semi-automatic or automatic 
changeover; heating and cooling—single- or two-stage. e Exact switch and thermostat 
combinations to fit requirements. Complete your control systems with Honeywell's 
especially designed and pre-wired control panels and pressure controls. For full details 
of Honeywell's Residential Air Conditioning controls, call your local Honeywell 
office, or write: Minneapolis-Honeywell, Dept. AA-8-74, Minneapolis 8, Minnesota. 





T 87 Thermostat — Standard 
Residential Air Conditioning 
thermostat for semi-automatic 
changeover. 12 matching Q405 
sub-bases provide the most 
flexible control combination 
available. Features the popular 
styling, decorator cover, and 
engineering advantages of the 
world-famous Honeywell 
Round. Dust-free mercury 
switch. Anticipation on both 
heating and cooling. 


Honeywell 
HA) Fiat tw Control 
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BASEBOARD DIFFUSER 





“Perfect Pattern’ Air Diffusion 






































Send for descriptive literature on Auver’s complete line of Registers and 
Grilles for every need, and the name of your nearest Aver distributor. 


NAME _— seanasemnneireanignipeemnandient 


CNTY es SONE Wee STATE 


eeeeeeeeee 
peoecocoeeeoee 








... your best buy for perimeter heating and 
combination heating and cooling systems! 


The Auer “Perfusaire” only 18” long, outperforms 4 to 8 
foot units on the market today. Because of the perfect air 
pattern of the “Perfusaire”, diffused air heats entire wall 
area providing the most even temperatures possible. 
Through scientifically angled diffuser blades and an engi- 
neered built-in damper, maximum throw and spread are 
obtained. There are no hot spots... no cold spots that 
result in drafty, uncomfortable and uneven air distribution. 


Only the Aver “Perfusaire” provides the engineered 
accuracy and system dependability required for true 
perimeter heating and combination heating and cooling. 
For the very best in baseboard diffusers, insist on the Aver 
“Perfusaire”... economical... fast, easy installation... 
satisfied customers... greater profits. 


PERFUSAIRE FEATURES: 


1.Only 18” long but has the capacity of 4’ to 8’ units... 
installs easily in new or old construction in or against wall 
or baseboard... cuts installation time 50%. 


2."’Perfusaire” is a complete unit equipped with Aver’s 
patented balancing damper,..no accessories to buy... 
requires no stackhead. 


3. Angle of deflector fins scientifically determined to 
produce perfect perimeter heating and cooling pattern. 


SVT 77777 





Without a doubt, Aver “Perfusaire” is your best buy for 
perimeter heating or combination heating and cooling systems. 
It’s been proven time and time again. The Aver “Perfusaire” is 
the mark of quality and performance in the industry. In addition 
to its engineered perfection, the “Perfusaire” is easy to install. : ~ 
The “Perfusaire” is provided with “knock-outs” to accommodate 


fd 
duct openings in sizes of either 2%" x 14” or 2%” x 12”. AUER [enfusaite: 


For your next diffuser installation, select and install 
the Aver “Perfusaire” with complete confidence, 


THE AUER REGISTER COMPANY 


snd GRILLES “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED" 
6602 CLEMENT AVENUE @ CLEVELAND 5, OHIO 











Fabricate Stainless Steel 


FOR PROFIT 


Fabricating stainless steel is big business. 
It’s profitable business for progressive 
sheet metal fabricators. Every school, 
church, institution, private dwelling, 
industrial and commercial building in 
your area is a prime prospect for custom 
stainless steel jobs. 

These prospects recognize stainless 


steel as a sign of quality and dependa- 
bility. It doesn’t tarnish; resists rust and 
corrosion; has no applied surface to chip, 
peel, or wear away. It’s easy to clean and 
keep clean. You will be offering these 
prospects the quality, prestige, lasting 
beauty, and maintenance-free advan- 
tages that only stainless steel can provide. 
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INTERESTED IN FABRICATING STAINLESS STEEL FOR PROFIT? 
Republic provides 3-way service to help you get started 


FIRST— Republic provides two free books written 
especially for sheet metal contractors. ““How to Fabricate 
Republic ENDuRO Stainless Steel” and “Welding Republic 
ENDURO Stainless Steel” contain all the how-to-do-it infor- 
mation you need to specialize in stainless steel. The books 
show how you can fabricate stainless profitably, without 
difficulty, without any additional investment in special 
equipment. Mail the coupon today for your free copies. 


SECOND- your Republic ENDuRO Stainless Steel Dis- 
tributor—your local steel service center—will inventory your 
stainless steel for you. He will give you “minute man” 
service to fit your specific needs, saving you an investment 
in machinery, cost of skilled labor, scrap, wastage, mainte- 
nance, floor space, taxes, and insurance. He is as near as 
your telephone. 


THIRD-your ENvuro Distributor provides expert advice 
on fabricating and metallurgy. Republic’s famed 3-Dimen- 
sion Metallurgical Service—field, mill, and laboratory — is 
3-DIMENSION available through him, to help you in selection, application, 
Metallurgical Service and fabrication of Republic Stainless Steel. There is no 
obligation for 3-D Service. 


REPUBLIC® 
STEEL 


Wold Widest Range 
% Standard Steels anid 
Stach Produce 
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REPUBLIC STEEL CORPORATION 

DEPT. AA-6087 

1441 REPUBLIC BUILDING « CLEVELAND 1, OHIO 
Please send me a free copy of: 

C How to Fabricate ENDURO® Stainless Steel 

1 Welding ENDURO Stainless Steel 


Name 





Company 
Address ____ 








—------------7 


Zone ___ State 
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Part of a Complete Line of 


; 1 
Cuts Assembly Time! Standardized Fittings 
Top 


Saves Space in Your Warehouse! 
Collar, 


Milcor Furnace Pipe and Fittings save you money — help you do a better No. 435 Bud 
job faster. Because they are precision-made, they fit together easily. You 
get jobs that are snug, good-looking and stand up for years. You can stake 
your reputation on a Milcor installation! 


Adjustable 
Takeoff 
No. 597 


~ Joo 2 
Resist aa 
ne S40 


Adjustable 
Elbow 


Call your jobber for prices, or write the nearest branch listed below. 


MV, J LCOR Member of the «fff» Stee! Family 


INLAND STEEL PRODUCTS COMPANY 

DEPT. H, 4023 WEST BURNHAM STREET * MILWAUKEE 1, WISCONSIN « ATLANTA « BALTIMORE ¢ BUFFALO 
CHICAGO @ CINCINNATI © CLEVELAND @ DALLAS ¢ DENVER © DETROIT © KANSAS CITY @ LOS ANGELES 
MILWAUKEE © MINNEAPOLIS * NEW ORLEANS ¢ NEW YORK ¢ ST. Louis. cp-18 





Baseboard 
os Stackhead, 


ol No. 703 
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WHAT'S HAPPENING ... including Washington Letter 





Air Conditioning 
Leads “Wants’ in 
Home Improvement 


Analysis of the 


home improvement needs of 80,000 


New York City 
home owning families that entered 
the Home 
“How’s Your Home?” 


that air conditioning was the im- 


Improvement Counc il’s 


contest showed 


provement desired by the largest per- 
centage (69.73 percent) of the en- 
trants. Home owners are also inter- 
ested in modernization of heating sys- 
tems, improved ventilation, gutter re- 
placement, insulation and reroofing, 
according to the council. The fol- 
lowing tabulation shows the _ per- 
centages of entrants who expressed 
interest in or need for products or 
services supplied by the heating, air 
conditioning and’ sheet metal indus- 
tries: 

Air conditioning 69.73% 
Improved ventilation 50.87% 
Adequate control of con- 

densation and humidity 49.53% 
Modernization of heating, 

15.83% 


1.00% 


better heat control 
Insulation 
Chimney, flashing, 

gutter repail 1.07% 

Reroofing 

HIC is now conducting a second 
““How’s Your Home” contest designed 
to stimulate home owner interest in 
home improvements. Local _ level 
members are supplied with advertis- 
ing and display pieces designed for 


tie-in with the contest. 


Reports Increase 
In Steel Shipments 


CHICAGO “A slight but steady” 
increase in shipments from‘steel serv- 
ice centers during both May and 
June is reported by the American 
Steel Warehouse 


proved demand for steel from the 


Association. Im- 


construction industry as well as from 
manufacturers whose inventories have 
reached the danger point were the 
two main reasons for improved ship- 


ments, the association said. 
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Texas Top State for Air 
Conditioning, Survey Shows 


SYRACUSE, N. y ° Texas, New York 
and Washington, D. C., 


tion in air conditioning of homes, a 


top the na- 


study recently completed by Carrier 
Corp. shows. One-fourth of all the 
room and residential equipment in 
use is located in those areas. 

Texas leads in total . households 
with complete or partial air condi- 
tioning, according to the survey. The 
state also outdistances the rest of the 
country in most homes with room air 
conditioners, most homes with central 
air conditioning, and sales of room 
units in 1957. The survey shows 368,- 
000 homes in the state currently 
using room air conditioners. Another 
92,000 have central air conditioning, 
bringing the overall total of families 
who enjoy either complete or partial 
air conditioning to more than 460,- 
O00, 

The state of New York follows 
Texas, with more than 360,000 homes 
completely or 


partially air condi- 


tioned. New York also places second 


Accident Rate Up For 
Sheet Metal Industry 


CHICAGO Sheet metal workers suf- 
fered more disabling injuries during 
1957 than in the previous year, ac- 
cording to the National Safety Coun- 
cil. (A disabling injury is one that 
results in the complete inability of 
an injured person to perform his 
usual activities for a period of at 
least 24 hours after the time of in- 
jury, or that results in some perma- 


nent impairment.) The injury fre 


quency rate for the sheet metal in-j 
: 
dustry, based on the number of dis-! 


abling injuries per 


hours, was 5.02 in 1957, a 7 percent 
increase over the 1956 figure. The 
average injury frequency rate fo 
employees of 40 industries submitting 
company reports to the council wa: 
6.27 in 1957, a 2 percent reductior 


from the previous year. 


million ‘man’ 


among the top 10 states in the nation 
for 1957 estimated retail sales of 
room air conditioners. 

In proportion of homes with some 
form of air conditioning to total 
households, the District of Columbia 
leads, with the top states ranking as’ 


follow Ss: 


Percent of Total Households 
District of Columbia . 29.9 
Texas ; 7.7 
Louisiana 16.9 
Florida is3 
Oklahoma 14.3 
Tennessee 14.0 
Missouri 13.5 
Kansas 123 
Nebraska 11.6 
Arizona 10.7 


Nationally, some 7.4 percent of all 


homes now have some form of air 
conditioning installed. Of these, over 
3,000,000 are equipped with room air 
conditioners and more than 500,000 
have central systems. 

Russell H. Gray, Carrier vice pres- 
ident, predicts that some 5,000,000 
homes, or about one in 10, will be 
enjoying some type of air condition- 
ing by the end of this year. 


New Construction, 
Modernization 
Continue Strong 


Wasnincton, D. C. — Another all- 
time record was established by the 
Federal Housing Administration in 
June, according to FHA Commission- 
‘er Norman P. Mason. Applications 
‘for the insurance of mortgages in one 
Sto four family dwellings covered a 
‘total of 90,600 dwelling units. The 
‘previous record volume of just over 
$90,000 units was reported for May 


Nof this year. 


Included in the June figure were 
133,427 units in new homes and 57,- 
\172 units in existing dwellings. 

A (More news on page 26) 





Ywother new fastener idea by Parker-Kalon 


Screws on the floor mean trouble at your door! 
Ordinary fasteners when used in the assembly of 
thin gage metal sheets, often spin or slip—result in 
work stoppages, salvaging operations, higher pro- 
duction costs. 

Now you can substantially reduce waste motion, 
rejects and lost time, with Parker-Kalon’s new 
“Hi-thred” Self-tapping Screw . . . the new fastener 
that grips securely without spinning or slipping . . . 


even in very thin gage metal sheets. 

Developed by P-K’s research team, the revolu- 
tionary “‘Hi-thred” is THREADED FULL TO THE HEAD 
—WITH THE LAST THREAD ACTUALLY TERMINATING IN 
AN ANNULAR ORIFICE IN THE HEAD ITSELF! 

For samples, see your nearby Industrial Distrib- 
utor or write P-K direct. ““Hi-thred” fasteners are 
available in production quantities in Types ‘‘A” and 
“Z”’ in non-countersunk head styles. 


PARKER-KALON “‘Hi-thred’”’ < 


Self-tapping Screws 


Pat. Pending 


Sold everywhere through leading Industrial Supply Distributors 


PARKER-KALON DIVISION, Genera/ American Transportation Corporation, Clifton, New Jersey 
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PERIMETER DIFFUSERS 














Today’s MOST ADVANCED DIFFUSERS. . . AT A TRULY COM- 
PETITIVE PRICE. Obsolete ALL others in APPEARANCE. . . DE- 
SIGN . . . PERFORMANCE! 


Because they are FULLY ADJUSTABLE ... the new Titus 
MODEL P-125 diffusers are today’s only baseboard diffusers that 
can provide the proper throw and spread for obtaining maximum 
performance from BOTH HEATING AND COOLING SYSTEMS. 


Years ahead in looks, too! New distinctive swept-line styling 
blends beautifully with any surroundings. 


New ECONOMY MODEL P-75 has same, superb styling and 
basic ADVANCED design as Model P-125 except does not have 
dual adjustment feature. CAN GIVE YOU THE CONTRACT 
AGAINST ALL KINDS OF PRICE CUT BIDDING BECAUSE - THEY 
ARE BETTER LOOKING, ARE CONSTRUCTED BETTER, ABSOLUTELY 
OUTPERFORM COMPETITION. 


Both of these new Titus models have a large 32 sq. in. of 
free area. Both are quicker, easier to install. Provide lasting 
satisfaction « GIVE THAT EXTRA IN HEATING & COOLING 
COMFORT THAT MAKES AND KEEPS CUSTOMERS HAPPY. 


PROOF! 


Isovels from laboratory tests 
prove Titus new adjustable 
perimeter diffusers FAR SU- 
PERIOR in PERFORMANCE! 
Dotted red line shows how 
cool air is forced to ceiling 
when Model P-125 diffuser is 
set for COOLING. Solid red 
line shows that when diffuser 
is set for HEATING warm air 
is diffused in broad pattern so 
it covers entire window or 
wall area. 


TITUS MFG. CORP., WATERLOO, IOWA 


( Rush new free illustrated Titus Perimeter Dif- 
fuser Catalog 


(] Send name of jobber nearest me 


NAME 





COMPANY 





ADDRESS __ 








CITY STATE 
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WHAT'SIHAPPENING.. 


including Washington Letter 





Says Employment 
Picture Improving 


Wasuincton, D. C. “From the 
standpoint of figures, the employment 
picture is better,” Secretary of Com- 
merce Sinclair Weeks stated at a re- 
cent new conference. Mr. Weeks 
quoted the following statistics: 

1) The manufacturing share of 
150.000 in 
June, the first increase since Decem- 
ber 1956. 

2) The length of the work week 
increased from 38.6 hours in May 
to 39.2 hours in June, the second 


successive monthly increase. 


employment increased 


He noted that in previous reces- 
sions an increase in the factory work 
week has indicated the turning point 
of the decline. 


NEMA Committee 
Elects Chairman 


New York City — The General En- 
gineering Committee of the newly 
formed Room Air Conditioning Sec- 
tion of the National Electrical Manu- 
facturers Association has elected Wil- 
liam G. Spiegelhalter, General Electric 
Co., to serve as its chairman. Robert 
H. Meyerhans, Fedders-Quigan Corp.. 
was elected vice chairman. The com- 
mittee also named subcommittees to 
consider product standards, electrical 
codes and other technical and engi- 
neering matters relating to room air 


conditioning equipment. 


IHACI to Test 
Duct Materials 


Los ANGELES — The Institute of 
Heating & Air Conditioning Indus- 
tries plans to conduct a series of tests 
on various types of duct materials to 
develop comparative data on safety, 
insulation effect and other character- 
istics. Findings will be made avail 
able to IHACI members, building de- 
partment officials and other inter- 
ested persons. 


26 


Chamber Calls for 


Tax Revisions 


WasnHincton, D. C. Tax revisions 
would stimulate modernization and 
growth in all types of businesses 
small or large according to the 
Chamber of Commerce of the United 
States. The chamber suggests imme- 
diate relief for small businesses as a 
quick and direct method of attacking 
the recession and its effect on busi- 
ness generally. Such relief, the cham- 
ber says, would help counter the de- 
cline in expenditures on plant and 
equipment and create jobs for the 
unemployed. 


ARI President Stresses 
Importance of Profit 


Wasnincton, D. C. The impor- 
tance of profit to the future of the 
air conditioning industry was em- 
phasized by Don V. Petrone, new 
president of the Air-Conditioning and 
Refrigeration Institute. in his first 
message to ARI’s membership. “Too 
many of us may have forgotten even 
the fundamentals of how to go about 
assuring a profit,” Mr. Petrone stated. 
“They can be best summarized in 
three single points: 

“First. 


profit. Analyze your price structure 


build-in. a sound = gross 
to make certain your intake exceeds 
fabricating expenses and cost of sales. 

“Second, don’t kill your profit. 
You can kill profit by simply spend- 
ing more on a job than you take in, 
so let’s take a closer look at this 
area and develop closer control of 
expenses. Avoid unrealistic price cut- 
ting unrelated to costs. If, for ex- 
ample, you're working on a 25 per- 
cent gross profit margin and you cut 
your price to 10 percent to sustain 
a so-called competitive position, re- 
member you'll need 67 percent addi- 
tional volume to make the same profit. 

“Third, stick to accurate sales fore- 
casting. Conservative, realistic sales 
forecasting is a cardinal rule of 
profitable operation. 


(Continued from page 23) 


May Construction 
Contracts Reach 
Record Level 


New York City Construction 


contracts in the United States in May 
totaled $3,402,575,000, the highest 
figure ever reported for any single 
month, according to F. W. Dodge 
Corp. 

The May total was only a small 
fraction of 1 percent above the pre- 
vious record set in May 1957, but it 
third 


(June 1957) by 5 percent. 


exceeded the highest month 

Contracts for residential buildings 
in May totaled $1.346,170.000, an in- 
crease of 4 percent over May 1957. 
The number of dwelling units cov- 
ered by the May contracts was 104.- 
048, the highest monthly total in two 


vears and 2 perc ent above May 1957. 


Consider Bill 
To Subsidize 
Metal Producers 


WasnHincton, D. C. The Senate 
Minerals. Materials and Fuels Sub- 
committee is considering a bill (S.- 
3892) which would set up direct fed- 
eral subsidies for producers of cop- 
per, lead, zinc and other metals. To 
meet low-priced foreign competition, 
the bill would allow these minerals, 
labeled “strategic” in wartime, to sell 
at current market prices with the gov- 
ernment adding subsidies up to a 
“stabilization” price. Businesses qual- 
ifying for such subsidies inevitably 
would wind up under federal control, 
according to the Chamber of Com- 
merce of the United States, and the 
precedent would have implications 
for every business. The chamber has 
urged the subcommittee to use the 
Trade Agreements Act 
“escape clause” to stem the flow of 
imports through increased tariffs and 
quotas, thus 


Reciprocal 


avoiding a _ subsidy 
plan which could lead to similar price 
supports for other industries suffering 
from foreign competition. 


(More news on page 32) 
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CAPACITY 
CEILING 
DIFFUSERS 








MORE FREE AREA. Round models provide 50% more free area 


than ordinary diffusers. Square models 40% more. 


MORE PERFORMANCE FEATURES. Advanced-design Air Flow rings. 
Broad anti-smudge outer ring built-in — not an extra. Self-sealing 
gaskets. New STA-SET dampers with push-pull rods for positive 
opening and closing of butterfly valves — no chains to break. 


MORE PROFITABLE TO INSTALL. No more need to buy oversize 
diffusers. These BIG new Air Control models have plenty of ca- 
pacity to work perfectly on ducts of the same listed size. Time- 
saving Adjusto-Stop on damper permits balancing system at diffuser 
face. Smart appearance and superior performance stop those profit- 
slicing call-backs. 


FREE: New ‘58 catalog showing complete Air Control line — the reg- 


isters, grilles and diffusers most likely to be copied. See your jobber 
or write us. 


AIR CONTROL PRODUCTS, INC. 


158 Center St., Coopersville, Michigan 
In Canada: 
LEIGH METAL PRODUCTS LTD., 72 York st., Londen, Ontarie 





Homer Holmes, one 
of 25, 000, 000 loyal 
viewers of famed 
"Alcoa Theatre,'"' 
NBC-TV. 


Homer hustles down 


to his nearest appli- 
cator of gutters and 
downspouts of Alcoa 
Aluminum (probably 
you). 


Monday, August 25, 
Homer entranced by 
powerful, powerful 
commercial on 
gutters and down- 
spouts of Alcoa“ 
Aluminum. 


Applicator delivers 
hard sell on trouble- 
free aluminum 
gutters and down- 
spouts. They're 
Care-free! Homer's 
hooked! 
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Whoo-ee! Who wouldn't 
want gutters and downspouts 
so corrosion resistant 


they never need painting 
so strong you can lean 
a ladder on them? 


MORAL #1 


You're sure to boost 
sales and profits with 
the Care-free advantages 
of aluminum gutters and 
downspouts. 


(Gutters and downspouts of Alcoa Aluminum 


end painting and repairs make sure your 


salespeople sell these facts.) 


MORAL #2 


Have fun watching 

"ALCOA THEATRE" 
yourself Monday, August 25, 
when Jack Lemmon stars 
in 'LOUDMOUTH," a 
dramatic story of a 
practical joker entangled 
by his own jest. 


ALCOA A 
ALUMINUAA 


ALUMINUM COMPANY OF AMERICA 





AmeRICAN ArtISAN, Aucust 1958 


VW ALCOA 





A THEATRE 


State 
ALABAMA 
Birmingham 
Mobile 
Montgomery 


ARIZONA 
Phoenix 
Tucson 


ARKANSAS 
Little Rock 


CALIFORNIA 
Fresno 

Los Angeles 
Sacramento 
San Diego 
San Francisco 


COLORADO 
Denver 


CONNECTICUT 


Hartford-New Britain WNBC-TV 


WABT 
WALA-TV 
WSFA-TV 


KVAR 
KVOA-TV 


KARK-TV 


KMJ-TV 
KRCA 
KCRA-TV 
KFSD-TV 
KRON-TV 


KOA-TV 


9:30-10 PM 


DISTRICT OF COLUMBIA 


Washington 


FLORIDA 
Jacksonville 
Miami 
Tampa 


GEORGIA 
Atlanta 
Columbus 
Savannah 


ILLINOIS 
Chicago 
Peoria 
Rockford 


INDIANA 
Evansville 
Fort Wayne 
Indianapolis 
Lafayette 


Muncie 
South Bend 


IOWA 

Davenport 

Des Moines 

Sioux City 

Waterloo- 
Cedar Rapids 


KANSAS 
Great Bend 
Wichita 


KENTUCKY 
Louisville 


LOUISIANA 
Baton Rouge 
New Orleans 
Shreveport 


MAINE 
Portland 


MARYLAND 
Baltimore 


MASSACHUSETTS 
Boston 
Springfield 


MICHIGAN 
Detroit 

Grand Rapids 
Lansing 


MINNESOTA 
Duluth 
Rochester 


St. Paul-Minneapolis 


MISSISSIPPI 
Jackson 


MISSOURI 
Kansas City 
St. Louis 
Springfield 


WRC-TV 9:30-10 PM 


WFGA-TV 
WCKT 
WFLA-TV 


WSB-TV 
WTVM 
WSAV-TV 


WNBQ 
WEEK-TV 
WwTvo 


WFIE-TV 4 

WKJG-TV 33 

WFBM-TV 6 

WFAM-TV 59 - 
Wed.—delay 9 day 

WLBC-TV 49 8:30-3 PM 
Fri.—delay 11 days 

WNDU-TV 46 - 


Wwoc-TV 6 
WHO-TV 13 
KTIV 4 
KWWL-TV 7 


KCKT-TV 
KARD-TV 


WAVE-TV 


WBRZ 
WDSU-TV 
KSLA-TV 


WCSH-TV 
WBAL-TV 


WBZ-TV 
WWLP-TV 


WWJ-TV 
WOOD-TV 
WJIM-TV 


WDSM-TV 
KROC-TV 
KSTP-TV 


WLBT 


WDAF-TV 
KSD-TV 
KYTV 


MONDAY NIGHT 
AUGUST 25 


State 
NEBRASKA 
Omaha 


NEW MEXICO 
Albuquerque 


NEW YORK 

Binghampton 

Buftalo 

New York City 

Plattsburgh- 
Burlington, Vt. 

Rochester 

Schenectady 

Syracuse 

Utica 


ON THESE NBC-TV STATIONS 


Station Channel Local Time 


KMTV 3 8:30-9 PM 


KOB-TV 4 7:30-8 PM 


WINR-TV 
WBUF-TV 
WRCA-TV 


WPTZ 
WROC-TV 


Watertown-Carthage WCNY 


NORTH CAROLINA 


Charlotte 
Raleigh 
Winston-Salem 


NORTH DAKOTA 
Fargo 


OHIO 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Toledo 
Youngstown 


OKLAHOMA 
Oklahoma City 
Tulsa 


OREGON 
Portland 


PENNSYLVANIA 
Erie 

Johnstown 
Lancaster 
Philadelphia 
Pittsburgh 
Wilkes-Barre 


RHODE ISLAND 
Providence 


SOUTH CAROLINA 


Greenville 


TENNESSEE 
Chattanooga 
Knoxville 
Memphis 
Nashville 


TEXAS 
Austin 


Corpus Christi 


El Paso 
Fort Worth 
Houston 
Lubbock 


San Antonio 


UTAH 
Salt Lake City 


VIRGINIA 
Norfolk 
Richmond- 
Petersburg 
Roanoke 


WASHINGTON 
Seattle 
Spokane 


WEST VIRGINIA 
Huntington 
Wheeling 


WISCONSIN 
Madison 
Marinette 
Milwaukee 


WSOC-TV 
WRAL-TV 
WSJS-TV 


WDAY-TV 


WFMJ-TV 


WKY-TV 
KVOO-TV 


KPTV 


WICU-TV 
WJAC-TV 
WGAL-TV 
WRCV-TV 
WIIC-TV 

WBRE-TV 


WJAR-TV 


WFBC-TV 


WRGP-TV 
WATE-TV 
WMCT 
WSM-TV 


KTBC 
KRIS-TV 
KTSM-TV 
WBAP-TV 
KPRC-TV 
KDUB-TV 


WOAI-TV 


un. 
7:30-8 PM 
Tues. 
7:30-8 PM 
8:30-9 PM 
8:30-9 PM 
9:30-10 PM 
Sat. 
8:30-9 PM 


KTVT 7:30-8 PM 


WVEC-TV 


WXEX-TV 
WSLS-TV 


9:30-10 PM 


9:30-10 PM 
9:30-10 PM 


KOMO-TV 8:30-9 P 
KHQ-TV 8:30-9 P 
WSAZ-TV 
WTRF-TV 


WMTV 
WMBV-TV 
WTMJ-TV 





“I installed my first McQuay-Norris valve nearly 10 
years ago, and that job is still working perfectly today. 
In every case since then, I’ve never hesitated to install 


Mc-Quay-Norris valves because I know they'll stand up!”’ 





My first installation 
sold me on 


Features... 
Time Tested by leading manufacturers 


AGA and UL listed for use with natural, manufactured and 
liquid petroleum gases 


Soft-seat valve with positive seal 


Fail-safe—spring pressure always closes the valve 


Operates in any position 
wt 


rn) 


) Resists corrosion, stands up under extremes of temperature 


Stainless steel working parts, special analysis aluminum die 
casting in valve body, soft seat of special formula Buna N 


McQUAY-NORRIS 


Manufacturing Company « St. Lovis 10, Mo. 


48 YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS 
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Gives You a 


BIGGER EDGE 


on Competition! 


Advanced Design! 


Heavy! Trouble-Free! 


More Competitive Price! 


When you need to be competitive — and who doesn’t Winter Air 


Oil Winter Air 


these days — you can depend on Luxaire for the poe ee se ee Prin Air 
= Tig o08 , ° : it ti tory- iti 
furnace or air conditioning unit at the price that pessandns > wtp pi mo aaa 


puts you way ahead of competition! Air Cabinet 


Accessory Return Installed with 
Refractory Plenum-Type 


You pay no premium for sturdier construction, installed. Firebox. Cooling Coil. 


or for ease of installation, or for trouble-free 


performance. 


In fact, Luxaire Heating and Air Conditioning 
Units cost less than other makes having compar- 


FACTORY ASSEMBLED AND WIRED 
FOR INCREASED SALES AND PROFITS 
Set in place and connect to the fuel line, electrical 
supply, thermostat and ducts. This completes the 


able qualities — no more than many cheaply con- installation of these compact new furnaces! Gas-Fired 


structed units! 


— 75,000, 100,000, 125,000 and 150,000 Btu Input 


: . _ fl terflow! Oil-Fired — 78, t 
If you want to increase sales and up-grade profits, Senay ae Se eee ao oe 


try a Luxaire Unit in your next installation. 
See your Luxaire jobber, today! 


Basement c terfl 
Type Winter rags a 
Air Condi- 4d 
: : Utility Units. 

tioning Units. B ith 
Burn Either Gos or Oil. 
Gas or Oil. ae ae Ses 


THE 


Output, Upflow and Counterflow — 112,000 Btu 
Upflow! High-static, high-air-delivery approvals for 
add-on air conditioning! 


Liane. . . . EXCELLENCE FOR EVERY INSTALLATION! 


. 
=7~-_ 
- = 
\ * ; ‘ =, Combination Air Cooled Add-On 


~ Year ‘Round w —— c = Air 

‘ urnaces Gas Unit Gas Air Conditionin ater Coole onditioning Units. 

Gravity 4 Oil Burning Gas Duct enters Cewenion  Uaadder _AdeGn 2,.3 and 5 H.P. 
Furnaces. yy oe 5 Sizes Burners 5 4.P. Air or Summer Air Compressor-Condenser 
Burn either Water Cooled. Conditioni A blies available 

Gas or Oil. Burn either Units. 3. and with Duct or Plenum 

Gas or Oil. 5 Tons. Type Cooling Coils. 


C. A. OLSEN MANUFACTURING COMPANY. .« e:vria, onio 
’ 


Horizontal 


Sizes 
4 Gas Burning 
izes 





HEATING & AIR CONDITIONING UNITS 
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Use as a portable unit or mount on convenient stand 
(optional) for foot operation. 


FOR LESS THAN $120 


Thousands of Sheet Metal Shops have proven that the 
Duro-Dyne Spot Welder pays for itself many times over. 
Replaces riveting, soldering and other costly 
fastening and seaming operations. 


Simple to operate. 
Press lever arm 


and material is welded. 


ieces of 
10 volt unit welds 2 _ sangeet 4 
" Cc R steel oF up to 
a 18 ga. galvanized iron. 
iec . 
‘ vier capacity units available. 
te of construction. 
year. 
Fully guaranteed for one ¥ 


i Sheet Metal 
. by leading - 
Soe eributors througho ut t 


country- 


. Burn-out Pro 


ite No 
Write vial Limited Offer 


Special 


IN SHE 


METAL SPECIALTIES 


ee a nics 


FLEXIBLE 


DUCT DAMPER 
CONNECTOR 


AIR 
HAMMER REGULATORS 


‘ 


DURO-DYNE CORP., Route 110, Farmingdale, New York 


Export Dept.—30 East 60th St., New York 22, N. Y. 
Canadian Distributors—Douglas Engineering Co., Ltd., Montreal & Toronto 
E. H, Price, Ltd., Winnipeg & Vancouver 














WHAT'S 
HAPPENING ... 


Public Asking For 
Air Conditioner 
Ratings in Btuh 


Wasuincton, D. C. 





The public 
is becoming aware of, and is begin- 
ning to demand cooling capacity rat- 
ings of air conditioners in terms of 
Btuh before they buy, according to 
George S. Jones Jr., managing direc- 
tor of the Air-Conditioning and Re- 
frigeration Institute. Mr. Jones said 
that letters received by ARI, clip- 
pings of newspaper stories, magazine 
articles, and editorial comments all 
point to the conclusion that the Amer- 
ican buyer has already learned to 
inquire into the cooling capacity, ex- 
pressed in terms of Btuh, before pur- 
chasing an air conditioning unit. He 
pointed out that ARI and most man- 
ufacturers of air conditioners for 
homes are pushing the acceptance of 
Btuh ratings as established by ARI 
testing and rating methods, as the 
basis for comparing various units. 
“We are responding to inquiries by 
explaining that Btuh ratings are al- 
ready available for room air condi- 
tioners,” Mr. Jones said, “and that a 
program is now in preparation de- 
signed to make similar ratings, in 
terms of Btuh, the standard measure 


for central residential equipment.” 


To Debate Freedom 
To Meet Lower Prices 
A bill which 


would restrict a firm’s freedom to 


Wasuincton, D. C. 


meet competitive prices will soon be 
under debate in the United States 
Senate. The bill, S.11, would eliminate 
“good faith” as a defense in lowering 
prices to meet competition in the food, 
drug and cosmetics industries. Senate 
consideration is certain to include a 
strong movement to extend the pro- 
posal to all business fields, according 
to the Chamber of Commerce of the 
United States. The chamber has 
asked the senate to reject the meas- 


ure. 
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Heatwave owner Paul Hart and his fam- 
ily, 5902 East 102nd Street, Kansas City, Mis- 
souri are sold on Heatwave. Paul Hart says, 


“Our total gas bill for use of a gas range, water 
heater, and heating our three-bedroom home 
with Heatwave during March* was only $13.01! 
We're sold on this economical furnace.” 


*Average March temperature in Kansas City was 
_—\38°; 5.8° below normal! 





HELP YOU SELL 
HEATWAVE! 





The Heatwave 
Hi-Boy with 
evaporating unit 





ZONE 1—HEAT EXCHANGER! 
A heavy gauge, die-formed steel 
heat exchanger, electrically weld- 
ed into a rugged one-piece, gas- 
tight unit, especially designed for 
rapid heat transfer. 


ZONE 2—BURNERS! Cast iron 
burners with milled slots give 
clean, efficient operation! Heat- 
wave is adaptable for LP instal- 
lation, too! 


ZONE 3—BLOWER! Sized for 
both heating and air condition- 
ing . . . insuring proper circula- 
tion and maximum utilization of 
the heat produced by the Heat- 


wave unit. 


ZONE 4—INSTALLATION! 
Proper installation and sizing of 
unit to the job. 


EVERY HEATWAVE UNIT IS EN- 
GINEERED TO DELIVER MAXIMUM 
PERFORMANCE IN THESE 
“ECONOMY ZONES” 

ECONOMY IN SUMMER, TOO! 


Heatwave’s new remote condensing 
unit with larger condenser face area 
gives lower operation head pressure 
and lower liquid temperature, result- 
ing in lower operating costs and re- 
duced mechanical failures in Heat- 
wave’s economical air conditioning. 
This season sell the unit that gives your 
customers more for their money .. . 
gives you more to sell . . . Heatwave 
year ‘round air conditioning! 





AIR CONDITIONING SLATS 





HEATING 





A Product Of The Southwest Manufacturing Company, Aurora, Missouri 
A Subsidiary of The F. E. Myers & Bro. Co., Ashland, Ohio 


AMERICAN ARTISAN, Aucust 1958 


. » « Manufacturers Of The Famous Myers Pump 





Here Service Counts... 





needs Serv 1ce¢ 

have a motor-drive pro 
ippliances or equipment 
counts! Emerson- Electric 
drive specialists (mor 
engineers!) instantly av 


through ipplic ition 


ember 


For service that 
counts, call, wire 
or write Dept. 
M-314 today. The 


a Flectic a aoe) \ el a en a Ile 


Louis 21, . if St.Louis « Since 1890 
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An idea that Revolutionized the entire 
heating and air conditioning business! 
































Basement heating and 


Timea laletlitelaliale MUrticlitelitela) 


only 71 high! 





CHOICE OF HEATING SECTIONS 


with the Landmark by LENNOX 


Gas Section 


New heat exchanger of long 
lasting aluminized steel trans- 
fers maximum heat with amaz 
ing efficiency and economy 
Special burners put a long 
clean flame under each sec 
tion for even heating, top thrift 








Oil Section 


Mighty Midget oil burner.. 
a new Lennox triumph in 
compact design and clean 
combustion 

New penny-pinching heat ex- 
changer. All new combustion 
chamber, unequalled for prop 
er refraction and insulation 
yet save weight and space 


Spectacularly Quiet in operation 


UNLIMITED COMBINATIONS... PERFECTED HEAT PUMP... COMMERCIAL 
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UP-FLO HEAT PUMP "“STORE* PACKAGE" 
WITH ELECTRIC COOLING 
STRIP HEATER 
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Get the facts about the Landmark by LENNOX 


LENNOX 
fim fee 7 A 
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LENNOX 


fo ne ree anne on nena 


Postage 
Will be Paid 
by 
Addressee 


— POSTAGE WILL BE PAID BY — 


LENNOX Industries Inc. 


MARSHALLTOWN, IOWA 


Merchandising Dept. 


Mail this postage 
Paid card for the 


No 
Postage Stamp 
Necessary 
if Mailed in the 
United States 





full story 


YOU will be a stand-out in the DOUBLE-BARRELED 
REPLACEMENT and MODERNIZATION 


Whether a Dealer-Contractor ¢ 
Distributor * Wholesaler ¢ or 
Manufacturer * or engaged in 
sales, engineering or service. . 


Start using AMERICAN 
ARTISAN’s Modernization 
Guide — a free reprint — and 


Get coming articles for months ahead by your subscription to 


American Artisan 


This way you'll surely get double barreled re- 
sults! 


First, the free ‘‘Modernization Guide"’ reprint 
provides the basic, complete plan to start you! It 
shows you all that is involved when going all-out 
for replacement and modernization business .. . 
how to build your sales and boost your profits 
from now on! 


Second, follow-up articles will provide further 
ideas important to your continuing progress. Such 
helps are those that 25 prominent dealer-con- 
tractors have already used with remarkable suc- 
cess. 


All this will surely help you to make extra 
sales and boost profits THIS year and for years 
ahead! 





ARE YOU AWAKE 





TO YOUR 
OPPORTUNITY ? 





O,der for Flew Subscription eee 








To AMERICAN ARTISAN, 6 N. Michigan, Chicago 2, Ill. 


Then you'll agree that your per- 
sonal subscription to the Amer- 
ican Artisan is the best invest- 
ment you could possibly make 
to insure your own business fu- 
ture and success. 


if a regular reader now, please 
recommend American Artisan to 
your entire staff and friends. 


IF NOT A REGULAR READER, 
FILL IN... CUT OUT... AND 


RUSH ORDER FORM 
TO American Artisan 
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Enter my subscription for term checked starting at once — 
so I'll get the Modernization series and Free 64-page Guide- 
[] 12 months, $3.00; [| 2 yrs., $5.00; [3 yrs., only $6.00. 
(In Canada — [|] 12 months, $4.00; [| 3 years, $10.00.) 


(This includes the Annual ‘Buyers Guide'' Directory in each January issue.) 
(1) 1 enclose $ C) Bil my firm. 0 Bill me. 


(PLEASE PRINT) 
Individual 


CHECK IF A [) DEALER-CONTRACTOR; [) DISTRIBUTOR; [] WHOLESALER, or 
() MANUFACTURER. CHECK KIND OF BUSINESS: [] Warm Air Heating; [] Residential 
Air Conditioning; [) Sheet Metal Work; [] Commercial Refrigeration; [] Plumbing. 


© Check here if a subscriber and you want your subscription extended. 


Oe ee etl ell nell tll lll lll lll lel el ese 








HIGHEST 
QUALITY 


SHEET STEEL 


FOR EVERY HEATING AND 
VENTILATING REQUIREMENT 


. .. you can count on quality-plus when 
you order from Ryerson. For instance, 
Ryerson galvanized sheets are bright, 
ductile, uniform in coating and true to 
gauge. They work and form easily .. . 
won’t crack or peel. For galvanized 
sheets, or for any type of steel, look 


up to quality...call your nearby 
Ryerson plant. 


SIX-WAY RYERSON SERVICE 


1. One sure source for all require- 
ments—whether steel is plentiful or 
scarce, nobody approaches the size 
and variety of Ryerson stocks. 

2. Exact length on net weight basis 
—when your order is cut from stock 
width coils, we furnish 4’ to 16’ lengths 
in 4” increments. 

3. Correct weight—and fair prices 
year in and year out. 

4. Good packaging —tightly banded 
steel, skidded with sound lumber, cuts 
labor costs, protects steel, makes han- 
dling easier. 

5. Absolutely dependable delivery 
—a priceless assurance when delays 
could cause idle manpower or even lost 
business. 


6. Ryerson Certified Quality—all 
Ryerson steels are backed by rigid 
quality controls to protect you fully 
on every purchase. 


AWA BAAS col 
RYERSON STEEL 


Member of the <Qf}}> Stee! Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing—aluminum, industrial plastics, metalworking machinery, etc. 
JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. ¢ PHILADELPHIA * CHARLOTTE * CINCINNATI ¢ CLEVELAND 
DETROIT * PITTSBURGH « BUFFALO « INDIANAPOLIS * CHICAGO « MILWAUKEE « ST. LOUIS « LOS ANGELES * SAN FRANCISCO « SPOKANE « SEATTLE 
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Make Your Service Department Pay Off 


NOT LONG AGO a heating, air conditioning and sheet metal dealer- 
contractor in Indiana told us that at one time he had been somewhat 
hesitant about accepting American Artisan’s recommendation that a sheet 
metal contractor charge at least twice the amount of a journeyman’s base 
pay for maintenance or service work performed on a time and material 
basis. 

However, observing that the amount of money he laid aside to cover 
the cost of labor consistently fell short in his estimates, he decided to test 
American Artisan’s suggestion. He said he found that our recommendation 
at least to double the hourly wage rate is definitely justified, and that no 
sheet metal contractor should underrate this factor. 

This point of view was recently re-emphasized emphatically by an 
Alabama sheet metal contractor who had his auditor investigate these recom- 
mendations to determine the cost of each labor expense item. 

This sheet metal contractor lists the following costs which must be 


included in the direct labor expenses incurred for each hour a journeyman 
works: 


Item Cost per hr 


Cost of labor $3.30 
Employee welfare fund 07Y, 
License, rent, telephone, utilities, 

bonds, postage, stationery . 1.18 
Truck depreciation (5 year life) 15 
Truck gas, oil, repairs, license 17 
Truck insurance 05 





Insurance (workman’s compensation) , .09 
Insurance (public liability) 0214 
Insurance (property damage) 05 
Insurance (state unemployment) 0714 
Insurance (social security) 08l, 
Tools .06 
Office salaries and expenses .96 


Total hourly cost $6.27 


These charges are calculated for a journeyman working with a truck 
eight hours a day, five days a week, 52 weeks a year. They include the cost 
of hand tools provided for the journeyman’s use, but make no allowances 
for bad debts, indirect labor costs or interest on investment. These items 
are assigned to general operating overhead. 

Any heating-air conditioning-sheet metal dealer-contractor can sub- 
stitute his own cost of labor and welfare fund allotment for the items 
listed here. The company auditor can provide the additional figures for 
each of the items, based on individual costs per man hour, which can 
readily be determined from the annual cost figures. 

Good profits are the direct result of good cost accounting which 
enables a dealer-contractor to pass along all expenses involved in performing 
a job. Service and maintenance work can provide a reliable income if ac- 
curate rates are charged. 





Gear Now for Fall 


Modernization Work 


Now’s the time to remind home own- 
ers of last winter’s discomforts and 
upgrade heating system sales via a 
high-powered campaign based on 


American Artisan’s modernization 


check-lists 


THIS TIME OF YEAR, prospects for heating modernization 
are comparatively easy to find. Home owners whose homes 
were uncomfortable last winter, and those who have reason 
to doubt that their outmoded equipment will last through 
another winter, will be receptive now to suggestions about 
considering the purchase of new equipment. 

Dealer-contractors who are satisfied to reap the rewards 
from this period of productive sales effort without at- 
tempting to upgrade each sale are failing to accept one of 
their most important responsibilities. Their reputation 
as qualified advisers to their customers is the factor 
which distinguishes them from the local handymen or 
price cutters and pays off in repeat sales and recom- 
mendations. It is, therefore, the responsibility of the 
dealer-contractor to himself, his customers and the indus- 
try to show prospects that a straight furnace replacement 
offers only a few advantages over their existing equip- 
ment. It is also his obligation to point out that laboratory 
and field research have uncovered new ways to design air 
distribution systems to provide maximum comfort 
throughout old homes as well as new, and that many of 
the techniques can be incorporated into the remodeling 
or replacement job at very little additional cost. 

American Artisan’s check-lists have proved most effec- 
tive in locating prospects who are truly interested in im- 
proving home comfort. Many prospects who have used 


42 


the check-lists admit that they had been surprised to find 
that so many considerations enter into the design and in- 
stallation of a heating system. The check-lists have proved 
fruitful not only in uncovering prospects but also for up- 
grading sales from minimum performance systems to 
those that will provide the utmost in comfort throughout 
the house. 


Five Steps to Complete Sale 


Basically, there are five steps to a complete sale: 1) 
contacting the prospective customer; 2) arousing the 
prospect’s interest in owning the product; 3) creating the 
prospect’s preference for a particular product and firm; 
1) making the sales proposal; and 5) closing the sale. The 
first two steps are usually considered sales promotional 
activities and can be accomplished most economically by 
some form of advertising. Steps 4 and 5 are most effec- 
tively performed by a personal call on the prospect by a 
salesman. The third point can be included in both the 
sales promotional activities and the actual sales presenta- 
tion. This correlation in the progress of a sale suggests 
that sales promotion and personal contact can and should 
be tied closely together to guide a prospect’s preference 
for a company and the products it handles from the be- 
ginning of the sales effort. 
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COORDINATE ADVERTISING with sales presentation activities for maxi- 
mum results from 5-step modernization sales campaign 





SALES PROMOTION 


PERSONAL CONTACT 





1) Contact the prospective customer 

2) Arouse prospect’s interest in owning the product 
3) Create preference for particular product and firm 
4) Make the sales proposal 


5) Close the sale and sign installation contract 








American Artisan’s Heating, Summer Air Condition- 
ing and Sheet Metal Check-Lists can also be combined 
effectively to upgrade sales. The Heating Check-List, ideal- 
ly suited for fall modernization promotion, not only 
spells out the prospect’s modernization needs but also 
suggests nine other products which will improve comfort 
conditions and increase the dealer-contractor’s profits. But 
the sale does not necessarily end with convincing the 
prospect that his furnace should be replaced. This is the 
ideal opportunity to introduce the Summer Air Condi- 
tioning Check-List to show the prospect how minor altera- 
tions in the recommendations for the heating system can 
provide for a new add-on cooling unit either during the 
heating modernization work or later on. Sheet metal 
modernization work indicated on the third check-list can 
go hand in hand with the heating-cooling job. 

For a promotion of this type, as in all advertising, the 
importance of the check-list should be emphasized. Direct 
mail prospects should be encouraged to fill out the check- 
list they receive. Those who are not on a mailing list to 
receive a copy of the check-list should be encouraged 
through newspaper and other advertising to obtain a copy 


by writing, calling or visiting the company’s showroom. 


Check-Lists Are Versatile 


The check-lists are adaptable to a variety of promotion 
techniques. The showroom is a choice setting for displays 
which demonstrate the careful consideration of each point 
on the check-lists by the dealer-contractor in designing 
and laying out every system he proposes. This evidence 
of interest in the prospects’ individual problems does a lot 
toward building confidence in the firm. The following 
displays will convey this theme dramatically: 

1) Enlarged reproductions of the check-lists placed in 
the showroom window along with the invitation to “Get 
your Heating Check-List here.” 

2) A functional before-and-after display showing how 
new methods of heating can be applied easily to obsolete 
systems, using the check-lists as guides for complete 
modernization. 

The check-lists are most suitable for sales promotion, in- 
cluding all forms of advertising. The effectiveness of 
modernization ads can be increased when the prospect is 
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encouraged to write or call for his check-list. Here are 


some methods of extending the invitation to prospects: 


Newspaper Ads Stress Efficiency 


1) Newspaper advertising can employ the check-lists 
to emphasize the fact that the home owner has a voice in 
the determination and solution of his comfort problems. 
For example, an ad might depict a home owner using a 
check-list to evaluate his furnace and duct system. The 
text of the newspaper ad might point out that “you can 
obtain a copy of the check-list for comparing the perform- 
ance of your heating system with the efficiency that 
modernization will provide.” 

Other copy might stress the company’s reputation for 
quality modernization work, emphasizing that the firm 
is a member of national and local associations dedicated 
to the installation of only the highest quality systems. The 
message should also inform the reader that the technical 
requirements of the National Warm Air Heating and Air 
Conditioning Association and the installation instructions 
provided by the equipment manufacturer are carefully 
observed by service and installation crews. 


Direct Mail Is Economical 


2) Many dealer-contractors have used the check-lists 


very successfully in direct mail campaigns. Most of them 
have selling copy printed on the backs of the check-lists 
obtained from American Artisan. The copy is designed to 
motivate the prospect to check his heating system and then 
return the completed check-list to the company. This type 
of direct mail solicitation is economical. Direct mail copy 
should also emphasize the company’s previous experience 
in modernization. Direct mail pieces should get the point 
across quickly and motivate the prospect into acting. 


Radio, TV Reach Captive Audience 


3) Radio advertising can be used forcefully to en- 
courage listeners to call at the office or write for copies of 
the check-lists. One-minute spot announcements are effec- 
tive and economical. A good radio announcer can put a 
lot of sell into a very short commercial by offering the 
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check-lists to show prospects what needs to be done to 
modernize their heating systems to provide even tempera- 
tures throughout their homes during the coldest weather. 

1) Television is an excellent vehicle for reaching home- 
owners, but its cost in some cases nullifies the benefits 
obtained. If previous experience has proved television ad- 
vertising to be practical in a locality, the inrpact of this 
medium can be utilized by quoting some—not all—of 


the questions on the check-list and asking viewers how 


their systems stack up against a sampling of the qualifica- 


tions of a comfort system. This teaser will boost response 
to the announcer’s invitation to write the station or the 


sponsoring dealer-contractor for complete check-lists. 


Giveaways, Signs Round Out Campaign 


5) Check-lists can also be distributed at home shows 
and fairs, and delivered from door to door in appropriate 
residential neighborhoods. Cold canvassing by salesmen 
must not be overlooked. Salesmen can explain the check- 
lists briefly, leave them with the home owner and make 
an appointment to discuss the prospect’s findings. 

6) Job signs tell passersby that another modernization 
installation is being made by the company, and briefly 
announce that engineering is in accordance with the 
authoritative check-lists to assure perfect comfort at mod- 
erate cost. 

7) Billboard, car and bus cards and telephone direc- 
tory advertising can apply the same themes as other 
similar media described in this article. 

The overall advantage of multiple-phase advertising 
campaigns is that wherever the prospect turns he en- 


To: The Editors 

American Artisan 

6 N. Michigan Ave. 

Chicago 2, Ill. 

Please rush the following quantities: 


Heating check-lists 


Summer air conditioning check-lists 


Sheet metal check-lists 


Standards for Rating Heating Systems cards 


Enclosed is my check for $. ... to cover reprinting costs. 


(Please print) 
Name 


counters a suggestion for using the check-lists to deter- 
mine if his existing system has been performing as it 
should, and if it can be modernized with minimum incon- 
venience. And he constantly sees the name of the same 
company associated with the promise of comfort. As the 
modernization idea sinks in. the association becomes more 
entrenched until he comes to think of the firm as head- 
quarters for modernization in his community. When he 
succumbs to the modernization appeal, chances are he 
will automatically select the dealer-contractor whose name 


he has seen constantly identified with quality work. 


Keep Employees Quality-Conscious 


This quality theme should be emphasized throughout 
the entire organization. Salesmen should be equipped 
with adequate and appropriate sales tools and with quan- 
tities of product literature usually available from equip- 
ment manufacturers. Salesmen should be required to at- 
tend at least one sales meeting a week to review markets, 
performance, ideas and developments which will improve 
their presentations. The program should also be described 
to installation and service crews who have many oppor- 
tunities to talk to customers about the benefits of having 
their systems inspected with the aid of check-lists. This 
cooperative spirit boosts employees’ morale and _ instills 
pride in a company that specializes in doing a job right, 
according to the standards of the industry. 

Brief monthly meetings during the campaign will keep 
employees informed, maintain their enthusiasm about the 
company’s activities and encourage them to be constantly 


on the lookout for modernization prospects. 


THE HEATING, air conditioning and 
sheet metal check-lists published in 
the March American Artisan Mod- 
ernization Issue can be used as di- 
rect mail pieces, for presentation 
by salesmen, as giveaway items for 
home shows, etc. Designed to re- 
mind home owners of their mod- 
ernization needs, the two-color 
check-lists are available at the fol- 
lowing prices: 





Quantity Cost 





50 $ 0.85 
100 1.35 





Company 


200 2.70 
300 4.05 





Street Address 


400 5.40 
500 6.75 





City and State 


1000 13.50 





lam a dealer wholesaler 








manufacturer 


2000 27.00 

3000 37.00 

4000 48.00 

5000 59.00 
Standards cards are two cents each 
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QUALITY WORK IS RESULT of sound ideas. At left, Dwight E. Shytle, executive 
vice-president, inspects suspended fan-filter-coil unit with spring type vibration absorbers 
and flexible duct connections. At right, Mr. Shytle (right) and A. E. Beitzell, chief engi- 
neer, confer on selection and location of equipment and ducts, always a challenge in 


modernization work 


Professional Approach Lands 
AC Modernization Sales 


PROVIDING CENTRAL SUMMER AIR CONDITIONING 


large houses is specialty of Combustioneer Corp., Arlington, 


dealer-contractors 


It’s THE “PROFESSIONAL APPROACH” that builds prospect 
confidence in recommendations for year “round air con- 
ditioning systems made by Combustioneer Corp., Arling- 
ton, Va. This dealer-contractor specializes in moderniza- 
tion of two- and three-story houses, many of which are 
over 30 years old. A list of present and former tenants of 
these large houses reads like a who’s who of the nation’s 
top political figures of the past half century. 

The professional approach is employed by the com- 
pany’s entire staff—servicemen, engineers, salesmen and 
installers. Their method of going about their work reveals 
that each is a specialist and that he feels his responsibility 
to do the kind of job that will provide the satisfaction a 
customer has a right to expect. 


“Our professional approach to the prospect or service 
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. . - in large homes 
with obsolete heating 
systems. It’s thallenging 
work which pays off big 
for a company with a 


solid reputation for 
quality installations and _ 
fast response to service — 


customer is reflected in everything we do,” says Dwight 
E. Shytle, executive vice president of the company. “We 
never attempt to take short cuts, nor do we propose the 
use of economy models of various equipment. Even the 
charges for service work are at the professional level. We 
charge $8 an hour.” 

While many dealer-contractors consider service work a 
necessary evil and think the service department must op- 
erate at a loss, Combustioneer Corp. not only shows a 
profit each year for service work, but also uses service 
work to build and maintain the company’s reputation and 
to locate prospects. 

The company has been in operation 31 years and offers 
24 hour service every day of the year. 


During peak service periods, the company operates 17 





NEW REGISTERS are located as near as possible 
to areas of high heat gain and at points where 


discharged air can mix freely with room air 


service trucks. All calls are answered the same day, usual- 
ly within two or three hours after the call is entered in the 
books unless the work schedule is exceptionally heavy. 


Old Customers Spread the Word 


The company still retains many of its original cus- 
tomers. Some of the old customers have sold their homes, 
and recommended that the new owners retain Combus- 
tioneer Corp. to do their service work. Approximately 800 
customers have summer air conditioning service contracts, 
and 1200 have heating service contracts. These 2000 cus- 
tomers represent about 50 percent of the customers served 
each year. 

About 90 percent of the new customers for moderniza- 
tion jobs or service work come through the recommenda- 
tions of older customers. The company does not reimburse 
customers for prospect referrals. 

The modernization of existing heating systems to in- 
clude summer air conditiening is a company specialty. Al- 
most all jobs come through referrals from customers who 
have been pleased with the company’s skill in matching 
the installations to their specific requirements. Few 
modernization jobs are contracted; the majority are han- 
dled on a time and material basis. 


Structural Problems Vary Layouts 


The biggest job in modernization work is the location 
of equipment and the addition of ducts to increase air 
flow. Frequently an entire new duct system must be in- 
stalled to replace some other type of heating installation. 
Location of the ducts, filters, blowers and coil often be- 
comes a major problem, according to Mr. Shytle, because 
of structural limitations. Locating the filter-fan-coil unit 
where it is easily accessible often presents the engineer 
with a difficult decision. 
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CONDITIONED AIR for bedroom on _ second 
floor was supplied from duct located against hall 
ceiling. Dropped ceiling covers duct work 


When a three story house is air conditioned, ducts feed- 
ing the third floor are installed in the attic, and those 
supplying the first floor are located in the basement. 
Structural characteristics determine whether the attic or 
basement must be used for ducts to supply conditioned air 
to the second floor. The many problems which arise in 
running ducts from the first to the second floor are fre- 
quently solved by installing risers in closets, room corners 
or corridors and furring them in. Sometimes supply air 
ducts to certain rooms are installed in hallway ceilings 
and concealed by dropping the ceiling beneath them. This 
new space is frequently used for both a supply and return 
duct. 

Mr. Shytle has found that one adequately sized duct 
usually handles most of the return air requirements from 
a zone. The simpler the return system, the easier it is to 
circulate air, according to Mr. Shytle. 

When air conditioning supply ducts are run through 
heated areas or attic spaces, they are covered with 114 in. 
blanket insulation with an outside vapor seal. The vapor 
seal is especially needed at insulation joints, to avoid 
sweating and heat gain as the air passes through uncon- 
ditioned areas. Mr. Shytle specifies vaporproof tape seals 
at all insulating joints. 


Precautions Pay Off 


Before any ductwork is installed, the entire system is 
laid out by the company engineer, who takes complete 
measurements of the entire building, including all struc- 
tural features, and prepares a drawing spotting the new 
equipment and ducts. However, in spite of all of these pre- 
cautions, the plan frequently has to be changed because 
certain structural features prevent cutting holes and plac- 
ing ducts in the locations shown on the plan. Such situa- 
tions develop when unidentified beams for supporting 
floors interrupt the normal arrangement of joist space. 
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INSULATED HOUSING for fan, filter and coil unit was 
located on side of rear hip roof. Housing contains supply 
and return duct, side panel and inspection door 


For this reason. the installer usually cuts all the holes be- 
fore any duct work is erected. Structural members are 
never breached because this may weaken the building 


supports. 


Zone Systems Usually Specified 


In the modernization of large houses, the policy is to use 
several small conditioning units rather than one or two 
large capacity units. The use of three or four small units 
permits easy zoning of a job. 

Living room, dining room and den usually comprise 
one zone. Sleeping areas are served by another unit, as 
one or two separate zones, depending on the number of 
bedrooms. If the home owner entertains guests frequent- 
ly, the living area is divided into two zones—living room 
and dining room in one zone, and the den and kitchen in 
the second. 

Sometimes connecting ducts are installed between 
zones so that the capacities of two units can be used for a 
limited time in one area when there is an abnormal oc- 
cupancy load. 


Stress Accurate Engineering 


Engineering is an important part of all such moderniza- 
tion jobs. Between 8 and 10 percent of the cost involved 
is due to engineering, selecting and determining the loca- 
tion of equipment and preparing the necessary plans and 
instructions for installers. 

Combustioneer Corp. specifies air cooled equipment for 
most applications because it requires less maintenance 
and attention by the customer and because the availability 
of adequate water supply cannot always be guaranteed. 

The engineer takes every precaution to prevent noise 
transmission from the mechanical equipment to the living 
area. Flexible connections are always placed between the 
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every job 


SUFFICIENT DUCT CAPACITY was achieved by using 
three branch takeoffs, one in each joist space. One branch 
is bisected by insulated hot water pipe to bath 


equipment and the supply and return ducts. Spring hang- 
ers are used if equipment is to be hung from the joists be- 
cause this type of mounting permits a greater leeway for 
vertical and horizontal movement. If the unit is set on a 
wooden or concrete floor, compression springs or other 
sound absorbing equipment are specified. 


Modernization Calls for Shop Skills 


The importance of the sheet metal shop to the com- 
pany’s operation is increased because of the variety of 
work called for in this type of modernization activity. The 
skill of the sheet metal workers is needed to make many 
special fittings to fit various space requirements. Many 
various and odd shaped fittings are required. Seldom can 
a standard fitting be used. 

Electrical wiring work is usually handled by an elec- 
trical contractor who is asked to supply a bid price for the 
job and this cost is added to the original price of the air 
conditioning equipment. It has been found more econom- 
ical to subcontract the electrical work rather than main- 
tain an electrician on the company staff. 


Here’s Typical Job 


A typical installation goes something like this: An ap- 
pointment is made with the customer to coordinate the 
work of the installation crew with the customer's plans. 
When the job is scheduled, all workmen involved—sheet 
metal workers, refrigeration mechanics, electricians and 
the pipefitters—are told to meet the engineer who laid out 
the job at the site. Each part of the job is explained to 
each man, the location of equipment as shown on the blue- 
print is discussed and the relationship of his work to work 
involving the other trades is reviewed. 

This briefing coordinates each operation so mechanics 
don’t get in one another’s way. It also allows a mechanic 
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SERVICE DEPARTMENT expedites calls from customer-. 
Unusual complaints are turned over to service manazer F. 
E. Dietz (left) by secretary Vickie Bedegian. Routine calls 
are handled by dispatcher C. M. McIntosh 


ELEVATED OFFICE is observation post for shop 
superintendent Lee Carroll who has unrestricted 
view of shop as he takes duct dimensions from 
blueprint to prepare shop drawings 





who has completed as much of his work as possible to 


estimate accurately when he can return to finish the job. 


Engineer Oversees Work 


The engineer periodically visits the job to see if the 
plan is going according to the drawings and written 
specifications and to see that the customer is inconven- 
ienced as little as possible. 

When the installation has been completed and all scrap 
removed, the service mechanic returns to the job to charge 
the system with refrigerant if a remote system has been 
used, check for leaks and mechanical failures, balance the 
air flow and instruct the customer in the operation and 
care of the equipment. 

Decorating areas where ducts and registers have been 
installed is discussed with the customer. The company 
representative outlines the advantages of the customer's 
handling the decorating work himself. However, if the 
customer wants the entire job handled by the firm, a gen- 
eral contractor is brought in as a subcontractor. 

Several days after the installation has been put into op- 
eration, the engineer visits the customer to answer ques- 
tions and give further advice about periodic service, the 
cleaning of filters and seasonal adjustments the customer 
must understand. He also explains the scope of the free 
one-year service policy. He points out which items are 
covered in the policy and which are not during the first 
year, and he outlines the advantages of extending the an- 


nual service contract beyond the first year. 


Servicemen Highly Trained 


The company’s reputation as specialist with a profes- 
sional approach is largely traceable to the reputation of 
the service department, which conducts a_ continuous 
training program to keep its journeymen informed on 
new procedures and techniques. The company currently 
has two apprentices in training. These apprentices must 


serve five years to become servicemen. Over 50 percent 
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of the service staff has been trained by the company. The 
remainder were specialists with other companies before 


transferring to Combustioneer Corp. 


Records Streamline Service Work 


When a call comes into the service department it is 
entered in a book by the dispatcher, who is continually 
in close contact with each serviceman by telephone. The 
dispatcher asks the service manager's secretary if a record 
exists for the customer. If there is a file, the secretary 


will pull the envelope and pertinent information is passed 


along to the serviceman when he is assigned to the job. 


The dispat« her enters in his book the name of the service- 
man and the time he was assigned the call. Information 
received from the dispatcher is entered on a material 
ticket form by the serviceman when he receives the 
assignment. This form is turned in to thé office at the end 
of the day. Material tickets are signed by the customer 
on completion of the job. 

The dispatcher notes receipt of the material ticket in 
his ledger and completes a machine ticket from the time 
card turned in by the serviceman. The machine ticket is 
then sent to the bookkeeper for billing. 

Billing is handled by the service manager's secretary. 
The service manager not only is available for assistance 
on difficult service complaints but is also responsible for 
direction of the department and its training program. 

The fourth member of the service department's office 
section is the stock man, whose job is maintaining an ade- 
quate parts inventory. Inventory control is based on the 
parts most frequently used and quantities needed. To 
maintain this stock at its proper level throughout the year, 
a perpetual inventory system is used. 

The amount of stock carried in the perpetual inventory 
amounts to about 10 percent of the annual billing. This 
system of maintaining an adequate stock insures that 
parts will be on hand when they are needed, in keeping 
with the company’s reputation for always doing the job 
right. 
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Cooling Season Begins January | 
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. . . for this dealer-contractor’s 
salesmen and their prospects, who 
get direct mail reminders while the 
snow is still flying, and follow-up 
calls just before the dreaded hot 


spells 























PREPARING DIRECT MAIL piece to reach pros- 
pects before the first hot weather are E. G. Barnett 
(left) and R. H. Yancey 


“THE FIRST DAY of the year is the first day of our cooling also the prestige of ownership of central residential cool- 
season,” is the way Ed Yancey. Sr.. chairman of the 


ing systems. The letter includes these essential points: 
board, Advanced Refrigeration, Inc., describes his com- 


“We know this is a bit early to talk about summer com- 
fort, but you will recall the hot and humid days and 
nights experienced last year. Therefore, we want to sug- 


gest that you think about avoiding similar conditions this 


pany’s approach to the development of prospects for cen- 
tral residential cooling systems. Mr. Yancey believes pros- 
pects have to be prepared ahead of time to make them re- 
ceptive to salesmen’s suggestions that they add summer year by adding central residential cooling to your exist- 
air conditioning to their existing heating systems. ing air distribution system.” Another quotation from a 
direct mail piece: “Be the envy of your neighorhood by 
appearing 
mailing piece points out not only the advantages but worst this 


Soon after the first of the year, the company prepares 


and sends its first direct mail piece to prospects. This cool and relaxed when the weather is at its 


summer.” These are the points that appeal to 


prospects and help prepare them for follow-up 
calls made by salesmen. 


the ego of 


Direct mail pieces are mailed out about every six 
weeks during the first six months of the year. 


Old Leads Followed Up in Mid-April 


Holdover leads from the previous summer are followed 
up about April 15. The exact day for the beginning of 
follow-up calls is generally timed to coincide with the 
first warm spring day. The approach in the sales pres- 
entation is, “Wouldn't you like to maintain weather condi- 
tions like today’s in your home throughout the year?” 
During the call, the salesman reminds the prospect that 
when they talked last year, he indicated he was possibly 

. planning to install central summer residential air condi- 
a. papell medias pang ganna tioning this year. Again the salesman enumerates the ad- 
promotion program: (I to r) seated, G. R. Bilderbach, RA. ; 
E. F. Yancey Sr. and E. F. Yancey Jr.; standing, E. G. vantages of doing it early in the year, before the rush per- 
Barrett, Fred Collette and R. F. Yancey iod begins, and points out that the prospect can save 
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SALESMEN RECEIVE pertinent information on 
all new models and equipment from service man- 
ager. This information is . . . 


money by buying during the spring because the company 
must keep its mechanics busy. Therefore, they offer a 
discount if the sale is closed within two weeks. 

If a sale is made during the early spring sales cam- 
paign to a prospect who indicates that he desires to wait 
until the heating season has ended, the sale is classified as 
a “convenience” installation and is so listed in the file. 
During an early warm spell which appears likely to last 
two or three days, the customer is asked if system can 
be installed during this period so it will be ready when 
the first hot spell arrives. 


Specialists Streamline Jobs 


The company usually installs an add-on central resi- 
dential installation in two days because each mechanic 
has his own assigned work. In the installation department 
there are specialists in sheet metal, refrigeration piping, 
electrical work and insulation. Because each of these men 
must perform his duties without interfering with the 
other tradesmen on the job, a tight schedule is established 
so there will be no overlapping of work or waste of time 
during an installation. 

Salesmen have found that the success of most individ- 
ual sales tools varies with the prospects. The salesmen 
have their presentations outlined so each point will be 
fully covered. The points that appeal most to the pros- 
pects are emphasized and become the most effective clos- 
ing points. The most effective way that has been found 
to influence prospects to sign a contract is for the sales- 
man to request the order. When asking for the order the 
salesman signs the contract, explaining that he is willing 
to sign an agreement to provide them with all the promised 
benefits of summer comfort. Then he hands it to the 
prospect, assuring him that in signing the contract he is 
doing something for his family that they can fully ap- 
preciate only after experiencing ownership. 
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Service department keeps sales talk up to date .........c..cccccscssssssseseeseoen 


. used effectively to point out to prospect the 
special features of the equipment and to emphasize 
quality of company's products and work 


Most sales are closed during hot spells; however, the 
firm has found that very few customers cancel their orders 
even if installation has not begun by the end of the hot 
spell. Mr. Yancey believes this is because each salesman 
has been instructed to ask for as large a down payment 
as possible to bind the contract. Usually 10 percent of the 
contract price is asked; however, the salesman is in- 
structed to accept any amount of earnest money as an 
indication that the prospect is willing to go through with 
the contract. 

Advanced Refrigeration, Inc. has found that May is 
usually its best month for sales, and that sales begin to 
taper off slightly in June. However, if there is a pro- 
longed hot weather period, June frequently becomes the 
best month. Sales are more difficult in July and August 
because prospects feel summer is almost over and they 
can wait until next year to decide whether to add central 
summer residential air conditioning. 

All direct mail contains a company letter and manu- 
facturers’ literature as inserts to promote equipment that 
will provide year ‘round comfort. 


Upgrade Window Unit Sales 


The company is one of the largest merchandisers of 
window air conditioning units in the Atlanta area. Each 
sale of a window air conditioning unit is accompanied by 
a questionnaire to determine the type of prospect who is 
making the purchase. The questionnaire (filled in by the 
salesman) asks if the unit is for use in rented property or 
for a newly-purchased home. All prospects who are buy- 
ing window air conditioning units for homes they are 
purchasing are told about the advantages of central resi- 
dential air conditioning. If the salesman is unable to up- 
grade the sale, the prospect’s comments are listed on the 
interview sheet. Names of good prospects are entered on 
the following year’s direct mail campaign list. 
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ENGINEERING CONFERENCES often result in 
easier and more economical ways to install an air 
conditioning system 


In an effort to prevent a large inventory of central 
residential equipment from being carried over to the 
following year, salesmen are kept informed about the 
stock on hand and are provided with bits of information 
that might help them utilize the stock to the advantage of 
the company so a minimum amount of stock is on hand 
at the end of the year. 

Salesmen also receive pertinent information from all 
members of the staff. both engineering and service de- 
partments. This information permits them to adjust thei1 
sales presentations to a prospect's interest. 

W hen a new piece of equipment is delivered, the serv- 
ice department, headed by W. E. Kight. holds individual 
instruction sessions with each of the salesmen. New im- 
provements in the equipment are pointed out to the sales- 
men, and questions asked of salesmen by prospects and 
customers are answered. This information is in turn 
passed along to prospects when the equipment is being 
demonstrated in the showroom. Here the salesman feels 
on firm ground in discussing the individual parts and 
their functions because he has received instructions from 
well-informed mechanics. 

Every sale of a central summer residential air condi- 
tioning system is backed up by complete engineering 
service. Equipment specified is selected to meet the needs 
of the building. The engineering is performed in the 
company’s drafting department where detailed plans of 
the building are drawn and a complete layout of all exist- 
ing equipment made before new equipment locations are 
determined. Necessary alterations are shown on the plan 
and written into the installation instructions to save erec- 
tion time and accomplish the job with the least inconven- 


ience to the customer. 


Testimonials Sell New Jobs 


The company’s reputation for providing excellent serv- 
ice at a minimum cost is a source of considerable referral 
leads for central residential cooling systems. One of the 
prospects recently said, “I am buying from you because | 
believe you are going to be in business whenever I may 
need service on the equipment.” This expression of con- 


fidence is an excellent sales point and is played up by the 
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TICKLER FILE used by E. G. Barnett provides 
follow-up data on prospects’ interests and needs 





salesmen as a testimonial that the company, which has 
been in the air conditioning business since 1931, has 
built a reputation for fair treatment to its customers and 
can be relied on year after year not only to provide the 
parts needed but also to back up its installation skills with 
the availability of trained service personnel. 

The company believes strongly in installment buying 
and recommends that add-on central residential air con- 
ditioning be financed through FHA or other money lend- 


ine institutions. 


Power Cost Divorced from Cooling Job 


To keep the apparent cost of the central residential 
system at a minimum, the prospect is advised of the 
separate cost involved in adding mechanical equipment 
of this capacity to electrical lines. The salesman points 
out that most homes already have inadequate power 
supplies. Therefore, he says, heavier wiring must be pro- 
vided from the power company’s lead-in. He tells the 
prospect this work must be done by electricians and it is 
advisable to have an electrical contractor handle it. How- 
ever. he offers, the company will include this work in the 
contract if desired. Every effort is made to point out that 
this electrical work is a cost over and above that of the 
air conditioning system, and especially to convince the 
prospect that the cost involved is not due to the air condi- 
tioning equipment being installed. The salesman points 
out that this condition exists in most homes over two 
years old. He mentions the electric stove, the automatic 
electric washing machine and other power consuming de- 
vices that were not included in the original wiring esti- 
mates, making the point that that additional power should 
be brought in even without the installation of central 
summer air condiioning equipment. 

Never let the public forget you are in the air condition- 
ing business,” says Mr. Yancey. “All of our sales activ- 
ities are pointed toward keeping the public informed of 
what’s new in our field and of the fact that we are the 
ones to make the installation that can be relied on not 
only to function as we have designed it but also to be 
maintained by a service department with a reputation of 


25 years of satisfactory service to its customers,” 


PRACTICAL 


$a) 


+ 


APPLICATIONS 
for engineering, installing and servicing 


| 

| By S. W. Reid 

| Air Conditioning Engineer 
Gilbert Associates, Inc. 


How Refrigerant Piping Affects 


Direct Expansion Coil Performance 


Arrangement of all devices which determine efficiency 


of the cooling coil is extremely important in assuring 


satisfactory summer air conditioning installations 


THE AIR CONDITIONING dealer-con- 
tractor of today lives largely in a 
world of factory-assembled package 
units. The smaller sizes are integrated 
cooling systems, completely pre-piped 
and pre-wired. Larger sizes are sec- 
tionalized and come with follow-the- 
dot instructions which require a mini- 
mum of skill to follow. 

Adaptable as they are to a great 
many problems, package units some- 
times will not fill the bill. The dealer- 
contractor has to fall back on his 
skill as a refrigeration system de- 
signer and lay out a complete air con- 
ditioning system from carefully se- 
lected components. The proper func- 
tioning of such a system depends, of 
course, on many factors, not the least 
of which is the interconnecting pip- 
ing. This discussion, therefore, will 
be focused on evaporator piping. 

The evaporator coil is also referred 
to as the cooling coil, or the low side. 
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The term cooling refers, of course, to 
the change in air temperature that 
takes place as air passes over the out- 
side coil surface. Since we are now 
interested in the refrigerant inside 
the coil, we shall refer to the cooling 


coil as an evaporator. 


Fins Increase Coil Surface 


The basic objective in evaporator 
coil design is to pack as much cold 
metal surface in an air stream as pos- 
sible to permit the maximum flow of 
heat from the air stream to the re- 
frigerant. The metal surface must be 
arranged so it will not impose un- 
reasonable restriction to the flow of 
air. The best arrangement for accom- 
plishing the objective so far devised 
is the finned coil. 

An elementary finned coil could 
be represented as a single tube pass- 


ing through a series of metal fins as 


shown in Fig. la. By lengthening the 
fins and adding more tubes we could 
construct a single row serpentine coil 
as shown in Fig. 1b. The next step 
would be to widen the fins and add 
more rows of tubes staggered in rela- 
tionship to the first row as illustrated 
by Fig. le. Note that in Figs. la, 16 
and le we have a single circuit coil; 
the refrigerant has only one path to 
take. In Fig. ld we have broken the 
arrangement of lc into two parallel 
refrigerant circuits. 

The multi-circuit coil (Fig. 1d) 
avoids the relatively higher refriger- 
ant velocities and pressure drops that 
would exist in a single circuit coil 
(Fig. lc). Associated with the multi- 
circuit coil are certain problems of 
getting the refrigerant in and out. 
Solutions to these problems have been 
found through experience and experi- 
mentation until we now have fairly 


well-defined rules for correct practice. 


Expansion Valve Controls Flow 


Before going further we should re- 


view the function of an evaporator 
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1 COOLING COIL EFFICIENCY 
is improved from basic fin and tube 
arrangement of single-pass coil (a) 
through multi-pass coil (6), single 
circuit (¢) and multi-circuit coil (4) 


coil. Liquid refrigerant from the con- 
denser is fed through a restriction, 
which causes a reduction in the pres- 
sure, as it enters the evaporator. Vari- 
ous restrictive devices are used. One 
of the most common is the thermal 
expansion valve (Fig. 2) which is 
actuated by the temperature of the 
refrigerant vapor leaving the evapo- 
rator. The purpose of this valve is to 
feed into the evaporator enough re- 
frigerant liquid to keep it working at 
maximum efficiency but not enough 
to cause flooding back of liquid to 
the compressor. 

The operation of the expansion 
valve is clarified by noting the re- 
frigerant temperatures and pressures 
given at the two points in Fig. 2. The 
bulb contains refrigerant, usually the 
same as that used in the cooling sys- 
tem. The pressure exerted on the top 
of the diaphragm is a function of the 
bulb temperature. In this case we 
have assumed that the bulb tempera- 
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ture is 56 F. For refrigerant 12 the 


corresponding pressure is 53.16 psig. 


Bulb Regulates Valve Opening 


Let us assume that the evaporator 
is operating at a temperature of 46 
F so the temperature at the bulb rep- 
resents 10 F superheat. At 46 F the 
refrigerant pressure underneath the 
diaphragm is given by the refrigerant 
property 12.65 psig. The 
spring adds 10.51 psig to the under- 


table as 


side of the diaphragm to cause a 
balanced with the 
orifice partly open as shown. 


condition valve 

Now suppose there is a decrease 
in cooling load. Heat from the air 
passing over the evaporator is no 
longer available to evaporate refriger- 
ant at the same rate as it is supplied 
by the valve. An oversupply of liquid 
means that some liquid will reach the 
suction line at the point where the 
valve bulb is attached. Liquid at this 
point means that superheat cannot 
exist. The bulb temperature drops to 
the 


liquid in the evaporator. Bulb pres- 


temperature corresponding to 
sure drops, permitting the spring to 
push the diaphragm up and move the 
valve toward its closed position. With 
less refrigerant the evaporator and 
compressor will balance at a lower 


evaporator temperature and a lower 


pressure. The valve will once again 
adjust to maintain 10 F superheat. 

Thermal valves are made in two 
general types which are distinguish- 
able by the method of getting evapo- 
rator pressure to the underside of the 
diaphragm. In one type, as shown in 
Fig. 2, an external equalizing connec- 
tion is used. In the other type, evapo- 
rator pressure is exerted on the under- 
side of the diaphragm through a small 
hole drilled in the partition which 
supports the valve spring. Applica- 
tions of the former type will be ex- 
plained. The latter are used on simple, 
single-circuit coils where the refriger- 
ant pressure drop is not excessive 
(over 2.5 psi). 


Distributor Feeds Circuits 


Where a single thermal valve is ap- 
plied to a multi-circuit evaporator 
coil, a liquid distributor between the 
valve and the coil must be used to as- 
sure that each of the parallel circuits 
is metered an equal amount of re- 
frigerant liquid. In the distributor a 
high velocity stream of liquid and 
flash gas (formed incidentally to the 
reduction in liquid pressure which 
the valve causes) is diffused by im- 
pingement against a surface. The 
mixture is then further expanded 
through orifices to prevent separation 
of flash gas and passed into tubes 





Bulb: temp 56 F, pressure 53./4 psig 





Vapor in this pass is superheated 








“Suction vapor 


from 46 F to S6F by airs 
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com- 





pressor 
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46 F, 42.65 psig 

















Therma/ 
expansion 


valve ~ 


Liquid 
from 
condenser 
(high pressure) 





evaporator 











Liguial to evaporator (low pressure) 


Pressure on top of diaphragm 


Pressure beneath diaphragm 


Spring force to balance 


2 THERMAL EXPANSION VALVE IS ACTUATED by thermal bulb 
pressure which reflects vapor temperature at the end of coil where the suc- 
tion line is attached. Superheat adjustment regulates the liquid flow to 


53./4psig 
(due to bulb temperature) 


42.65 psig 
(evaporator temperature) 


10.49 psig 














3 DIRECTION OF refrigerant flow 
through coil should be counter to that 
of the air flow. Upward (a), horizon- 
tal (6) and downward (c) arrange- 
ments are shown for adequate super- 
heating of suction vapors 


which feed the several coil circuits. 

Since some of the pressure differ- 
ence between the condenser and evap- 
orator occurs through the distributor 
and coil circuits, an external equaliz- 
ing connection must. be used to obtain 
the true evaporator pressure under- 
neath the thermal valve diaphragm. 
When the pressure drop through the 
coil itself does not exceed 2.5 psi in 
the air conditioning range, the ex- 
ternal equalizer may be connected to: 
1) one of the distributor feeds near 
its coil connection, 2) one of the coil 
return bends or 3) the suction line 
leaving the coil. 

The third method is preferred and 
should. always be used whenever the 
coil pressure drop is unknown or is 
known to exceed 2.5 psi. The equalizer 
connection, into the suction line 
should be located downstream from 
the bulb location so if liquid should 
leak past the valve stem packing and 
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enter the suction line via the equalizer 
line, it will not affect the temperature 
sensed by the bulb. When the equal- 
izer line is connected to a horizontal 
line, the tap should always be made 


on the top to prevent oil closing it. 


Assure Suction Superheat 


Direct expansion coils should nor- 
mally be applied so air enters the side 
of the coil from which suction vapor 
is taken. This arrangement puts the 
warmest air in heat exchange with 
the suction vapor, thereby assuring 
the suction superheat necessary for 
proper thermal valve operation. 

Fig. 3 shows coils positioned for 
a) upward, 6) horizontal and c) 
downward air flow. Note that in each 
case the air enters the side from 
which suction vapor is taken. When 
the refrigerant flow is down (a), the 
suction line must rise above the top 
of the evaporator before it continues 
to the compressor. The vertical leg 
will trap any liquid refrigerant that 
might enter the suction line due to 
thermal valve cycling and prevent it 
from reaching the compressor where 
it could cause damage. 

In the vertical coil, horizontal re- 
frigerant flow arrangement (b), the 
suction line starts near the center of 
the suction header and preferably 
rises above the coil for the reasons 
stated. The rise in the suction line in 
this case, however, is not so important 
as in the previous case since slugs of 
liquid will collect in the header rather 
than in the suction riser. 

With the upfeed arrangement (c), 
a vertical riser is not necessary since 
the suction header is at the top of the 
coil and refrigerant cannot drain 
from it. 

Whenever there is any danger of 
liquid draining from an evaporator 
to a compressor such as might occur 
with a downfeed arrangement with 
no trapping leg, the pump-down cycle 
must be used. This is accomplished 
by using the room thermostat to op- 
erate a solenoid valve in the liquid 
line which supplies refrigerant to the 
coil. When the thermostat is satisfied, 
the valve closes. The compressor con- 
tinues to run, pumping the refrigerant 
out of the coil, until the coil pressure 


is reduced sufficiently to trip the low 
pressure cutout switch. This switch 
resets automatically upon any rise in 
pressure, such as might take place 
were refrigerant to leak into the coil, 
and starts the compressor. The com- 


pressor runs for a short time until the 


coil is again pumped out to the trip 


pressure of the switch. When cooling 
is again called for in the conditioned 
area, the room thermostat will open 
the liquid line solenoid valve and the 
resulting rise in evaporator pressure 


will again start the compressor. 


Trap Makes Bulb Accurate 


An important part of good thermal 
valve operation is proper bulb ap- 
plication. Fig. 4 shows both preferred 
and acceptable locations for various 
coil and suction line arrangements. 
In the preferred location the bulb is 
strapped to a short horizontal section 
of suction line which is followed by 
a shallow trap and then by the verti- 
cal riser. The trap allows oil and 
liquid to drain away from the bulb 
location so the bulb can sense the true 
temperature of the suction vapor. 
Where a trap cannot be installed, the 
bulb is located on the vertical section 
of the suction line as indicated by the 
sketches marked “acceptable”. 

Fig. 5 illustrates a few rules to be 
followed with respect to the position- 
ing of the bulb on the line. The capil- 
lary connection should always be at 





What Is 
‘Air Conditioning’? 


True air conditioning pro- 
vides comfort in all sea- 
sons of the year, accord- 
ing to the American Soci- 
ety of Heating and Air - 
Conditioning Engineers. 
The ASHAE defines air 
conditioning as follows: 

“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the con- 
ditioned space."’ 
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the top when the bulb is installed on 
a vertical line to prevent liquid from 
draining out. For the same reason. 
the capillary tubing should always 
rise from the bulb when it is mounted 
on a horizontal line. 

Another rule, developed from ex- 
perience, is that the bulb should be 
located on the top of horizontal suc- 
tion lines for sizes through 7% in. For 
larger sizes the bulb should be posi- 
tioned 45 deg off the bottom. In all 
applications the longitudinal center 
lines of the bulb and pipe should be 
parallel. 

The design of the suction line is 
one of the most important phases of 
laying out a refrigeration system. This 
line must carry both oil and refriger- 
ant back to the compressor without 
causing damage due to oil or liquid 
slugging or loss of compressor capa: 


itv due to excessive pressure drop. 


Keep Oil Moving 


In any refrigeration system some 
oil from the compressor crankcase is 
unavoidably carried to the condense 
and evaporator with the refrigerant. 
If the design of any part of the sys- 
tem allows oil to accumulate, the com- 
pressor may be damaged due to lack 
of proper lubrication. Furthermore, 
excessive oil accumulation in either 
heat exchanger can seriously reduce 
the transfer of heat. For both reasons, 
therefore, the oil must be kept mov- 
ing through the system and eventually 
returned to the compressor. 

The objective in suction line de- 
sign is to have sufficient velocity so 
oil is carried with the vapor. Liquid 
traps (liquid will not accumulate in 
the shallow traps previously dis- 
cussed) must be avoided so oil is 
not brought back to the compressor 
in large slugs. Whenever possible, 
horizontal suction lines from the evap- 
orator should pitch in the direction 
of the compressor so oil may return 
by gravity. At air conditioning tem- 
peratures refrigerant 12 vapor must 
flow at the rate of 1000 fpm to carry 
entrained oil up a vertical riser. Riser 
sections may therefore be smaller than 
horizontal sections where oil can flow 
by gravity. Total line pressure drop 
will, of course, be a factor here. 
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PREFERRED ACCEPTABLE 
METHOD METHOD 


4 PROPER BULB APPLICATION is necessary for good thermal valve 
operation. Preferred location is on short horizontal section of suction line 
ahead of shallow trap and vertical riser, regardless of flow direction 


Sy 


Vertical 
gna Bulb always installed with capillary end high 
— so ligvia will drain out. 








Locate bulb underneath lines 
over $ in. 0.0 at 45° angle with 
Locate bulb on top vertical centerline. 
of lines # in. OD. 
and simailer. 


5 POSITION OF BULB on suction line is governed by direction and 
size of the line. Capillary connection or tubing should be high to keep 
liquid from draining out 





Sheet Metal Shop Grows Big 


1 AT POWER SHEAR, operator prepares sheet accord- 


ing to office instructions clamped above blade. After 
sheet has been sheared to dimensions . . . 


2 PIECE IS CORNER PUNCHED at right hand side, 
flipped over and corner punched again, then moved to 
next step, where .. . 


DUCT ASSEMBLY area is geared for smooth flow of work through processing stages. Num- 
bers key stations shown in step-by-step series of illustrations on these pages 


There was never any doubt of the outcome when this contractor decided 
to expand to include the facilities necessary to minimize waste motion. 


The original investment paid off handsomely in the ability to handle any 


type of sheet metal work economically 
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3 LEFT END OF DUCT is corner punched, again 
flipped for the opposite corner punch, then moved along 
to the third punch press for 


To BE COMPETITIVE on any jobs that call for duct work, 
the modern sheet metal contractor must hold fabricating 
and erection time to a minimum. Many time saving tech- 
niques employed in manufacturing plants can be adapted 
profitably to shop procedures. This conversion usually 
requires the purchase of new tools and modification of 
existing shop equipment, and sometimes the building’s 
structural features or even moving to a new location 
where production line techniques can be applied. Stream- 
lining the fabrication process will pay off in the ability to 
compete for profitable jobs. 

One sheet metal contractor who has eliminated lost mo- 
tion in his duct fabricating assembly and erection pro- 
cedures by such a move is John Creegan, Creegan Sheet 
Metal Co., Hawthorne, N. J. The production process starts 
in the engineering department, where the architect's 
drawings are studied to determine duct layouts, sizing. 
etc. An entire new drawing is made and broken down into 
shop drawings, a list of duct sections needed and an erec- 
tion procedure. Duplicate copies of these instructions are 
prepared by the office staff for bookkeeping purposes. 


Ducts, Fittings Are Coded 


Duct sections are fabricated according to a list pre- 
pared by the engineering office. Each section or fitting is 
assigned a code number which is painted inside the com- 
pleted piece to serve as a guide in erection. 

Duct section fabrication is streamlined by duplication 
of power tools at various positions along a continuous 
metal-covered bench and by portable material benches 
on which partially completed sections are moved to other 
equipment locations for successive operation. 

This assembly line technique permits one or a few men 


to perform a number of various operations or a large 
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4 PRECISE CENTER NOTCHING regulated by ad- 
justable wheel beneath operator's hand. Sheet is flipped 
for center notching on opposite side and . . . 


5 PART GOES TO LOCK FORMING MACHINE at 


end of bench, then 


to four-wheel table which is same 


height as work bench, and rolled to . 


6 POWER PRESS 
lock forming bench, 


braked and braked a 


BRAKE near end of notching and 
where each section of duct is cross 
t center notched points 





" 


FROM THE OFFICE... 


1 TAKEOFF OF BUILDING DIMENSIONS from 2 BREAKDOWN OF THE KEY DRAWING into 
architectural drawings usually calls for a conference be- detailed shop and erection drawings is performed by 
tween the company engineer and John Creegan (right) these two engineers who provide identification of each 
to select duct run, takeoffs and location of equipment section and fitting for fabrication and erection 





, 4 ay 
3 ENGINEER’S INSTRUCTIONS are routed to office 4 WORK PROGRESS is recorded on job cost ledger 
where duplicates are prepared for shop and job instruc- 
tions. Duplicate copies of these instructions are retained 
in the office for bookkeeping purposes 


..: te eee. SHOP 


which shows each cost, dates of shipment and erection 
and time required for each operation. System facilitates 
comparison of estimates with actual costs for future use 





1 PRE-CUT LENGTHS of gal- 2 NOTCHED STRIPS are next 3 LIGHTWEIGHT JIG holds 
vanized steel are notched at each handled in a power press where in 
end as the first step in the forma- two operations with a single die 
tion of the government lock strip the government lock strip is formed 


individual sections of the govern- 
ment lock strip in position while 
corners are welded at right angle 
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number of men to perform separate operations. The illus- 
trations in this article describe the operation at each of 
these positions. 
The present building housing the sheet metal shop is 
171 ft long, 55 ft wide. In this space a 55 ft X 30 ft 
section is used for office and washrooms, storage facilities, 
etc. The remainder of the building, 141 X 55 ft, com- 
prises the fabricating section of the shop. 
The 30 ft deep section across the front of the building 
contains a 2] X 18 ft engineering room, an 18 X 15 ft 
general office and vestibule, and a 15 X 13 ft office. 
The 55 X 141 ft shop has an 11 ft ceiling. This shop is 
equipped with the following tools: tia 


DUCT SECTIONS readied for shipment are stored out- 
side the shop near a door located at the opposite end of 
the building from where sheet stock is unloaded near 
the power shear 


Shop Is Fully Equipped 


One 3/16 in., 10 ft power shear, one 3 ft power shear, 
one 8 ft and one 10 ft power brake, one 6 ft power brake, 
one 6 ft power roller, one heavy duty nibbler, one angle 
iron roller, one combination iron worker, one 114 in. lock 
press, one 1 in. lock press, one heavy duty power punch 
press, three medium capacity power punch presses, one 
automatic hack saw, one heavy duty spot welder, three arc 
welders, three medium duty spot welders, one 16 ga Pitts- 
burgh lock machine. one 20 ga Pittsburgh lock machine, 
one lock forming edger, one 10 ft hand brake, one 8 ft 
hand brake, two 4 ft hand brakes. one 3 ft hand brake, 
two floor grinders, one automatic beading machine, and 
a 11% ton capacity scale. 


The government lock has been found to be the most 
effective method of joining duct sections. When sections 
are 30 in. or less in width, angle iron braces are used 
every 4 ft to support the duct. When sections are over 


30 in., angle iron supports are installed every 2 ft. 


net ot meth ae 
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nail 
Pty eee ad 
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. 
* 

* 


™,. : HF : cats red to the job and as- 
The illustrations on these pages show how streamlining cer eee ; 

lim; ; at ag Metal C sembled according to the identifying numbers | painted 

. ate aste » Creegan Shee ats ayes ; 4 

eliminated waste motion in the UCreegan Sheet Metal Co. inside each section which correspond to numbers on the 


shop. drawings prepared by engineers 





6 COMPLETION OF THE 
in position, hand punch is used to DUCT SECTION is accomplished 
secure the lock strip to the duct when it is weighed and recorded 
section on the shop list as completed 


4 COMPLETE GOVERNMENT 5 WITH GOVERNMENT LOCK 
LOCK STRIP is set over end of 


duct section and tapped _ into 
proper position 
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HUGH REID'S SHEET METAL PATTERN 


Square Duct Has 
Round, Rectangular 
Wye Branches 


Here’s the pattern for a 
valuable fitting which can 
be used to bypass obstruc- 
tions to the normal direc- 
tion of a proposed duct 


run 


To SAVE MONEY ON A ventilation system for temporary 
offices, a contractor planned to use, wherever possible, 
existing duct work, diffusers, grilles and fan. 

The job was further complicated by the discovery that 
steam and water lines interfered with duct locations. 

The new system was expertly designed and sufficient 
duct work was available to remodel the entire system, 
with the exception of the fan connection fitting. A square 
to one round leg and one rectangular leg wye branch was 
designed to align the duct with the fan opening and a 
canvas connection was inserted between fitting and fan. 

The following is a step-by-step analysis of the pattern 
problem solution: 


Simplified Method Drawing, Fig. 3— 


a) Draw a 2 in. horizontal line. Mark the terminal 
points 8 and 9. Extend the 2 in. line to the right of point 
9 and left of point 8. From point 9, measure 1 in. to the 
right and mark the point X. From point 8, measure 13/16 
in. to the left and mark the point W. 

b) From point W, draw a line perpendicular to line 8- 
9. Measure up 1% in. and mark the point 10. From point 
10, measure up 11% in. and mark the point 11. Bisect the 
line 8-9 and draw the center line perpendicular to line 8- 
9. Measure 1 5/16 in. and mark the point 12. Draw the 
lines 8-12 and 9-12. Draw lines 11-12 (distance U), 10-8, 
12-10 and 8-11. Mark line 8-11 as distance B. Measure 
14 in. to the left of points 10 and 11 and locate points 
10 and 11’. Draw the rectangle 10-11-11’-10’-10. 

c) From point X draw a line perpendicular to line 8- 
9. Measure up 11/16 in. and mark the point 7’. From 
point 7’ measure up the given 114, in. diameter and mark 
the point 1’. 

d) From line 1’-7’, measure to the right 14 in. and 



























































1 APPLICATION OF PATTERN PROBLEM in 
industrial ventilation system avoids structural com- 
plications 

draw the vertical line 1-7. From point 7, measure up 5g 
in. and mark the point O. With point O as center and 
radius % in., draw a half circle. Measure 1 in. to the 
right of point X and locate point Y. From point Y, meas- 
ure to the right 1 in. and mark the point Z. From Z, draw 
a line tangent to the 5g in. radius half circle. From point 
O, draw a line perpendicular to the tangent line and 
mark the tangent point 4. 

e) From point Z, draw a line perpendicular to line YZ. 
Mark the top point Z’. Divide the are 1-4 into three equal 
spaces and mark the points 2 and 3. Divide the are 4-7 
into three equal spaces and mark the points 5 and 6. 
Through points 1 through 7, draw lines perpendicular to 
line Z-Z’ to intersect lines 1’-7’ and line Z-Z’. Mark the 
intersection points on the line 1’-7’ as points 1’, 2’, 3’, 4, 
5’, 6’, 7’. From point 12, draw the work lines K, L, M 
and N. From point 9, draw the work lines P, R, S and T. 

fp Mark the distances from line Z-Z’ to points ie eM 
1, 5, 6 and 7 on the half circle with the letters C, D, FE, F, 
G, H and C, respectively. 

g) Measure 3 in. down from point 8 and locate point 
8’. Measure 3 in. down from point 9 and locate point 9%. 
Draw the rectangle 8-8’-9’-9-8. 


The Throat Pattern, Fig. 4— 


a) Draw the horizontal center line CL and establish 
the point 8’ at the left end. From Fig. 3, transfer the line 
lengths 8’-8, 8-10, and 10-10’ to the horizontal center line 
and mark the points 8’, 8, 10 and 10’. Through the points 
draw lines perpendicular to and extending on both sides 
of the center line. 

b) From points 8’ and 8 on line CL, measure the given 
1 in. dimension as shown on Fig. 2 above and below on the 
vertical line, and mark the points 8’ and 8. From points 
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NOTE: ALL DRAWINGS have been reduced 15 percent in size for reproduction on this page 
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10 and 10’ on line CL, measure 3¢ in. above and below 
the center line and mark the points 10 and 10’. Through 
the developed points, draw the lines 8’-8, 8-10 and 10-10’. 


The Crotch Pattern, Fig. 5— 


a) Draw the horizontal center line CL. On this line 
establish the point 12. From Fig. 3, set a compass at line 
length 12-11 (distance U), and working to the left from 
point 12 (Fig. 5) transfer this length to the center line 
and mark the point 11. Measure line 11-11’ (Fig. 3) and 
add this length to the center line (Fig. 5). Mark point 11’. 

b) Through points 12, 11 and 11’ on the center line 
(Fig. 5) draw lines perpendicular to and extending on 
both sides of the center line. From point 12, measure 1 
in. above and below the center line and mark both points 
12’. From points 11 and 11’, measure 3¢ in. above and 
below the center line and mark the points 11 and 11’. 
Draw the lines 12’-11 and 11-11’. 

c) Draw a right angle. From Fig. 3 transfer line K 
to the vertical leg and fall distance C to the horizontal 
leg. The hypotenuse line KC is the developed line. With 
points 12’ (Fig. 5) as centers and radius KC, draw in- 
tersecting arcs to the right of line 12’-12’ and mark the 
intersection point 1’. 

d) From Fig. 3 transfer line L to the vertical leg of a 
right angle and fall distance D to the horizontal leg. The 
hypotenuse line LD is the developed line. With points 12’ 
(Fig. 5) as centers and radius LD, draw arcs above and 
below point 1’. With are length 1-2 on the half circle 
(Fig. 3) as radius and point 1’ (Fig. 5) as center, cut 
arcs LD and mark the points 2’. Through the developed 
lines draw the pattern outline. 


Front and Back Pattern, Fig. 6— 


a) Draw the 2 in. horizontal line 8-9. Measure down 
the given 3¢ in. length and draw the line 8-9’. Draw 
lines connecting the points 8-8’ and 9-9’. Set a compass 
at line length 8-12 (Fig. 3) and with points 8 and 9 (Fig. 
6) as centers, draw intersecting arcs and mark the in- 
tersection point 12. Draw the lines 8-12 and 9-12. 

b) Draw a right angle. From Fig. 3, transfer line B 
to the vertical leg. Fig. 2 shows the rectangle leg is 34 in. 
and the square leg is 2 in. Subtract the half width of the 
rectangle leg (3g in.) from the half width of the square 
leg (1 in.) to obtain the difference in offset. Transfer this 
52 in. difference to the horizontal leg of the right angle. 
The hypotenuse line 5<-B is the developed line. With 
point 8 (Fig. 6) as center and radius 5¢-B, draw an are 
above and to the left of point 12. 

c) Transfer line U from Fig. 3 to the vertical leg of a 
right angle and fall length 5 in. to the horizontal leg. 
The hypotenuse line 5@-U is the developed line. With 
point 12 (Fig. 6) as center and radius 5¢-U, cut arc 54-B 
and mark the point 11. 

d) Transfer line V (8-10, Fig. 3) to the vertical leg of 
a right angle, and fall distance 5 in. to the horizontal 
leg. Hypotenuse line 5¢-V is the developed line. With 
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point 8 (Fig. 6) as center and radius 54-V, draw an are 
above and to the left of point 8. With line 11-10 (Fig. 3) 
as radius and point 11 (Fig. 6) as center, cut are 5¢-V 
and mark the point 10. From line 10-11, measure to the 
left the given 14 in. dimension and draw the vertical line 
10’-11’ and horizontal lines 11-11’ and 10-10’. 

e) Draw a right angle. Transfer line P from Fig. 3 to 
the vertical leg and fall distance F from Fig. 3 to the 
horizontal leg. The hypotenuse line PF is the developed 
line. With point 9 (Fig. 6) as center and radius PF draw 
an arc above and to the right of point 9. Transfer line N 
and fall distance F from Fig. 3 to the vertical and hori- 
zontal legs of a right angle. The hypotenuse line NF is 
the developed line. With point 12 (Fig. 6) as center and 
radius NF, cut arc PF and mark the point 4’. 

f) Line M and fall distance E are transferred from Fig. 
3 to the vertical and horizontal legs of a right angle. The 
hypotenuse line ME is the developed line. With point 12 
(Fig. 6) as center and radius ME, draw an are above 
point 4’. With arc length 4-3 (Fig. 3) as radius and 
point 4 (Fig. 6) as center, cut are ME and mark the 
point 3’. 

g) Transfer line L and fall distance D to the vertical 
and horizontal legs of a right angle. The hypotenuse line 
LD is the developed line. With point 12 (Fig. 6) as center 
and radius LD, draw an are above point 3’. With arc 
length 3-2 (Fig. 3) as radius and point 3’ (Fig. 6) as 
center, cut arc LD, and mark the point 2’. 

h) From Fig. 3, transfer line R and fall distance G to 
the vertical and horizontal legs of a right angle. The hy- 
potenuse line RG is the developed line. With point 9 (Fig. 
6) as center and radius RG, draw an arc below point 4’. 
With arc length 4-5 (Fig. 3) as radius and point 4’ (Fig. 
6) as center, cut arc RG and mark the point 5’. 

i) The line S and the fall distance H are transferred 
from Fig. 6 to the vertical and horizontal legs of a right 
angle. The hypotenuse line HS is the developed line. With 
point 9 (Fig. 6) as center and radius HS, draw an arc 
below point 5’. With arc length 5-6 (Fig. 3) as radius 
and point 5’ (Fig. 6) as center, cut arc HS and mark the 
point 6’. 

j) From Fig. 3, transfer line T and fall distance C to 
the vertical and horizontal legs of a right angle. The hy- 
potenuse line TC is the developed line. With point 9 (Fig. 
6) as center and radius TC, draw an arc below point 6’. 
With are length 6-7 (Fig. 3) as radius and point 6’ (Fig. 
6) as center, cut are TC and mark the point 7’. 

k) Set a compass at line length T (Fig. 3) and with 
point 7’ (Fig. 6) as center, draw an arc to the right and 
below point 9. With the half width distance (1 in.) of 
the square leg (Fig. 2) as radius and point 9 (Fig. 6) as 
center, cut are T and mark the point Q. Through the de- 
veloped points draw the pattern outline. 


The Flange Pattern, Fig. 7— 


Draw a rectangle equal to the 2 in. flange length by 
the 3@ in. flange width (Fig. 2). Add allowances for 
seams and joints and mark the rivet holes. 
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Kalamazoo Kicks Off Silver Shield Program 


Powerful new local-level 
promotion campaign, de- 
veloped by NWAHACA to 
stimulate public demand 
for quality heating and air 
conditioning, got off to a 
good start at a launching 
ceremony attended by 
citizens 


prominent local 


SYMBOL OF GUARANTEED QUALITY is unveiled by officers of the lo- 
cal association and NWAHACA. (L to r) Harold H. Guernsey, Homer 
Brundage, Lewis Andrus and George Boeddener 


THE KaALamMazoo InpooR Comfort Bureau launched its 
Silver Shield Program July 25. 

Formal announcement of this program, the first of its 
kind, was made to local dignitaries, officers and members 
of the Board of Trustees of the National Warm Air Heat- 
ing and Air Conditioning Association, representatives of 
the trade press, local newspapers and the state association. 

The Silver Shield Program was developed by the Na- 
tional Warm Air Heating and Air Conditioning Associa- 
tion as a service to the public and the industry. 

It is a promotion program, designed to stimulate public 
interest, approval and demand for warm air heating and 
summer air conditioning systems which are installed in 
compliance with the standards of design and installation 
as published in the manuals of the National Warm Air 
Heating and Air Conditioning Association. 


Program Designed for Local Promotion 


Principal feature of the Silver Shield Program is that it 
is a local promotion effort, designed for use by industry 
members in each local market working together to pro- 
mote better quality warm air heating and summer air 
conditioning installations in their trading area. 

To accomplish the promotional objective of this pro- 
gram, a strong local organization is needed. The Kalama- 
zoo group uses the title “Indoor Comfort Bureau” to 
identify the Silver Shield Program sponsoring organiza- 
tion. (Other names can be selected by local groups if 
desired.) 

Inasmuch as the Silver Shield Program is designed to 


encourage dealer-contractors to promote, sell and install 
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warm air heating and air conditioning installations of 
Silver Shield System quality for the resultant benefit of 
the consuming public, local dealer-contractors form the 
nucleus of the membership in the Kalamazoo Indoor Com- 
fort Bureau. However, other local industry representatives 

-wholesalers, manufacturers’ representatives, utilities, 
etc.—are also members of the bureau. 


Membership Open to All Dealer-Contractors 


Membership in the Kalamazoo Indoor Comfort Bureau 
is open to all dealer-contractors in the area of the local 
Silver Shield Program operation who are willing to install 
systems in accordance with the Silver Shield standards 
and support the promotional activities of the Kalamazoo 
Indoor Comfort Bureau. They need not be members of 
any association other than the Indoor Comfort Bureau. 

The Kalamazoo Indoor Comfort Bureau has been issued 
a license to conduct and operate the local Silver Shield 
Program by the Cleveland office of the National Warm 
Air Heating and Air Conditioning Association. 


Bureau Pays Costs 


The Kalamazoo Indoor Comfort Bureau sponsors local 
consumer education, sales promotion, advertising and 
publicity efforts which are conducted in conjunction with 
the Silver Shield Program. The Kalamazoo Indoor Com- 
fort Bureau pays the costs of these efforts out of its in- 
come from membership dues, a promotion fund under- 


written by its members and a fee charged for each Silver 
Shield label issued. 











Silver Shield Program Consists 
of Five Principal Phases: 

1) Silver Shield System promotion 

2) er Shield System sales 

3) ver Shield System installation 

1) er Shield System registration 


>) 








By uniting Silver Shield System promotion efforts in 
the Kalamazoo Indoor Comfort Bureau and by pooling 
their funds to finance the Silver Shield System promotion 
campaign, dealer-contractor bureau members can produce 
bigger impact on their local market at a far more reason- 
able per capita cost than could be achieved by any single 
member. 

All prevalent methods of mass consumer education are 
suitable for local Silver Shield System promotion—news- 
papers, radio and/or TV. direct mail coverage, and pub- 
licity through consumer contacts. home show displays. 
county fair exhibits, speakers’ bureaus, etc. All these 
vehicles will be used by the Kalamazoo group. 


Bureau Distributes Promotion 


Silver Shield System sales promotional and advertising 
materials, produced by the National Warm Air Heating 
and Air Conditioning Association, will be available to the 
Kalamazoo Indoor Comfort Bureau for distribution to 
dealer-contractors. 

As an aid to its members and any others who desire to 
install Silver Shield Systems, the bureau will conduct 
sales training classes, teaching proper techniques for suc- 
cessfully selling Silver Shield Systems. 

A Silver Shield System sales agreement—published by 
NWAHACA as part of the association’s sales package 

will be of help in selling Silver Shield Systems and the 
Kalamazoo Indoor Comfort Bureau plans to make them 
available to its members. 


Sales Agreements Available 


A Silver Shield sales agreement is a contracted docu- 
ment which, when signed by both parties, constitutes 
agreement by the customer to purchase and by the seller 
to guarantee a Silver Shield System. 

Three Silver Shield sales agreements are available: 

Form 75, for Silver Shield winter air conditioning sys- 
tems 

Form 76, for Silver Shield summer air conditioning 
systems 

Form 77, for Silver Shield year ’round air condition- 
ing systems 

Each sales agreement contains the specifications for the 
design, installation, adjustment and balancing of the Silver 
Shield system. The seller in signing this sales agreement 
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guarantees to follow these specifications in the perform- 
ance of his installation duties. 

Silver Shield System sales agreements will be available 
from the secretary of the Kalamazoo Indoor Comfort Bu- 
reau. No installer of a Silver Shield System is required. 
however, to use these sales agreements. 

Each Silver Shield System installed is to be registered 
and recorded at the Kalamazoo Indoor Comfort Bureau 
office. 

Registration of Silver Shield Systems is for the protec- 
tion of all parties involved—the buyer, the seller and the 
Kalamazoo Indoor Comfort Bureau. It also provides a 
complete record of every Silver Shield System installed. 


Label Is Issued 


Upon registration of a Silver Shield installation, the 
Kalamazoo Indoor Comfort Bureau examines the blue- 
prints to insure that the installation complies with the pre- 
scribed standards of Silver Shield System installation pro- 
cedures. When satisfied that the subject installation so 
complies, and upon payment of the fee, the bureau will 
issue a Silver Shield label. 

To insure that systems are installed in compliance with 
the standards of Silver Shield System installation, the in- 
staller agrees that the system shall be free of defective 
workmanship and materials, and that if it should develop 
that the system does not comply with Silver Shield stand- 


ards, the installer further agrees to make any repairs. 


alterations or replacements necessary to bring the system 


into comformance with these standards. 


Bureau Investigates Complaints 


Should a complaint from a purchaser of a Silver Shield 
System be received at the Kalamazoo Indoor Comfort Bu- 
reau's office that an installer has failed to meet the Silver 
Shield standards (the complaint must be written), the sec- 
retary of the Kalamazoo Indoor Comfort Bureau contacts 
the installer against whom the complaint was lodged, to 
attempt to settle the complaint. If this effort fails to pro- 
duce customer satisfaction, the secretary then advises the 
president of the Kalamazoo Indoor Comfort Bureau of 
the complaint. The president must appoint an investiga- 
tion committee of three members who, in company with 
the secretary, inspect the system in question. They report 
their findings and their evaluation of the complaint in a 
written report to the president, a copy of which is sent to 
the installer of the system. And if the dealer-contractor 
fails to correct any conditions responsible for the com- 
plaint, the Kalamazoo Indoor Comfort Bureau arranges 
to have the necessary corrections made at its expense. 

A code of minimum requirements for heating systems 
has been developed by members of the Kalamazoo Sheet 
Metal, Roofing, Heating & Air Conditioning Contractors’ 
Association. All installations made under the Silver Shield 
Program will meet the legal requirements spelled out in 
the municipal code. Excerpts of this code will be pub- 
lished in September American Artisan. 
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Schoolroom Heating Packages 


Seore Sales Points for Warm Air 


ONE WING OF SEVENTH DAY ADVENTIST elementary school has two classrooms and entrance hall. 
HEATING SYSTEM for each classroom (top right) is contained behind cabinet at right; air distribution sys- 
tem is behind bookshelves. ENTRANCE TO CORRIDOR (top left) is heated by overhead direct fired unit heater 
which is vented through the roof. Air for this heater is discharged through grillework near ceiling and is dis- 
tributed in 360 deg pattern. COMBUSTION AIR INTAKE (below) for furnace (grille at left in illustration) 


is obtained by cutting opening in building wall at left. Larger grille at right is outdoor air intake 


to meet ven- 
tilation requirements of classroom 


By Henry R. Pataky 


Director of Sales 
Norman Products Co. 





THE NEED FOR MORE elementary and high schools seems 
to go on unabated in spite of the many new schools 
erected in recent years. One of the prime prerequisites 


to be considered by every school board is the total cost 





of the building and its facilities. Ways to reduce initial 
cost as well as operating and maintenance costs are care- 


fully weighed before signing the contract. 


Economies Are Substantial 


Many school boards have found that initial, operating 
and annual maintenance costs can be reduced by specify- 
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EXPANDABLE NEW SACRED HEART SCHOOL, Morrilton, Ark., with 
large glass exposure areas in each classroom, utilizes same type of individual 
heating system and concealed air distribution arrangement in front of glass 


areas 


Obvious economies in installa- 
tion, operating and maintenance 


costs of individual forced warm 


air heating systems over any 


other 


type of system leaves 


school boards with only one 


logical choice 


ing individual packaged forced warm air heating and 
ventilating systems in each room. This was the case in 
the recently-completed Seventh Day Adventist elementary 
school in Lincoln, Nebr. The original plans called for a 
wet heat system that would have more than doubled the 
cost of heating the building and would also have required 
the daily attendanace of a full time operating engineer. 
By using individual packaged forced warm air ventilat- 
ing units, considerable savings were possible through 
lower initial equipment costs, operating economies and 
fewer salaries to pay. 


Job Reports Set Pattern 


Roy C. Beaman, Beaman’s Heating Equipment Co., 
Lincoln, was the installing contractor. This on-the-job 
report describes Mr. Beaman’s techniques for laying out 
and installing the heating systems for classrooms, wash- 
rooms and corridors. 
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One of the advantages of individual classroom control 
is that it permits the instructor to adjust the heat input 
and ventilation to the room to match the current require- 
ments of the space. If the room is filled to capacity and 
the occupancy heat load is high, the thermostat will com- 
pensate for this added heat by reducing the burner opera- 
tion and actuating the modulating ventilation control 
dampers. 

One of the primary requirements for all classrooms is 
an adequate supply of outside air. The equipment selected 
to heat each room at the Seventh Day Adventist school 
contains built-in compensating controls which provide a 
continuous supply of tempered outside air during the 
occupied period. 


No Trouble with Varying Loads 


Another advantage of separate heating systems for 
each room is that the equipment can be adapted to the 
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MODERN NEW ADDITION to Mingo school, 
Tulsa, Okla., typifies versatility of individual warm 
air systems for school heating. Bookcase air dis- 
tribution system again is supplied by concealed 
gas-fired furnace at right, which is vented through 
approved vent in the partition wall between class- 
rooms 


needs of the room it serves. For example, if the room is 
used every day as well as several nights a week, the 
equipment, with its manually operated “day and night” 
thermostat, can provide the temperatures required for 
comfort during the varying hours of occupancy. When 
the room is not being used, ventilating air is cut off and 
room temperature reduced to save fuel. This type of 
individual control system also saves fuel over weekends 
and holidays. 

Perimeter air distribution is used with each of the 
warm air systems, blanketing the exposed wall and elimi- 
nating cold drafts and cold floors. Introduction of heated 
outside air creates a positive pressure in the classroom, 
reducing infiltration. The excess air is expelled through 
door grilles into the corridors. 


Tempered Air In Constant Supply 


Air discharged into corridors from classrooms is ex- 
hausted through roof ventilators installed at strategic 
points in the roof above the corridor. Air pressure in the 
corridor remains the same as that outside the building 
and permits continuous air flow from each classroom, 
insuring that a constant supply of tempered outside air 
is admitted to the classroom. 

The type of equipment selected for these classrooms 
includes a horizontal furnace with return air and outside 
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air dampers which proportion the outside air to match 
the room requirement as determined by the combination 
heating and ventilating thermostat. 


Supply Duct in Bookshelf 


A typical installation follows this pattern: The heating 
and ventilating unit is located in a corner of the room. 
The horizontal furnace is housed in an ornamental in- 
sulated steel cabinet containing the automatic ventilating 
dampers and grilles for both recirculated room air and 
outside air. It also contains an outside weatherproof 
grille which supplies 100 percent outside air for com- 
bustion, and a room access panel for service to the auto- 
matic controls. At the discharge end of the furnace and 
cabinet is a plenum opening into the supply duct. The 
supply duct is part of a combination duct, diffuser and 
bookshelf. The ductwork is hidden behind the bookshelf 
and the diffuser is located in the top of the section, 
usually under a row of windows. 


Diffusers Located Where Heat Loss Is High 


Sections of varying lengths permit locating the dif- 
fusers at the points of greatest heat loss. The combination 
duct-bookshelf can be terminated any place along the 
outside wall by using an end cap or extended to the wall 
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Eight Sales Points in Favor of 
Individual Warm Air Systems 


1) Rapid heating is accomplished because 
no system warmup is required 

2) Operation of the equipment can be ad- 
justed to occupancy of the rooms 

3) Overheating is avoided by contro! sys- 
tems which permit adjustment to match 
room requirements 

4) Greater economies in the original instal- 
lation are possible and future expansion 
of the school is practical 

5) Individual furnaces permit flexibilities in 
layout of classrooms 

6) No central furnace room is required, in- 
creasing the usable floor area of the 
building 

7) Annual costs are lower because a full 
time operating engineer is not required 

8) In the event of failure of one individual 
unit the entire school is not affected as 
it would be with other types of central 
systems 


for a flush installation by using a filler section which can 


be trimmed with a mechanic’s hand snips. 


Individual Flues Installed in Walls 


The Seventh Day Adventist elementary school has gas- 
fired furnaces. Individual flues for venting flue gases 
were installed in partition walls between classrooms. This 
type of “B” vent has been approved by the fire under- 
writers and is acceptable in most localities. 

Ventilation air is supplied through openings in the 
outside wall. Each outside air intake contains a filter 
which is accessible from outside the building. When 
hinged louvers are lowered, the filters are exposed for 
replacement or cleaning. The louvers have bird screens. 
Also in the outside wall is another opening to provide 
100 percent outside air to meet combustion requirements 
of the furnace. This air is introduced into the compart- 
ment containing the fuel burner and is entirely separate 
from the outside air intake for ventilation. Each intake 
has its own airtight duct. 


Unit Heaters Serve Corridors 


Additional heat for corridors is provided by sealed 
combustion gas-fired overhead unit heaters located at 
each entranceway. These ceiling-mounted units are cir- 
cular in design, distributing the air at a 360 deg radius. 
One of these heaters is shown on page 65. The return air 
is drawn up through the center of the aluminum housing 
by a fan which forces the air over the heat exchanger 
and out through the space at the top of the housing. 
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Flue gases from the ceiling units are forced out through 
a 4 in. tube by a centrifugal blower which also brings in 
outside air for combustion through a second 4 in. tube. 
Piping for the gas supply to the unit heater is located in 
the attic above the corridor ceiling. Each unit heater has 
been adjusted to handle the maximum heat loss of the 
area it serves. This heat loss varies from 36,750 Btuh to 
44,000 Btuh in different areas. 


Average Heat Loss Is 53,000 Btuh 


Average heat loss of the classrooms is approximately 
53,000 Btuh. Those with two-side exposure have a slight- 
ly higher heat loss, around 57,000 Btuh. 

Washrooms are heated by an upright furnace of 
standard design in a separate furnace room. Combustion 
air is taken through a grille in an outside door. Each 
washroom is heated through a standard supply duct sys- 
tem. All air discharged into washrooms is vented to the 
outside. Outside makeup air is taken from a duct con- 
nected to an intake as far as possible from any exhaust 
point. 

Cost to the dealer-contractor of an installation for an 
average size classroom with a 30 ft exterior wall is ap- 
proximately $850. Eight to 12 man-hours are required 
to complete an installation. The cost for other types of 
heating systems is approximately $1500 per room, which 
does not include the cost of ventilation. 


School Expansion Is No Problem 


This type of heating system for a school makes it 
practical to add additional classrooms as the need for 
the school facilities increases. Sealed combustion overhead 
heaters save space in gymnasiums, auditoriums and simi- 
lar rooms which would otherwise be served by equipment 
located in central boiler rooms. Individual furnaces are 
more compact and easier to service than large wet heat 
systems with their multiple control systems and other 
devices required to circulate their heating medium. 

Other savings are realized in elimination of large, 
unsightly chimneys. 

The Seventh Day Adventist Elementary School was 
designed by architect A. C. Potter, Lincoln. 


Watch for the special report 


. . on the Standards for Rating Heating Systems in 
next month's American Artisan. You'll find improve- 
ments in this popular sales tool—principally in the 
“sell” copy directed to your heating prospects—and 
you'll pick up some new and profitable ideas for appli- 
cations of the card in this progress report based on en- 
thusiastic comments from dealer-contractors and other 
industry members who have been using the standards 
for the past 14 months to increase their sales volumes. 
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NO STRANGER to American Artisan readers 
and the heating-cooling field, Guy Voorhees 
is one of the industry's outstanding authori- 
ties. For many years, he has been associated 
with NWAHACA, assisting in the preparation 
and presentation of educational programs, 
technical manuals and government and in- 
dustry reports. Mr. Voorhees long has been 
in a position to keep abreast of latest devel- 
opments, and his reports in this continuing 
series in American Artisan reflect these up- 
to-the-minute ideas. 


Choose Right Supply System 


For Basement Heating Job 


Here’s a guide for determining the best types, 


locations and sizes of supply ducts and openings, whether the 


system is to heat the basement for occupancy or merely 


to warm the floors of the rooms above 


THE TWO PRINCIPAL reasons for delivering warm air to 
a basement are 1) to heat the entire basement or parts 
of it for occupancy and 2) to insure that the first story 
floors will be comfortably warm. We assume the problem 
house, which we have been considering in the past several 
“classroom” articles, has a basement which is to be fully 
heated for occupancy. We want to know what types, 
locations and sizes of warm air outlets are needed for 
that purpose. But first, let’s think briefly about the other 
purpose of basement warm air outlets — to warm the first 
story floors. 

The importance of warm floors was discussed in the 
January, 1958 American Artisan. Particular attention was 
directed to houses built over crawl spaces instead of base- 
ments. Floors over an unheated basement will, of course, 


not be as cold as those over a ventilated crawl space. 


How Much Basement Heat? 


But experience has shown that even in a house with a 
basement, the rooms above are much more comfortable 
when their floors are kept warm by a layer of air along 
the basement ceiling at a temperature not lower than 70 
F. The question is: How much heat should be supplied 
to a basement to attain this temperature ? 
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There's no generally accepted answer to this question 
but the two methods most commonly used are 1) to base 
the estimate on the total floor area of the first story rooms 
and 2) to deliver a quantity of heat equal to the calcu- 
lated heat loss of that part of the basement which ex- 
tends above grade level. 


Multiplier Often Used 


The first method, based on floor area, assumes that 
the heat quantity in Btuh to be delivered to the basement 
should at least equal the floor area in square feet multi- 
plied by a factor for the design temperature difference in 
the locality where it is applied, as follows: 


Design temperature difference Factor 
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Dealer-contractors who use this method usually agree 
that it applies best to houses which 1) are not more than 
one and one-half times as long as they are wide, 2) do 
not have more than 2 ft of foundation wall above grade 
and 3) dv not have more than one basement window for 
each 15 to 20 running feet of exposed foundation wall. 
With these qualifications, the method can be used for 
many houses in the mass-market type. 


Complete Calculation Is Safer 


The second method, which requires that Btuh delivered 
to the basement equal to calculated heat loss of the above- 
grade portions of the basement, requires more detailed 
figuring. But many careful designers believe it is better 
and safer. Some use the first method for preliminary esti- 
mates but insist on complete calculation of the above- 
grade basement loss for actual sizing of the basement 
outlets. 

When the only purpose of warm air outlets in the 
basement is to deliver heat to the underside of first 
story floors, such outlets are usually placed near the base- 
ment ceiling to discharge air horizontally. At heating 
dealer-contractor classes this observation nearly always 
raises the question of preferred locations and types of 
supply air outlets for both partially and fully heated 


basements. The types of supply outlets most commonly 
selected for the sole purpose of heating the floors of the 
rooms above are shown as A, B, C, and D in Fig. 1. The 
disadvantage of type A, a register or diffuser placed in 


the side of the furnace plenum, is that it concentrates 


the warm air delivery in just one location rather than 
uniformly warming the floors of the rooms above. Several 
small floor diffusers such as type B (Fig. 1) at several 
points along an extended plenum trunk will provide much 
better distribution. NWAHACA Manual 4 does not give 
a rule for sizing such diffusers. An allowance of 5000 


70 


Btuh delivery for each 21, < 10 in. diffuser is quite 


conservative and should be satisfactory. 


Diffuser Frame Causes Turbulence 


One common objection to installing floor diffusers 
in the side of an extended plenum trunk is that the dif- 
fuser frame projects 114 to 2 in. into the trunk duct and 
may create turbulence in the air stream within the 
trunk. Others insist the turbulence is not enough to be 
troublesome and feel this objection is exaggerated, rooted 
in remembrance of the genuine troubles experienced 
some years ago when basement trunks were often made 
deeper than they are today so a wall register could be 
installed with its valve extending some distance into the 
trunk to serve as a scoop. 


Splitter Dampers ‘Not Recommended’ 


Referring to Fig. 2, if such a register had its valve set 
in position AB there would be a zone of turbulence in 
the area ABC where the air would be tumbling and swirl- 
ing instead of following a smooth, streamlined flow pat- 
tern. Since the branch duct is farther downstream than 
the point C which is the assumed limit of turbulent flow, 
air delivery into this branch duct would not be affected. 
But if the user changed the register valve to position AD, 
the zone of turbulence would extend downstream to E. 
The side takeoff to the branch duct would then be in a 
region of unpredictable, swirling air currents which 
might seriously affect the air flow and cause difficulty 
in keeping a system properly balanced. NWAHACA 
Manual 8, which deals with proper installation of both 
winter and year ‘round air conditioning systems, states 
specifically, “Splitter dampers for volume control are 
not recommended.” 


Instead of placing a floor diffuser in the side of the 
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trunk, many installers use a standard side takeoff fitting 
(C in Fig. 1). Others believe a branch duct should be 
attached to this takeoff (D, Fig. 1) to discharge the air 
at some distance away from a centrally located trunk. 
(An angle or elbow may be used to discharge the air 
stream in any direction. ) 

The preceding disc ussion refers to warm air distribu- 
tion near the basement ceiling to warm the floors above. 
The same outlets (4, B, C and D, Fig. 1) are also used 
when the basement itself is to be heated for occupancy. 
A disadvantage of this arrangement is that the heated 
air is distributed horizontally near the basement ceiling 
where the warmest air naturally accumulates anyway. 
This results in a floor-to-ceiling temperature difference 


which is greater than is acceptable to many users. 


Run Branches In Joist Spaces 


If the basement has a finished ceiling. one or more 
branch ducts may be run out of sight between the joists. 
and the warm air discharged through attractive ceiling 
diffusers (F, Fig. 1). Although ceiling diffusers are 
used in many highly satisfactory installations, repeated 
tests reported by National Warm Air Heating and Air 
Conditioning Association show that, like the outlets A 
through D in Fig. 1. they tend to produce too great a 
temperature difference between floor and ceiling. This 
may be espet ially troublesome in a basement with a 
7 ft ceiling. 


Using the floor-to-ceiling room air temperature dif- 


FOUR METHODS of distributing 
warm air at basement floor 
level from downcomer duct 


, if 


~ ~ 
~ 
~ 


ies 
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2 REGISTER VALVE in duct at opening B creates 
turbulence ahead of branch duct, has little effect on air 
delivery into branch. At setting D, turbulence extends 
downstream to E, seriously affecting air flow into branch 
duct 


ference as one accepted measure of winter comfort, the 
tests at the University of Illinois and elsewhere show that 
much better comfort conditions are maintained when 
warm air is discharged at or near the floor. This, of 
course, holds for heating only ceiling diffusers in base- 


ment rooms are excellent for summer air conditioning. 


Downcomer Ends In Supply Opening 


With an increasing number of basements in old houses 
being remodeled for use as living areas, the dealer-con- 
tractor must heat them comfortably. So let’s consider 


practical ways of providing warm air outlets near the 














3 WARM AIR IS DISCHARGED NEAR FLOOR 
through various types of openings in downcomer; A— 
end opening above floor; B—floor register or wall dif- 
fuser on front opening to discharge air horizontally ; C— 
side openings for horizontal discharge parallel with wall; 
D—same arrangement as C with floor diffusers whose 
valves are set to spread air in fan-shaped pattern 





Nn) aw 
Vanes are straightened in 
lower half of diffuser —7 |\ 


4 WHEN DIFFUSER is 
set in side of duct at floor 
line, vanes in lower half are 
straightened and turning 


vanes are installed in duct 











floor. Duct F in Fig. 1 has a top takeoff from the ex- 
tended plenum. The round branch is carried between 
joists to an outside wall where a round-to-rectangular 
transition changes the shape of the duct to a rectangular 
downcomer. Fig 3 shows several methods of discharging 
the warm air near the floor. In type 4 the end of the 
downcomer duct is open, usually about 12 in. above the 
floor. The air is discharged directly downward. spreads 
out in all directions when it strikes the floor and some- 


times brings complaints of uncomfortable air motion. 


Long Throw Creates Drafts 


Type B has a more “finished” appearance but it too 
has disadvantages. Some installers use a floor register 
or register face (or a conventional wall register turned 
upside-down so its valve extending backward into the 
stack will not block the air flow). This discharges the 
entire air volume horizontally out across the floor as far 
as necessary. Too great a throw, however will cause un- 
comfortable air currents around the ankles. A modern 
wall diffuser overcomes this objection by spreading the 
air stream sidewise and upward in a fan-shaped pattern, 
but the volume of air delivered may be somewhat less 
than the manufacturers’ published ratines indicate. This 
reduction in capacity is probably due to the fact that this 
type of diffuser face is designed to handle air which is 
flowing upward rather than downward. The downward 
approach of the supply air could make a significant dif- 
ference in air turbulence in the space immediately behind 
the face. Such increased turbulence would increase the 
resistance to air flow and consequently reduce the cfm 
rate of air delivery. When a wall diffuser is installed 
at the bottom of a downcomer duct it would therefore 
be advisable to ask the diffuser manufacturer just what 
effect this arrangement would have on pressure loss and 
air delivery. 

Outlet type C in Fig. 3 is a downcomer duct extending 
down to floor level with an opening in each side to dis- 
charge air horizontally along the floor and parallel with 


the wall. It is relatively inexpensive. The air stream hugs 


the wall rather closely, minimizing uncomfortable air 
motion along the floor in the occupied areas. Installing 
oor diffusers (D, Fig. 3) in the side outlets provides a 
more finished appearance and spreads the air stream up- 
ward as well as horizontally. Floor diffuser valves are 
usually set to spread the air in a fan-shaped pattern as 
it leaves the diffuser. When the diffuser is set in the 
side of a duct at the floor line. therefore, those vanes 
in the lower half of the diffuser should be straightened 
and turning vanes installed as shown in Fig. 4. 

This discussion, of course, has been concerned solely 
with modernization work. Refinements are possible in 
heating the basements of new houses. Warm air outlets 
C and D in Fig. 3 are suitable and satisfactory in new 
house installations, but we should also consider embed- 
ding the supply ducts in the concrete floor for heating all 
or part of the basement. 


Downcomer Feeds Radial or Loop System 


In Fig. 1, takeoff G supplies a downcomer duct leading 
to one or more supply ducts embedded in the concrete 
when the floor is laid. This under-floor duct work may 
be in the form of a perimeter radial system or a loop 
system such as are installed in houses having slab-on- 
ground floors. This construction is fully described in 
NWAHACA Manual 4. According to Manual 4 and its 
accompanying work sheets, form 41 for loop systems and 
form 46 for radial systems, the floor heat loss is cal- 
culated on the basis of running feet of perimeter. But 
this assumes a slab floor at grade level. For a basement 
floor 4 or 5 ft below grade, the floor loss is usually 
figured on the basis of floor area as we outlined for a 
problem house in the April 1958 American Artisan. For 
either perimeter loop or radial systems, the ducts may 
be sized according to Manual 4. Many dealer-contractors 
prefer to design the in-floor duct system according to 
Manual 9, especially in the long, narrow ranch type house 
which requires a trunk and branch duct system if the 
furnace is located near one end of the basement. 

Whether the installation is made in an existing resi- 
dence or a new home, it goes without saying that ade- 
quate provision must be made for conducting the “used” 
air into the return system. 


Tell Customer His Responsibilities 


With any such installation the customer must be made 
to understand that unless basement walls and floors are 
fully and effectively water-proofed, moisture may find its 
way into ducts embedded in the floor. Also, in cities 
where cellar drains are connected to storm sewers, such 
sewers are sometimes overloaded during heavy rainstorms 
and water may back up into the basements and run off 
the floors through floor diffusers into the air ducts. 

The heating dealer-contractor should insist on a clear 
and definite understanding that he cannot be held re- 
sponsible if water gets into the ducts. This is the re- 


sponsibility of the home owner or builder. 
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INSTALL 


Norman is the simplest burner on the 
market to install. 


Norman has a wide variety of inshot and 
upshot models for all types of residential, 
commercial and industrial applications. 


NORMAN NP-3 
available in models 
plOmelelemre 

BTU 


Vine  Mmaill Gale 


There are some mighty good profits waiting for 
you this year in the conversion burner market—but 
to make sure you make the most money—be sure to LISTED 
promote the famous Norman Conversion Burner. 


Norman is trouble-free . . . performance 
proved in over a quarter of a million homes. 


Compare Norman with any other burner and you 
will see why it is the answer to immediate profits. 
Norman gives you more to sell . . . gives you more in 
profits with easier, quicker installations . . . lets you 
keep more because it assures trouble-free operation 
year in and year out. 


Norman's improved principle of burning 
gas gives single flame economy. 


Norman can be equipped so no electricity 
is required. 


Norman fits any size or shape of round or 
rectangular furnace or boiler. 


Norman is backed by a 10 year warranty. 

NORMAN . 

INDUSTRIAL-COMMERCIA 

MODELS NORMAN PRODUCTS CO. 
" . . 1164 Chesapeake Ave., Columbus 12, Ohio 
— available with inputs - > sae: hal , i N 
ease rus compiete information an prices on orman 

from 500,000 to Conversion Burners. 

2,000,000 BTU. NAME 
) FIRM NAME 

ADDRESS_ 
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Now Offers Its 
LATEST ACHIEVEMENT 


No.1500 STEP-DOWN 
No.1501 FLUSH-TYPE 


ROUND CEILING DIFFUSERS 


VALUES YOU CANNOT EQUAL 


The NEW No. 1500 Round Ceiling DIFFUSER 
with WIDE, DEEP ANTI-SMUDGE RING Pro- 
tects CEILINGS and PERFECT GASKETS PRE- 
VENT STREAKAGE. 








The No. 1500 STEP-DOWN-TYPE May be 
—— — _ equipped with No. 1800 Dampers. The No. 1500 
No. 1500 


U.S. ROUND STEP-DOWN CEILING DIFFUSER CEILING DIFFUSER has a Free Area in Excess 
of Other Makes. 


The No. 1501 Round Flush-Type DIFFUSER 
May be equipped with No. 1801 Dampers and 


CROSS-SECTION No. 1500 STEP-DOWN DIFFUSER with Frames only as can also the No. 1500 Step- 
Down Ceiling Diffuser. Nos. 1500 STEP-DOWN 


ees J ddd a XP and 1501 FLUSH-TYPE CEILING DIFFUSERS 


CROSS-SECTION No. 1501 FLUSH-TYPE DIFFUSER 





are Individually Packed and Shipped 10 Per carton. 


Nos. 1800 and 1801 ROUND CEILING DAMPERS 


are made for Screw-Driver Unmolestable Bi-Valve 
Setting. No. 1800 and 1801 ROUND CEILING 
DAMPERS are furnished with “SNAP-ON” Knob 


Operators for Hand Operation of GEARED BI- 
VALVES. 


This Knob-Operation is very convenient in Liv- 
ing and Sleeping Rooms Where Volume Control is 
Required. It ELIMINATES those OBNOXIOUS 
No. 1800 or 1801 ROUND CEILING DAMPER ae Semen 


An ECONOMIC PERFECTION for RESIDENTIAL and COMMERCIAL SYSTEMS 
WRITE For Supply of Our LATEST ATTRACTIVE CEILING DIFFUSER 


FOLDERS COVERING The No. 1500 Round and No. 2500 Square . oR 
Ceiling Diffusers, Dampers, and Frames. Now Ready. x 
UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS city ° ALBANY 
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ORIGINALLY ROOFED WITH 
HUSSEY COPPER 











This proud, century-old landmark in Nashville got its 
first copper—HUSSEY COPPER—roof in 1851. It was 
fabricated in Pittsburgh and shipped to Nashville by 
steamboat. This year, in conjunction with a complete 
renovation of the building, a new batten seam Hussey 
Copper roof—requiring 90,000 pounds of 16 and 20 oz. 
copper—was installed over the original deck under the 
authority of a direct descendant of the man who super- 
vised the original installation. 

Such long term respect for the value of copper in 
general and the quality of Hussey Copper in particular 
is not unusual. Other examples abound throughout the 
country. You can select no finer material for your roof- 
ing contracts than copper by Hussey. 


“180! 








ARCHITECTS: Woolwine, Harwood & Clark 
Also Victor H. Stromquisf, Nashville, Tenn. 


Copper furnished through R. D. Herbert & Sons, Nashville, Tenn. 


BUILDING PRODUCTS 


Copper Sheet Metal 
Copper Ridge Roll * Copper Tubing 
Copper Eave Troughs 
Roof Drainage Accessories 
Majestic 3-way Thru Wall Copper Flashing 
Rolled Copper Flashing 
Copper Conductor Pipe 


Copper and Brass Pipe « Copper Nails 
MADE IN USA 
TO THE STANDARDS 


Cc. G. HUSSEY & COMPANY (Division of Copper Range Company) 


Rolling Mills and General Offices, PITTSBURGH 19, PA. 
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for 
SPECIFICATION 
and 

BUYING 


INFORMATION 


Use your complete, up-to-date 


JANUARY DIRECTORY ISSUE 


Your job will be a lot easier if you'll keep the Jan- 
uary Directory issue of American Artisan constant- 
ly available for handy reference. It’s one of your 
most valuable tools — one which will save you 
many hours of looking up the products you need 
for your various jobs. It’s the ONE complete, up-to- 
date, readily accessible source of product informa- 
tion on who makes furnaces, snips, controls, etc., 
you need — and where they’re located. They’re 
identified by trade names, too. EVERY product is 
listed, alphabetically arranged and printed on a 


distinctive yellow stock for easy reading and ref- 
5 R * * - 
MAID-O'-MIST coats 
CONVECTOR Keep it handy . . . the time you save with it can be 


HUMIDIFIERS used to advantage in other ways. 


give you @ sizes! Simple to install . . . for 
conventional and counterfiew warm air furnaces 





Individual water 
troughs give 50% 
more ¢V oration “on- 
rea spaced (9 here’s what other ¢ 
unrestricted air * @ 8 ‘ 
! Perfect tor the 2 to 
warm a tractors and dealers hat 


— + * 


fii 

is an exce 
» reat 
the 


“Your Directory —* te 
uyers’ guide. : LA 
pooling uring the course 
year.” 
Ad- 
“We find both Dire won wl 4 
ul. 
i Section help a. 4 
, nm § q 
vornion gives us the product 
ve § 
we need. 


office 
’ s in this 

“a directory say —_ 
val the next January — = - 
slong Numerous times W 

along. 

a yse of your 
again. yur 
be complete 


ork, pad =~ . 
ry time and time 
Piference file would not 
Renewal Kits ’ without it. 
eliminate . luct 
VE produc 
service calls. ‘MBER — E} ERY | 
Contain 4 replacement REME! 


° ips 
evaporator pads, 1 valve t at your fingerttp 


stem and float arm 


“In our W 


is righ 























3217 NORTH PULASKI ROAD 


CHICAGO 41, ILLINOIS ATING SPECIALT AMERICAN ARTISAN 
er _6 North Michigan Ave. Chicago 2, Ill. 
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“WISS-BEST TO LEARN WITH, 
BEST TO STICK WITH!” 


... says vocational instructor W. C. Lindsey, 
San Antonio Vocational and Technical School. 


7 


Recently, J. Wiss & Sons received the following 
letter from W. C. Lindsey, vocational instructor 
at San Antonio Vocational and Technical School. 
The letter speaks for itself: 


. Pom. « 
ee ee te 


Gentlemen: 


Not long ago a newspaper phetographer and 
writer came to my department to obtain material 
for an article on vocational training in sheet 
metal work. 

Noticing that practically all the snips hung on 
our panel for check-out to students were made 
by Wiss, the writer inquired why. 

His question caused me to believe you might 
like to have the enclosed photograph, together 
with my explanation for having a full panel of 
Wiss Snips. 

The answer is simply, that in 21 years of sheet 
metal work, including six years as instructor, I 
have learned that better work is the result of 
using better tools. With a single exception, and 
that in only one specialized model, I have always 
found Wiss Snips give more cutting power with 
less effort, stay in more accurate adjustment, 
and have the best possible bevel for each type 
of work. Your Metal Master “Aviation” Snips 
are particularly superior. 

Naturally, | want my students to learn to turn 
out the best possible work. That is why I want 
to express my appreciation to you for designing 
and manufacturing snips of such high quality, 
and will continue to insist that my students learn 
sheet metal work the right way, with Wiss Snips. 





WISS INLAID BLADE SNIPS cut with lasting and ability to make intricate cuts. Left, right Inlaid = Metal-Master = Solid Steel 
sharpness, tremendous power. High carbon cru- _and straight cutting models, only 10” long, cut 

cible steel blades, welded to hot drop-forged 18 gauge metal. Bulldog combination model, \ } 

frames. Complete range of sizes, 1142” to 17”. 9%” long, cuts 16 gauge stainless steel! } 

Models: straight cutting, circular cutting, curved EY 


blades, and bulldog notching WISS SOLID STEEL SNIPS, made from a spe- 
: ' cial grade of solid tool steel, are available in 
WISS METAL-MASTER AVIATION SNIPS, with straight cutting, circular cutting and bulldog 
amazing compound action, are preferred by models from 7” to 16”. Priced slightly lower bet 
many for their compact size, tremendous power, than inlaid snips. 
Made by Metal Craftsmen For Use By Metal Craftsmen I | 


WISS SNIPS TAKE AS MANY AS 200 STEPS TO MANUFACTURE, MANY BY HAND 


.. always a cut above competition 


J.wWIssS &@€ SONS CO., NEWARK 7, N. J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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AUTOMATIC HUMIDIFIER 


SO GOOD!...IT NEEDS NO MOTORS 

. NO HEATERS... HAS NO MOV- 
ING PARTS . . . HAS NO TROUBLE- 
SOME NEEDLE OR FLOAT VALVES... 


With Miracle Fiberglass 
Evaporator Plates. Un- 
breakable. Pick Up More 
Water — Evaporate More 
Water. More Porous for 
Longer Life. Built-in Sacri- 
ficial Anode Protects Pan. 
Rustproof Drain Clips Prevent Drip. 


STOCK | 


THE FULL STORY, seek abesseis i ae 
ks. tt te 
AUTO-FLO CORPORATION 

12085 Dixie Street, Detroit 39, Michigan 

Please send me full information on 


[_] Auto-Flo Fuel Oil Filter [] Auto-Flo Automatic Humidifier 


Address = 
City Zone State __ 


*. 

t 

' 

t 

t 

Name t 
t 

' 

‘ 

a 





Layout—Tab Cutting, Hole 
Punching, Riveting, Spot 
Welding, Etc.. 





Split () Rall for Louver thicknesses 
from 14 to 1%". Use Full Size Rail 
for Louver thickness from 34," to 4". 
Try 1 this economical and practical 
nt hinged erage 
remova’ |. or 
Louverail is 24 ga. gor ah wh 
In Diy 4 lengths) | right and 
coiled . Hundreds et 
pail possible. 
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WHEN BIDDING 
GOVERNMENT JOBS 


Contact us for prices on our new FEDRALOY. 


Now included in the Guide Specifications 
of the U. S. Federal Agencies is zinc-copper 
alloy for sheet metal flashing in lieu of 
sheet copper. 


We are now producing FEDRALOY — a 
special semi-cold rolled sheet metal certi- 
fied to meet the Guide Specifications of 


U. S. Engineers 
Veterans Administration 
Public Housing Administration 


WE ALSO PRODUCE in the zinc-copper 
alloy 


Factory prefabricated gravel stop 
Thru-wall flashing .008” thick. 


CHENEY FLASHING COMPANY 


Trenton 5, New Jersey, Phone: EXport 4-8175 





AMERICAN ArTISAN, Aucust 1958 








the quality tells... 
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JSanitro/ presents... furnaces of the future 
...heady how to help you sell and grow { 


all new ap" iTROkL 


Series FVS gas-fired 
WINTER AIR-CONDITIONERS 


FVS Winter Air Conditioner with 
trim, two tone cabinet, is completely 
accessible from the front. 


Loaded with exclusive features no other line in the indus- 
try can match...yet priced competitively for volume sales! 


The brand of winter air conditioning you choose to sell is vitally 
important to your income, your future security, your business 
growth. So it pays to choose wisely, and align yourself with the 
brand that gives you the most to tell, the most to sell. In winter 
conditioners, that means Janitrol. A look at the brilliant all-new 
1958 FVS Series Conditioners for all gases tells you why in a 
hurry. Never before in heating history has any furnace offered 
so much to help your business grow and profit! 


Convertible for full-performance cooling at minimum cost! 


In this brilliant new Janitrol FVS Conditioner Series, the 
standard blower size is adequate for cooling in most installations! 
A damper changeover kit is available to convert rear air deflector 
from fixed to movable type, and allow cooling air to bypass 
the heat exchanger. 


t JANITROL gas-fired 


onet for everu need | 


Janitrol Horizontal Conditioners Janitrol Counterflow Conditioners 


JANITROL HEATING AND AIR CONDITIONING DIVISION 
Surface Combustion Corporation, Columbus 16, Ohio 
in Canada: Moffats Ltd., Toronto 15. 


Please show me how | can sell and grow with the new JANITROL 
FVS Series and other quality-built Janitrol winter conditioners. 


OE 
COMPANY 

ADDRESS 
CITY. 























The Look of the Future! New slim-trim styling . . . clean, 
uncluttered, compact. New warm-tone neutral colors to comple- 
ment the decor of any room, harmonize with other appliances 
throughout the house 

The crisp, rectangular design and flush front enhance the 
built-in effect. There are no humps or bulges to waste valuable 
floor space. Here is simplicity and richness . . . beauty to be 
lived with and admired. 

New Low Overall Cabinet Only 54 inches for 65,000 
to 120,000 BTU models. Only 56 inches for 140,000 through 
200,000 BTU models. All models adaptable for High Boy or 
Low Boy installation at close clearances. 

ully Accessible from Front. All internal parts from blower to 
heat exchanger are easily reached, simply by removing front 
panels. Snap-lock panel design. No screws. 

All Models through 160,000 BTU Factory Assembled and 
Wired. Save time and labor on the job. 


Knockouts on front and 


cham 

floating heat exchanger air-cooled side is prov 

new concept of quiet operation, without annoying vibration and 

expansion-contraction noises. 

Prelubricated Blower Bearings. Randall, ‘ Well Reservoir’ 

sintered bronze type. Without equal for quiet operation and 

freedom from of maintenance neglect. Lubricant supply 

renewable through drilled and tapped hole made to take a 

small, collapsible tube of lubricant. 

New Dirt-tight Base Plate with Leveling Bolts. Assure easy 

installation, no grouting . Knockouts for inlet 
in base plate when making a High Boy type installation; 

in both side panels. 


rok 
cEoRE 
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SHEET METAL CONTRACTORS working 
on large jobs usually find job site 
shacks necessary to serve as office 
space, storage room and frequently 
a work bench. The cost of erecting. 
tearing down, storing and transport- 
ing job shacks has been estimated at 
$1000 per job. A sheet metal contrac- 
tor who has found an answer to re 
ducing this cost per job is W. S. 
Miller, Huffman-Wolfe Southern 
Corp., Atlanta. 

In answer to our request for pho- 


tographs and detailed information, 


Mr. Miller wrote: 


Ample Office, Work Space 


“IT am enclosing a few snapshots of 
a trailer we converted for use as a 
temporary office and storage space 
for field jobs. The trailer is a second- 
hand, 32 ft van. We partitioned off 
the front 10 ft to form a job site of- 
fice, leaving 22 ft toward the rear 
door for storage and/or work space. 


bins on one side and put two large 


installed small parts metal 
pipe racks on the other. These bins 
were covered with plywood, to pro- 
vide space for either a work bench 
or bulk storage space. The trailer was 
prewired for lights and a switch was 
installed at the front end. When the 
trailer reaches a job site, the elec- 
trician connects a set of wires to a 
junction box on the trailer’s wall. 
“At the beginning of a job, we load 
the trailer with the proper tools. On 
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MWAN\\S 


Trailer Replaces Job Shacks Economically 


ree ae 











OFFICE (LEFT) OCCUPIES 10 FT in front portion of 32 ft trailer; work 


and storage space comprises remaining 22 ft. area. Large sign identifies com- 


pany with each job 


arrival at the job site, we block up 
the wheels and our temporary job 
site office and warehouse are open 


for business. 


nvestmen ays arly 
I t t Pays Off Early 


“The wear and tear on the trailer 
itself is negligible, and it can be used 
for many jobs. So far the two trailers 
we have converted represent an in- 
vestment, including cost of the sec- 
ond hand trailers, of approximately 
$1200 each. Depending on the size of 
the job, one or any number of trailers 





Tell Others About Your 


Successful Ideas 


by writing to: 
Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 











necessary to properly man or service 
the job may be used. 

“Although I have no exact cost fig- 
ures to date, I estimate that this fa- 
cility costs us, including the cost of 
moving the trailer and the deprecia- 
tion from wear and tear, less than 
$200.00 per job per trailer. We find 
this much more economical than any 
type of temporary shed we could 


use. 


Good Trailers Available 


The trailers purchased by Mr. Mil- 
ler for conversion are dual wheel, 
single axle types which are being re- 
placed by trucking firms in favor of 
tandem axle types required under 
many state highway departments’ 
axle load limits. Good trailers of this 
type can be purchased for $300 to 
$500 in many areas because there are 
few trucking firms interested in op- 


erating single axle equipment under 


the circumstances. 





High-Strength, Precision-Made Gutters. Here's a system that 
stands up, even lets you lean a ladder against it without 
tolerance produces 


damage. Precision manufacturing te 
fitting joints with 


Jk 


ALCOA ALUMINUM GUTTERS 


FASTEST INSTALLATION, 
FINEST PROTECTION AT 
COMPETITIVE COST! 


Extra-heavy construction with .032 gage metal 
fully 20 per cent thicker than any other ready-made 
metal system—makes this new Alcoa product the 
strongest gutter and downspout ever offered. Alclad 
coating provides a surface that defies corrosion and 
never needs painting. Alcoa’s exclusive riveting 
and sealing assure leakproof joints without solder- 
ing to make installation fast, easy and inexpensive. 
Check the following Alcoa features that let you 
give your customers tailor-made quality and per- 
manent protection at the same price they’d pay for 
ordinary systems. 


bor. Availability in 16-ft lengths 
he nun f joints. Standard 
r embossed 


Two Special Hanging Systems To Suit 
Any Job. Fascia apron and bar hangers for 
replacement jobs, roof apron and strap 
hangers for new construction. Both hangers 
allow the gutter to expand and contract with 
seasonal temperature changes. Because 
Alcoa® Gutters are “free floating,” there’s 
no strain on joints. Extra height at back 
protects the roof against backed-up water. 


Modern, Simplified Fittings For Faster 
Installation. New Alcoa design eliminates 
one-third of the fittings normally used. 
Miter sections are simpler, easier to use. 
No need to haul along old-style corner and 
downspout sections, slip-joint connectors, 
strap hangers and gutter spikes. No fussy 
hot-soldering, either. You get a clean-lined, 
attractive job with less work. 
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20% THICKER METAL 
ASSURES LONGER LIFE 


JOB TESTED ASK YOUR DISTRIBUTOR OR 
LOCAL METAL SUPPLY HOUSE WF 

JOINING METHOD . FOR NEW ALCOA ALUMINUM ALCOA 2 
GUTTERS AND DOWNSPOUTS. 
MAIL THIS COUPON TODAY aveminen coeany or amemien 

Alcoa Gutter Seal, product of a nationally és FOR DETAILED INFORMATION 

famous scientific laboratory. You get leak- . / 5 


proof joints by simply applying the sealant 
to overlapping surfaces, fitting and riveting. 





“ALCOA THEATRE” FS ale 
Exciting Adventure (ues Thee Home, 
Alternate Monday Evenings 


Send to: Aluminum Company of America 
1957-H Alcoa Building 
Pittsburgh 19, Pennsylvania 

Name 


“Pop” Riveter is simple to load, simple to Company 

use; it works like a pair of pliers. Loaded Address 

riveter inserts into hole, pressure is applied ; : 

with one hand to get a tightly riveted joint State 
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YOU AND 






THE LAW 


One-Sided Employment Contracts Don’t Hold Up 


The court will probably throw out any claim based on a 


contract which binds only one party to an agreement 


EMPLOYMENT CONTRACTS can be 
valid only when both employer and 
employee agree to perform. When 
such a contract contains the promise 
of only one party while the other 
promises nothing, it cannot be ree- 


ognized as a binding agreement. 


Employer Lays Out Conditions 


An air conditioning dealer-contrac- 
tor once wrote to a prospe tive su- 
pervisory employee, "7 propose to em- 
work for me for 15 


months at my option under the fol- 


ploy you to 


lowing conditions: hereafter $600 per 
month; 814 hours per day. If I fail 
to offer you work as follows you are 
free to seek employment elsewhere. 
If any cause prevents you from work- 
ing for me it is assumed that such 
cause would prevent you from work- 
ing for others. You will be liable for 
loss or damage of any equipment or 
materials entrusted to you, ordinary 
wear and tear excepted. 

“If you do work contrary to our 
instructions or contrary to accepted 
practice, you will make good the re- 
sulting loss, if | ask you to do so. If 
you breach any of the covenants here- 
in contained you will immediately 
become liable for $1000 as liquidated 
damages.” 

This letter was signed by the em- 
ployer and endorsed, “accepted” by 
the employee. When the employee 
later refused to continue on this job 
the employe sued to recovetl the 
“liquidated damages” 


his letter 


stipulated in 


This contract was held by the court 


while the other participant promises nothing in return 


to be unenforceable and void. 

“The only breach.” said the court. 
“is that the employee did not work 
for the employer when he was re- 
quested to do so. It will be noted that 
the employer was not obligated to 
employ this workman for 15 months 
or for any other specified time. 

“The employer, by inserting the 
clause ‘at my option,’ reserved the 
right to give the employee work if 
he saw fit and if he did not there was 
no obligation on him to do so, and 
the employee would be without a 
remedy. In other words, the employee 
could not have enforced the contract. 
The employer seeks to bind the em- 
ployee when he himself was not 
bound.” 

In a strikingly similar case in an- 
other state, the following year, a dif- 
ferent court reached the same con- 


clusion, as follows: 


Need ‘Valid Consideration’ 


“It was settled that 


contract 


whenever a 
is incapable of being en- 
forced against one party that party 
is equally incapable of enforcing it 
against the other. Mutuality of obli- 
gation means that both parties are 
bound or neither is bound. In other 
words there must be a valid consider- 
ation. Without a valid consideration 


a contract cannot be enforced.” 


Find Limitations to Law 


The limitations on this rule were 


the subject of a federal court decision 


in another action of this character. 






The higher court pointed out that 
this law does not apply to claims by 
an employee for money already 
earned under such employment agree- 
ments. 

The employee had made no prom- 
ise to work for the employer, nor had 
he incurred any obligation. Various 
details relating to the performance of 
the contract had been stipulated by 
the employer, in this case without 
specifying the obligation of the em- 
ployee for their performance. 

The employee sought damages for 
breach of the agreement. The court, 
although denying the employee a re- 
covery of claims on the unexpired 
term of the contract, had this to say 
about the employee's claims for work 


already done: 


Weigh Extent of Performance 


“It may be stated as a general rule 
that a contract, though not enforce- 
able at its inception because of lack 
of consideration and mutuality, may 
nevertheless become valid and bind- 
ing to the extent that it has been per- 
formed. The authorities are likewise 
clear that such an agreement, which 
is not obligatory upon one party and 
because of this is terminable at his 
will, is likewise terminable at will by 
the opposite party, but subject how- 
ever, to any liability arising from the 
contract to the extent that it has 


been executed.” 


[Note: While tais discussion applies ¢ actual 
cases, it should be remembered that legal rule 
vary in different states.) 
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NEW! from STANDARD 


the SERIES 
AIR-CONDITIONING REGISTERS and GRILLES 


MODEL HO MODEL VHO 








oT 
a 


INDOOR COMFORT 


MODEL VM 


MODEL HVM 





Standard introduces a new line of air-conditioning registers and grilles with MODULAIRE. Standard calls 
this concept “directional comfort” and it means just what it says... the right pattern and velocity of cool 
air for any given air-conditioned space. There are MODULAIRE models available with a variety of face 
bar combinations (horizontal and vertical; single and double bank) with either opposed blade dampers 
or multi-valve louvers . . . models to fit any need ... any application. Write for Standard’s new catalog! 


MODEL HO 


= MODEL VM 
Single Bank Deflection Single Bank Deflection 
Register with Opposed Register with Muilti- 
Blade Dampers Valve Louvers 





won Hone. vo STANDARD 
Double Bank Deflection 


Double Bank Deflection 
Register with Opposed STAMPING & PERFORATING CO. 
Blade Dampers 


Register with Multi- 
Vaive Louvers 
3137 W. 49th Place, Chicago 32, Illinois 
Mail coupon for free catalogs and information on the complete STANDARD Gentlemen: Please send me the following , 
line of registers and grilles for all your air-conditioning, heating, and 7] Steaderd MODULAIRE air-conditioning cate! 
two-way system needs! ‘is angar air-conditioning catalog 


[-] Standard Register and Grille Catalog 
INCLUDED AMONG STANDARD'S REPRESENTATIVES: 


Lee Dewhirst Cliff Derbes Associates, Inc HE. Culley Les Gary George Bolinger Name 
139 N. Mead 2430 N.W. 140th Street 414 W. Main Street P.O. Box 57 901 W. Vickery 
Wichita, Kansas Opalocka, Florida Louisville, Kentucky Gates Mills, Ohio Fort Worth, Texas 

Edward Petro G. R. McKenzie Mike Mitchell Irwin |. Platsky Address Dies 3 
1015 E. Vermont 2811 So. 20th Street West Jefferson Street 73-35 135th Street . 
Anaheim, California Birmingham, Alabama Kosciusko, Mississippi Flushing C, New York uaa City _ 





Company Peon S 


ro Zone. State. 
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No. 3 in a series on better 
compressor servicing 











s 
built-up 

















PANCAKES i 


models 


replaced by glass terminals in 1953 


terminal 


Os RO 


glass terminals 
P, R, and T models 


glass clip-on terminals 
AU and AR26 models 





TERNAL 0 : ” 
SINGLES 92 


S and C models 


glass terminal models 





INTERNAL 
TWINS 


000 


“EXTERNAL TWINS 
and 4 CYLINDER 


know your terminals = it can save you costly wiring errors! 


Avoid the possibility of costly and embarrassing 
motor burn-out by memorizing the location of ter- 
minals on any type of Tecumseh compressor. The 
diagrams shown represent each of the seven ter- 
minal types used. The letters C, S, and R refer to 
Tecumseh terminal order nomenclature; COM- 
MON, START, and RUN. This wiring order 
never varies! 

By “reading” terminals we are referring to a — 
method of guaranteeing this correct wiring order 
If you “read” from left to right in parallel lines, 
as you would read a book, terminals on every 


ae* 











Tecumseh compressor model will assume their 
proper order. 


Horizontal lines can be ruled through the above 
terminals to illustrate this foolproof formula for 
you. Reading as a book — line for line, left to 
right, top to bottom — always maintain this correct 
order; COMMON, START, RUN. The only ex- 
ception to this system is the now obsolete “H” 
model compressors. Terminal order on ““H” models 
reads horizontally from left to right — Run, Start, 
Common. While we believe that this formula 
should guarantee correct wiring order, consult your 
authorized Tecumseh wholesaler in case of doubt. 








The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH 


MARION, OHIO 


PRODUCTS COMPANY 


TECUMSEH, MICHIGAN 
EXPORT DEPT: P. O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
CANADA: Tecumseh Products of Canada Limited, 1667 Dundas St., London, Ontario. 
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WHAT THE ASSOCIATIONS ARE DOING 





1. 
ft 


CA Dente» 


HEATING AND AIR CONDITIONING PANEL is introduced by moderator Dennis Monroe (at the podium). From left 
are R. W. Tribble, Herman Ross, Jim Blythe, Mr. Monroe, Allen Trask, Mike Fortier, G. W. Denges and O. U. Mutz 


Alabama Dealer-Contractors Told 


To Be Competitive, Use Big Business Practices 


SHOP TOOLS and their growing importance in the effec- 
tive operation of a sheet metal contracting business was 
one of the important subjects covered at the fourth an- 
nual convention of the Roofing. Sheet Metal, Heating and 
Air Conditioning Contractors’ Association of Alabama in 
Mobile. F. L. Ashworth, Peck, Stow & Wilcox Co.. recom- 
mended that dealer-contractors adapt to their operation 
the business practices followed by many large industrial 
businesses. Other panelists spoke on the market potential 
for heating and central residential air conditioning. 

New officers elected are: Harry H. Hahn Jr., Birming- 
ham, president; James H. Pearson, Marion, first vice 
president; Herbert Lane, Andalusia, second vice presi- 
dent; Wallace G. Stanfield, Florence, third vice president ; 
and B. M. Johnson, Birmingham, secretary-treasurer. Di- 
rectors elected for a one year term are: H. A. Oberlies. 
Mobile; W. B. Simmons, Geneva; Jimmy McAdams. 
Montgomery; Shirley E. Palmer, Tuscaloosa; Dennis F. 
Monroe, Birmingham; Tony Persons, Sylacauga; James 
F. Ratliff, Cullman; and Bill Young, Florence. Elected to 
serve for two years are J. Stanley Keith, Mobile; Ed 
Hatheock, Dothan; W. O. Adamson, Alexander City; Bill 
M. Wright, Montgomery; Thomas B. McCrackin, Fay- 
ette; Larry Cain, Birmingham; J. H. Smith, Jr., Annis- 
ton; Fred W. Ballard Jr., Huntsville; and Elmer D. Rus- 
sell, Florence. 


Urges Shop Modernization With Power Tools 


“Hand snips cannot compete with a foot shear, and a 
foot shear cannot compete with a power shear,” said F. 
L. Ashworth in pointing out the importance of moderniz- 
ing sheet metal shops with power tools. Mr. Ashworth said 
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it is good accounting practice to use an accelerated de- 
preciation method in purchasing modern shop tools. He 
pointed out that the tax laws of the country are favorable 
to the use of a system of rapid depreciation, also that 
periodically replacing tools that have been completely de- 
preciated is a sound method of protecting a company’s 
investment. The purchase of new too!s also contributes 
to employee morale, Mr. Ashworth said, as such new 
equipment not on!y adds safety to shop practices, but cre- 
ates a favorable working environment which results in 
higher production. Mr. Ashworth recommended that the 
money set aside as depreciation funds be put into a sep- 
arate bank account for use when new equipment is to be 
ordered. 

A panel moderated by Dennis Monroe took as its sub- 
ject Heating and Air Conditioning Today. In_ short 
speeches, panel members presented pertinent points re- 
lating to the growing market potential for heating and 
air conditioning equipment, merchandising techniques, 
and the development of higher quality products. 


Use Humidity as Sales Tool 


Humidity and its relation to human comfort was de- 
scribed by Jim Blythe, Tuck-Aire Furnace Co., who said 
that humidity is the key sales tool in the approach to the 
residential field. He recommended that dealer-contractors 
emphasize the important function performed by central 
summer residential air conditioning systems in maintain- 
ing the correct humidity environment to provide both 
personal comfort for the home owner and longer life for 
home furnishings. 


(Continued on page 90) 





“Play it cool and don’t press 


You can polish Stainless Stee! to a 
mirror finish but you can’t rush the job. 
Too coarse a grit, too much speed, too 
much pressure might scorch or discolor 
Stainless because steels of this family 
are not rapid heat conductors. 

Use light pressure on the polishing 
agent, and remember that you can’t get 
a desired finish any faster just because 
you press harder. Take your time. This 


Stainless Steel 
polishing information: 


is by way of saying that Stainless Steel 
isn’t difficult to fabricate, it’s just 
different. 

All your work on Stainless will be ex- 
pert if you follow the “Stainless Steel 
Fabrication Book.” If you don’t have a 
copy, we'll be glad to send you one. 
Write on your company letterhead to 
United States Steel, 525 William Penn 
Place, Pittsburgh 30, Pa. 


USS is a registered trademark 





United States Steel Corporation- Pittsburgh 
American Steel & Wire- Cleveland 

National Tube-Pittsburgh 

Columbia-Geneva Steel- San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Stee! Supply -Warehouse Distributors 
United States Steel Export Company 


(iss) United States Steel 





. MONCRIEF 


contain OFFERS 


Pus Vowe... 


WITHOUT 
ADDED COST! 


ra Horizontal How often have you wished that you could offer your 
N Furnaces Is 4 re VE > } increasi , ic 
Py ving customers more value, without increasing your price or 


4 Oil Sizes pinching your profit? 


4 O35 


Impossible? Not when you install Moncrief! 


Consider construction. Moncrief Furnaces and Air Con- 
ditioners are built better, sturdier, today, than ever! 


« Design? Moncrief’s years-ahead design provides both 
YEAR ROUND easier installation and advanced styling! 
Like to sell a name? The old-line Moncrief name has 


more than 60 years of customer respect and satisfaction 
behind it! 


Now, what about price? Efficient production methods 
have brought Moncrief prices to the lowest level in years! 


If you want to offer your customers more, while increas- 
ing profits, see your Moncrief Wholesaler, now! 


Winter Air 
Conditioner 
with enameled ee 
Return Air = sew 
pee na ditioner. 
accessory). notes ad 
Refractory 
Gas Firebox and 
Counterflow | all interior 
Unit with wiring are 
front panels t installed. 
removed. 


Gas-Oil Furnaces...Completely Assembled and Wired! 


New, advanced design Winter Air Conditioners and Counterflow 
Units that are compact, efficient and good looking. Available with 
high-static approval cooling. Gas Fired . . . 75,000, 100,000, 
125,000 and 150,000 Btu Input . . . 16 Gauge Heat Exchangers. 
) or “Flat” Oil Fired . . . 78,400 and 112,000 Btu at Bonnet... 16- and 14- 


Cooling eal Gauge Heat Exchangers, respectively. 


THE HENRY FURNACE COMPANY 


Medina, Ohio 


/MONCRIE 


— 


P — — 


—, 
F ae oe ae ee ee ee ee ee 
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“~\ 7 ‘ 
VALUE OF DEPRECIATING new shop tools at acceler- 
ated rate is explained by F. L. Ashworth (right) to panel 
moderator Shirley E. Palmer and convention chairman 
Wallace G. Stanfield 


The use of gas for central summer residential air con- 
ditioning equipment was described by Herman Ross, Ala- 
bama Gas Corp., who predicted that acceptance of the ab- 
sorption system would grow very rapidly within the next 
few years. He pointed out that many such installations 
are easier to set up and operate than electrically powered 


equipment. 


Window Unit Leads to Central System Purchase 


Purchasers of window air conditioning units are ideal 
prospects for central residential summer air conditioning. 
according to R. W. 


said that in his opinion, people who own window units 


Tribble. General Electric Co.. who 


learn to like the environment created by cooling equip- 
ment during the hot summer months and soon desire the 
same environment throughout a house. He reported that 
the present central residential summer air conditioning 
market is only 2 percent sold and that many of the per- 
sons now having central residential air conditioning sys- 
tems originally started with window air conditioning 


units. 


Sales Depend on Dealer-Contractor 


The most important person in the entire heating and 
air conditioning industry is the dealer-contractor. accord- 
ing to G. W. Denges, The Williamson Co.. who pointed 
out that all consumer sales are based upon the confidence 
the public places in the dealer-contractor. “Therefore,” 
he said, “dealer-contractors should do everything they can 


locally to speed up the public's desire for central resi- 


(Continued from page 87) 


NEW OFFICERS of Alabama association are (I to r, 
seated) B. M. Johnson, secretary-treasurer; Harry Hahn 
Ir., president; Emory Cunnnigham, past president. Stand- 
ing are James H. Pearson, Herbert Lane and Wallace G 
Stanfield, vice presidents 


dential air conditioning, and the best way to do this is 


through a door-to-door canvassing program.” 


Build Up Firm as Air Conditioning Headquarters 


If a dealer-contractor wants to build and maintain a 
reputation as air conditioning headquarters, Allen Trask, 
International Heater Co., advised, “The best way to do 
this is to follow up the records you now have of purchas- 
ers of heating installations, because these people are ideal 
prospects for modernization of the existing air distribu- 
tion system and the addition of central summer air con- 


ditioning equipment.” 


Heat Pump Market Growing Rapidly 


The heat pump’s place in the over-all year ‘round air 
conditioning picture was described by O. U. Mutz, Peer- 
less Corp. Mr. Mutz said that a report released in April 
by ARI indicates that 50 percent more heat pumps were 
shipped in the month of April than in any previous April 
in history, and that his personal investigation into the 
heat pump market indicates that it is growing rapidly 
and will continue to grow because consumers are inter- 
ested in the construction advantages offered by a heat 
pump installation. 


New Furnaces Include Many Changes 


The development of furnaces toward a higher quality 
product was described by Mike Fortier, Bryant Mfg. Co., 


who said that new metals being used for heat exchangers, 
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COMBINATION PATTERN 
No. U412, 12” only. 


SNIPS FOR EVERY SERVICE 


HEAVY DUTY PATTERN 
No. U416, 16” only. 


STANDARD PATTERN, No. S410 


Seven other sizes, 7 to 14 


CIRCULAR CUTTING PATTERN 
No. 7412, 12” & 147, 7”. 


AVIATION SNIPS, No. VI9R 


Right Hand, Cuts to left. AVIATION SNIPS. VI9L 


Left hand, cuts to right 


NEOPRENE INSULATING SLEEVES 
Available for all Aviation Snips. Here shown | 


Crescent Tinners’ Snips are forged of selected on No. V19S, straight cut. 


steel and blades ground on special grinding 


machines. They are hardened by Crescent’s own 
selective induction process to insure long, satis- 
factory service. These easy-cutting, well-balanced 


AVIATION SNIPS. Keenly ground, hard, tough 
alloy steel blades with machine serrations...can be 
factory reground. Compound leverage produces 


tremendous shearing power. Three patterns. 


 Ey———> 
CRESCENT TOOLS — 


snips are made in four patterns; standard, circu- 
lar cutting, combination and heavy duty. 


Sold by hardware dealers and industrial distribu- | 
tors everywhere. 


Sign of the Ofrlisan 


Symbol oe Curccllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR  K 
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new combinations of assemblies, and design changes cal- 
culated to appeal to the housewife are all being included 
in the furnace models now being readied for the market. 
He pointed out that this trend would tend to make the 


purchasing of a furnace more interesting to the housewife. 


Associations Use Artisan’s Heating Standards 


A report on the progress of the Standards for Rating 
Heating Systems campaign begun by American Artisan 
in July 1957 was made by Clyde M. Barnes, editor of 
American Artisan. Mr. Barnes described how local as- 
sociations and some state associations have been working 
on programs to upgrade the types of heating equipment 
being installed by warm air heating dealer-contractors 
through the use of the Standards card developed by 
American Artisan and put into use by many dealer-con- 
tractors. Mr. Barnes presented case histories showing 
how these cards have been used to upgrade a poor system 
to a system that can meet the requirements listed under 
the “Good” qualification, with the result that the install- 
ing dealer-contractor made a better profit on the job 
and the customer was provided with equipment that as- 
sured comfort throughout the house at all times. 


Advises Periodic Check of Overhead Ratio 


A panel on dealer-contractors’ costs and their rela- 
tionship to overhead was composed of two dealer-contrac- 
tors. Herbert Lane, Lane Sheet Metal Co., Andalusia, 
recommended that overhead ratios should be checked 
carefully at least twice a year, preferably at the end 
of each month. He said that his company makes these 
periodic checks and adjusts its method of pricing ac- 
cording to any changes shown in the overhead ratio fig- 
ure. Mr. Lane pointed out that changes in salaries, rental 
or purchase of equipment and other such factors all 
must be considered in the ratio percentage figure. Also, 
if the manner of operation changes, this change should 
be reflected in the bidding procedure. 

A case history of a job where 30 percent of the equip- 
ment cost was added to the equipment cost to obtain 
the bid price was related by Pete Wilson, Wilson Roofing 
and Heating Co. In describing this case history, Mr. Wil- 
son noted that the selling price of the job seemed to be 
satisfactory, but a thorough investigation indicated that 
the 30 percent figure failed to include welfare funds, 
sales tax, license fees, truck repairs, etc., and a number 
of other small items, with the result that only a 2 percent 
net profit was earned. Mr. Wilson also pointed out that 
this method of estimating could have resulted in a con- 
siderable loss for the dealer-contractor submitting the 
bid. He recommended that dealer-contractors within an 
area get together and discuss their techniques so that all 
might follow a pattern that not only would assure a fair 


profit for all people in the area but also would prevent 


(Continued from page 90) 


the unpleasant situation that develops when a dealer-con- 
tractor fails to apply his prope! ratio of overhead in sub- 
mitting a bid, thus creating a price environment which 
is detrimental to all segments of the industry, both local 


ly and statewide. 


Describes Insurance Plan 


A proposed insurance plan for members of the as- 
sociation was outlined by the association’s attorney, Fer- 
ris S. Ritchey Jr. Such an insurance program would pro- 
vide that 30 percent of the premium would be used by 
the insuring agency to pay its expenses, 5 percent would 
go toward association expenses and 65 percent would be 
available for the payment of claims. 

It was pointed out that if claims did not exceed the 
total payments during a calendar year, the insuring 
agency would refund the amount of money remaining 
in the account on a percentage basis. However, if the 
total premiums paid did not meet the amount of claims 
paid, the agency would be required to pay the difference. 
This policy would use $60,000 in premiums as a base 
and as soon as association members had subscribed for 
that amount, the policy could go into effect. 


New Castle, Ind. Adopts Heating Code 


H. W. Meces, director of the department of public infor- 
mation of the Sheet Metal and Warm Air Heating Con- 
tractors’ Association of Indiana, reports that the City of 
New Castle, Ind., has recently passed a new building ordi- 
nance which incorporates recommendations made by the 
Indiana association regarding heating, air conditioning. 
ventilation and sheet metal work. 

The code specifies minimum standards and stipulates 
penalties for violations. It provides for the creation of a 
building commissioner, for the issuance of licenses and 
permits, for inspections and the collection of fees therefor. 

Minimum standards will be based on procedures recom- 
mended in such publications as the National Warm Air 
Heating Code of the Sheet Metal and Air Conditioning 
Contractors’ National Association; Manuals 1, 2 and 3 
of SMACNA’s Standard Practice in Sheet Metal Work: 
the manuals of the National Warm Air Heating and Air 
Conditioning Association; the Heating, Ventilating and 
Air Conditioning Guide of the American Society of Heat- 
ing and Air-Conditioning Engineers; and Modern Ap- 
plication of Sheet Copper in Building Construction by the 
Copper and Brass Research Association. 

New Castle is the first city in Indiana to adopt the 
model code and ordinance recently developed by the 
officers and the department of public information of the 
Indiana association. The code is the result of several 
years’ work, and it incorporates the best features of many 


local codes in use elsewhere. 


(More association news on page 95) 
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Why He’s Getting MORE Than a Motor 


He’s getting answers to 
motor problems the easy way 
with the Century Electric Motor Application Guide 


Want a quick, easy way to get answers on motor 
applications? This easy to follow Century Electric 
motor application guide will help you do just that. 
Here’s how you can make it work for you. 

Suppose you need a motor to drive a fan. Know- 
ing your power supply (a-c or d-c) you look on the 
chart on page 2 for the motor whose characteristics 
match the load you want to drive. Having done this 
it’s easy to check the mechanical variations (page 8) 
to find the enclosure you need —depending on whether 
it is operating in an explosive, moist, etc. atmosphere. 
Then you have type, dimensions and operating char- 


acteristics, all at your fingertips. 


Of course, this is good for simple routine appli- 
cations. If your problem is more complicated, your 
Century Electric sales engineer will be glad to help. 
He can sit down with you and offer on-the-spot 
advice or if necessary get more complete data— 
drawing and models for you. 

Such help explains why you get more than just 
a motor from Century Electric. Century Electric 


Company, 18th and Pine St., St. Louis 3, Missouri. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 








2 NEW FURNACES BREAKING SALES RECORDS 
FOR AMERICAN-STANDARD DEALERS 


Gas-Fired 
Up-Flow Furnace 


MODEL GUB 
Completely factory assembled and wired 
Every unit Installation Tested before shipment 
Multi-section, heavy gauge steel heating element 
10 Year Protection Plan on heating element 
Gas burners perfectly matched to individual 
heating sections 
Built-in filter frame—no extra frame to buy 
« Combination gas valve, pressure regulator, and 
safety pilot with 100% pilot shut-off feature. 
Slide-out blower is rubber mounted, gyro-balanced 
Choice of 75,000, 100,000 or 125,000 Btuh input 
American-Standard cooling easily added 
Only 57” H. x 28” D. x 16” to 2214” W. 
Matching Side Return Air Cabinet available as 
optional equipment at small additional cost, 
can be installed on either side. 





©) darts) mantels) iomel eli clell-maaelsamole melee 


Oil-Fired 
Basement Furnace 
MODEL B-OB 


Factory assembled and wired furnace package 
Efficient wrap-around, welded steel heatingelement 
10 Year Protection Plan on heating element 
Easy-access front flue opening 

Extra large clean out 

Heavy gauge steel bottom pan 

All-new American-Standard oil burner, hanger 
mounted for quicker, easier installation 

Choice of 84,000, 95,200 or 112,000 Btuh at bonnet 
American-Standard cooling easily added 

Only 25” W. x 5414” D. x 4734" to 5114"H. 


EXCLUSIVE! ADJUSTABLE LEGS 


This optional feature—offered by no other manu- 
facturer—permits easy leveling of unit, saves on 
plenum material and permits hosing of basement 
floor without damage to unit. 
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@ Because these first-quality famous brand name furnaces are 
priced NO HIGHER THAN STRIPPED-DOWN MODELS AND UNKNOWN 
MAKES ... dealer sales of these two AMERICAN-STANDARD* units 
have skyrocketed! 


tion in the new home market. They're compact, solid, modernly 
styled and LOADED WITH VISIBLE SALES APPEAL! 


@ Design features assure lower installation cost, plus freedom 
from complaints. Heat exchangers are covered by a full 10 year 
warranty. All units are designed for easy addition of cooling. 
Contact your American-Standard Air Conditioning Division 
furnaces with all the quality features for the most demanding Distributor for complete details and prices. 

modernization job, yet priced to meet your toughest competi- 


@ These versatile warm-air furnaces are completely new and 
specially designed by American-Standard to give you one line of 


* Amenican-Standard and Standard ® are trademarks of American Radiator & Standard Sanitary Corporation. 


Amenrican-Standard 


AIR CONDITIONING DIVISION 
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GENERAL CONVENTION CHAIRMAN Kent L. Wil- 
son (center) discusses copy of speech by Albert M. Cole, 
HHFA administrator, with assistant administrator King 
Fleming (left) and Walter Fried, director, North East 
office of HHFA 


(Continued from page 92) 


36 Ara, OHI 
CONV. 


NORMAN I. STARR (right) was 1100th registrant for 
the dealer management clinic. Mr. Starr receives his 
badge from Charles H. Burkhardt, national secretary, 
Distribution Div. 


OHI Speakers Tell Record Audience How To 


Make More Sales, Beat Installation Problems 


A VARIETY OF PROBLEMS faced by retailers in the heating 
business were treated at the 36th annual convention of 
the Oil-Heat Institute of America, held in New York City 
as the 22nd National 


Oil Heat and Air Conditioning Exposition was in 


on the same dates June 10-12 
progress. Attendance at convention sessions broke all 
previous records, with over 1100 registering for the 
dealer management clinic on Wednesday. Registration 
it the exposition was tabulated at 10.172. 

Technical papers presented at the Tuesday symposium 
were: Good Installation and Servicing Practices, by Al- 
bert Brand. Brand’s Heat Control, Inc.: Vital Elements 
of a Good Oil Heating Installation, by R. L. Dennis. 
Boston Machine Works Co.: An Installation Standard for 
Residential Oil Heating Equipment. by D. H. Bottrill. 
technical secretary. OHI: A Burner Service Record Sys- 
tem That Saves Time and Money. by M. S. Reed. 
Socony Mobil Oil Co.: and Research on Fuel Oil Com- 
bustion and Burner Design, by B. R. Walsh. Gulf Re- 
search & Development Co. 


Use “Sell? as Watchword 


Annual OHI luncheon speaker was Albert M. Cole, 
Housing Administrator, Housine and Home Finance 
Avency. Mr. Cole said that modernization of the Amer- 
ican home is one of the most worthwhile endeavors an 
industry can undertake. He outlined the rapid rise of 


public acceptance of new ick l ind new modes of living 
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and pointed out that this growing acceptance indicates 
willingness on the part of home owners to improve their 
environment, which includes comfort. Mr. Cole sug- 
gested that each dealer use the term “Sell” as his own 
private watchword and predicted that the heating and 
ooling industry. as a result. would see its annual volume 
increase at a healthy rate. 

In closing. Mr. Cole hurled this challenge at the indus- 
try: “I assume that an industry such as yours is fully 
organized to meet the challenge of today and tomorrow. 


The possibilities of the future are unlimited.” 


Insuring Proper Combustion, Even Heating 


According to Albert Brand. to obtain good oil heating 
through proper combustion, the installer must: 
1) Determine the proper firing rate. 
2) Install a combustion chamber of insulated brick 
of proper size and shape. 
Use a combustion type burner head. 
saffle the combustion chamber. 
5) Use a reliable draft control. 
6) Use a delayed oil valve for elimination of smoke 
on start and stop. 
“Even, comfortable heating.” he said, “depends on 
proper sizing and installation of the furnace, proper siz- 
ing and installation of the air distribution system, and 


lection of proper controls. 


(Continued on page 98) 





There'll be new 
construction 
here... 


WILL YOU KNOW ABOUT IT IN TIME? 


This could be right in your area. In that case, you’d want 
to know: What’s going to be built « Its exact location * 
Who’s going to design and build it * When the bids will be 
due * Who's bidding. 

Dodge Reports are the surest way to get regular, up-to- 
date answers to questions like these. They provide you a 
way to locate and carefully select jobs, to pin down con- 
tracts and lift up profits. 

With Dodge Reports, you don’t spend time chasing down 
rumors. You don’t spend time making fruitless solicitations. 
You concentrate on active business — all active business. 
Dodge Reports insure that you won’t overlook many a 
profitable business opportunity — even from a source you 
rarely contact. 


F. W. Dodge Corporation, Construction News Division, Dept. 1608 
119 West 40th Street, New Yerk 18, N.Y 


I want to know how to get more new construction business. 
Please let me see some typical Dodge Reports for my area. I am 


interested in the markets checked below: 
House Construction General Building 


Engineering Projects (Heavy Construction) 
Area 
Name 
Company 


Address 


Dodge Reports cover every local market in the 37 
Eastern states. To make it possible for you to receive the 
kind of information you need in time to take action, over 
a thousand trained Dodge news gatherers make regular 
calls on more than 138 thousand established sources of 
information, and many thousands of others who come into 
the market only once, or infrequently — over 2 million per- 
sonal calls and 142 million phone calls per year. 

Send today for “Dodge Reports — How to use them effec- 
tively.” This booklet includes the famous Dodge Specifica- 
tion Form, which helps you define the kind and size of 
work you can handle best, in the area which you can cover 
most profitably. 


\Vld lly 
RAN YW 


= 


- 
- 


Dodge Reports 
For Timed Selling to the Construction Industry 
bay yyw | 
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Airtemp announces a 


NEW 
PRICE POLICY 


Airtemp’s double pay-off plan 
means profitable dealer markup 
plus lower consumer prices 


‘A\ Now, Airtemp dealers will 
increase their profits with 
Airtemp’s new Double 
Pay-Off Plan. 
When you sell Airtemp heating or air con- 
ditioning, you get paid twice—once at the 
time of sale and once by Airtemp with 
Airtemp’s new Pay-Off Certificate. 


The value of your Pay-Off Certificates 
will depend on the value of the equipment 
sold, but here’s the important thing—use 
your Pay-Off Certificates just like cash 
when you order new Airtemp equipment. 


Airtemp’s Double Pay-Off Plan will help 
you meet price competition and still keep 
a profitable markup. 


> DO MORE BUSINESS WITH AIRTEMP 


CH RY SsS& LER 
DAYTON 1, OH10 Nintowmp 
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AFTER-SESSION FORUM on “Can the Service Department Pay for Itself?” 


is conducted by Charles ( 


was that the service department could be operated at a profit 


“One factor that has never been stressed enough in the 
installation of oil heating equipment is that new equip- 
ment should be installed with a view to good accessibility 
for quick and easy service. This should be a primary fac- 
tor in the installation of all equipment. 

He pointed out that it is during the cleaning season 
that the dealer-contractor begins to enjoy the dividends 
of a good oil heating installation. “If the equipment has 
been properly installed and is easily accessible, the clean- 
up time should not exceed two hours, including travel 
time.” 


Don’t ‘Guess’ About Firing Rates 


The importance of matching the firing rate of a fur- 
nace with heat requirements was described by Ralph a 
Dennis. who said. “Guessing about firing rates has led 
to much waste in fuel. If over-fired. the fuel burner can- 
not absorb all of the heat and the excess passes up the 
chimney. Soot conditions often exist. Excessive combus- 
tion noise sometimes results. If under-fired. the burner 
runs excessively and heat loss equilibrium is slow. Stack 
temperatures are somewhat of a double check on whether 
or not units are being properly fired. They should not 
be less than 400 F or over 600 F when the furnace is 


clean and free from soot.” 


Why Baffling Is Important 


Explaining the importance of baffling, Mr. Dennis 
said that research has proven that the greatest benefit 
from baffling a furnace is obtained in the primary heat 
exchanger. “A chrome steel baffle may be used on cham- 
bers up to 2 gph.” he said. “Best results will be obtained 
by locating the baffle 10 in. above the top of the cham- 
ber. Stack temperatures can be reduced from 75 to 250 
deg by the proper use of a baffle. On larger jobs, haf- 
fling should be accomplished by corbelling the back wall 
of the chamber. 


McAlpine (seated at table). Group consensus 


(Continued from page 95) 


ALADDIN LAMP AWARD is presented to 
Frank Scully by Kent L. Wilson on behalf 
of Oil-Heat Institute 


“Baffling does not slow the gases down or reflect heat: 
it simply is a means of making the hot gases (convected 
eat) pass over heat absorbing surfaces they would 


not pass over without the baffle. 


Proper Draft Control Essential 


Another subject covered by Mr. Dennis is the necessity 
for proper draft control. He explained that an oil heating 
man must know the two major reasons for controlling 
draft properly or he cannot expect to set jobs correctly 
for CQ. and smoke analysis and have them stay correctly 
adjusted. He gave as the two principal reasons for in 
stalling a well-designed and accurate draft stabilizer: 

“1) It slows down to a desired rate the flow of hot 
combustion gases through the furnace so that the heat 
can be absorbed into the heating system and does not 
escape up the chimney. 

“2) A constant net draft is necessary in burners using 
a fan to supply primary combustion air because if the 
draft varies. so will the delivery of air from the fan. Oil 
burner fans do not have a positive displacement and will 
deliver more or less air as the draft is stronger or weaker. 
Because of this. fires once left clean are frequently found 
smoking at a later date or it is found that CO. readings 


have dropped.” 


Need Oil Burner Installation Standard 


The need for an acceptable installation standard for 
oil burners was outlined by D. H. Bottrill, who said, “Oil- 
Heat Institute believes an installation standard is needed 
at this time in addition to the National Fire Protection 
Association’s safety standard. NFPA’s pamphlet No. 31 is 
the bible of the oil heat installer insofar as safety is con- 
cerned, but there is a limit to its scope. 

“In Standard B-58 OHI presents performance stand- 
ards as well as NFPA safety requirements. This was 


done to serve two ends simplicity and emphasis. The 
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Heat, Cool—or Both! This versatile TRANE 
Climate Changer combines heating and 
cooling for all year comfort. Cooling 
unit (top section) fits TRANE and other 
modern warm air furnaces. 2, 3 and 5- 
ton sizes. Install with furnace or add it 
later. Heating Unit (lower section) avail- 
able in sizes from 77,000 to 154,000 Btu 
gas fired. Trim, compact, easy to install. 


Now! Trane Residential Climate Changers 
from a new, modern plant, with new, modern tooling! 


You can do a quality year around air conditioning job—in any home, store or office 


New TRANE Climate Changer units are available to 
heat and cool any home, store or office. And this new, 
modern equipment is being manufactured in the in- 
dustry’s newest, most modern plant—with new tool- 
ing, latest manufacturing techniques. This new factory 
has been designed exclusively for the production of 
packaged cooling and heating units. And, of course, 
TTRANE leadership in every phase of heating, cooling 
and ventilating assures you of matched equipment, 
full-rated capacity, peak performance. 


The new TRANE Climate Changer line is versatile: 
there are new TRANE Warm Air Furnaces—designed 
from the beginning to go with cooling. Bonnet or duct 
cooling units make them true year around “Climate 
Changers.”” And there are fan-coil type cooling units 
to go with any type of heating system. 


Most important, when you sell and install TRANE 
Climate Changers, you can count on superior engi- 
neering, easy installation. Your local TRANE office will 


gladly help you with any problem. And TRANE na- 
tional advertising—plus local promotion—will help 
you build your residential air conditioning volume! 


Want More Facts? For complete information on the new 
TRANE Climate Changer units, call your nearby TRANE 
Sales Office. Or write TRANE, La Crosse, Wisconsin. 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF 

AIR CONDITIONING, HEATING, VENTILATING 
AND HEAT TRANSFER EQUIPMENT 

THE TRANE OMPANY a R Sse. wis ® SCRANTON MFG. Div SCRANTON. PA 


LARKSY TENN * TRANE COMPANY F CANADA, LIMITED. TORONTO 
? S$. AND 19 CANADIAN OFFICES 


For Low Ceilings, install this TRANE duct 
4 type Climate Changer. Same engineering, 
same capacity as bonnet type unit shown 
above. Needs no water! Air-cooled conden- 
ser is located outside the home or building. 


Cool With Any Heating System with this Fan 
Cooling unit. Has its own quiet, centrifu- 
gal fan; distributes cooled, dehumidified 
air to every room. Can be located in attic 
or basement; takes only 5 sq. ft! 
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mechanic making an installation can find all the require- 
ments in one book, and the listing of performance fac- 
tors next to safety requirements tends to emphasize the 
importance e of performance requirements and places them 
on a par with safety considerations. 

“Some equipment and fuel people have made studies 
of the causes of dissatisfaction with oil heating, and have 
concluded that future growth of the industry might be 
seriously affected by a continuation of the tendency to 
neglect the essential concomitants of a properly installed 
job. 

“OHI has recognized the serious nature of the problem 
and has come up with some recommendations. In pre- 
paring an installation guide, the committee first con- 
sidered the question, What constitutes a well done job? 
It was decided to use a code that answers this question 
by carefully spelling out the qualifications that make 


an installation eligible for a certificate of completion.” 


Record Keeping Is Profit Factor in Service 


Record keeping is an important factor in the profitable 
operation of a service department, according to M. J. 
Reed. Mr. Reed said, “Many heating dealer-contractors 
regard burner maintenance as a necessary evil, a money 
losing activity they would like to avoid, but one that 
must be undertaken to hold and extend sales volume. Be- 
cause of this defensive attitude. they often keep inade- 
quate and uninformative records. 

“It's important to have all the facts about any one 
accoun! kind, size and age of burner or furnace. nozzle 
information, filter data. fuel tank data, type of heaiing 
system, length of time served, and all maintenance done 
from the beginning on one record. A system that pro- 
vides ihis information can pay its cost many times over 
in time saved, will furnish good prospects for new burn- 
ers, will increase service efficiency and promote a repu- 
tation for you in your community that is bound to be 
highly profitable.” 


Research a Continuing Need 


Research in combustion methods and burner design 
is a continuing need, according to B. R. Walsh. Mr. Walsh 
presented the results of a study on high-pressure atomiz- 
ing burner nozzles and pulsation. 

“In studies of furnace pulsation,” Mr. Walsh stated, 


“we investigated the possible influence of oscillations in 


fuel flow from the nozzle caused by action of the pump 


members and the pressure regulating valve. No difference 
in fuel spray characteristics was observed in high speed 
motion pictures taken of a nozzle spray obtained in one 
case with a burner pump and in another with a constant 
100 psi pressurized reservoir supply. Tests indicated that 
elimination of oscillations in the fuel supply had no in- 


fluence on flame pulsation. 
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(Continued from page 98) 


“It was found, however, that use of a combustion 
chamber liner eliminated pulsation in the laboratory test 
unit.” 


Speakers Hold After-Session Conferences 


Dealer management clinics were held on Wednesday 
and Thursday mornings. These symposiums each had 11 
speakers, who presented pertinent information on their 
assigned subjects for 14 minutes, after which they moved 
on to pre-assigned conference rooms to discuss in detail 
the ideas presented in their initial talks. 

This method of exchanging ideas and viewpoints made 
it possible for those desiring detailed explanations to 
receive first-hand information from an industry authority 
on a variety of subjects. 

Aladdin Lamp certificates, the highest award the as- 
sociation can bestow upon an industry member, were 
presented to C. W. Lang, Hydraulic Div., Sundstrand 
Machine Tool Co.. and Frank Scully, Scully Signal Co. 


New England OHI Holds Service Classes 


Tue Ow Heat Institute of New England is launching 
its 14th annual oil heat service school program the week 
of Sept. 8. Classes are scheduled to be held in Fitchburg, 
Mass., on Mondays; in Orono, Maine, on Tuesdays; Port- 
land, Maine, on Wednesdays; Andover, Mass., on Thurs- 
days: and Manchester, N.H., on Fridays. Subjects to be 
overed are: 

a Weeks of Sept. & and 15th 


oil burner controls and residential summer air condition- 


{ 


Servicing low pressure 


ing controls, General Electric Co. 
> Weeks of Sept. 22 and 29th, Oct. 6 


heating controls, zone control and electronic controls. 


Residential 


Minneapolis-Honeywell Regulator Co. 

> Week of Oct. 13 High pressure oil burner serv- 
icing, The Carlin Co, 
> Week of Oct. 20 
Heaters, Inc. 

>» Week of Oct. 27 Installing and servicing fuel oil 
pumps, Webster Electric Co. 

>» Week of Nov. 3 
adjustment, Timken Silent Automatic Div., Iron Fireman 
Mfg. Co. 

> Week of Nov. 10 Fuel oil additives, R. P. Gil- 


martin, staff product application engineer, Gulf Oil Corp. 


Servicing wet heat systems, Taco 


Rotary oil burner installation and 


These courses are presented from a purely service 
standpoint, with the subject matter each year being 
chosen by the previous year’s students. 

Further information regarding the course may be 
obtained from Hollis L. Farrow, director of education, 
Oil Heat Institute of New England, 839 Beacon St., Bos- 
ton 15. 


(More association news on page 102) 
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For the Mass Market in the 
Heating Field! 





COMBINATION CONTROL 


REGULATOR « SAFETY « AUTOMATIC MAIN GAS CONTROL VALVE 
Safe Lighting With or Without 100% Shut off. 


In a carefully calculated design based on 25 years gas control 
experience, THERMAC combines in this three-in-one control every 
feature important to the appliance builder, the dealer, and the cus- 

Ay tomer. Identical in performance and capacity to the now universally 
be accepted SLS-100, it is ideal where space below the control is lim- 
by A.G.A ited. The unit consists of a regulator, quiet automatic main gas valve 
and a 100% pilot shut off when required. A manual reset is avail- 
able in conjunction with automatic main gas valve. Every component 


is long proven and well accepted in the gas appliance field. 

Drawings, prices and samples of the SLS-120 series are now 

ready for manufacturers interested in reducing the over-all cost of 
gas control assemblies. 


@ COMPANY Write, wire or telephone for immediate action. 


14296 East Sixth Street, 


Distributed in Canada by Ontor, Limited. 
Corona, California. REdwood 7-3511 
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Milwaukee Secretary 
Speaker at Rockford 
SPEAKER at the June meeting of the 
Sheet Metal and 


tors Association of 


Furnace Contrac- 
Rockford was 
Robert S. Schmieder, executive secre- 
tary of the Sheet Metal Contractors’ 
Association of Milwaukee and of the 
Wisconsin 
Schmieder discussed the advantages 
and disadvantages of the Rockford 


state association. Mr. 


group incorporating, and explained 
why it is necessary for an association 
to employ an executive secretary. 
Other subjects he covered were labor 
negotiations, why an_ association 
should act as a bargaining agency, 
budgets for various association activ- 
ities, and the organization and fune- 


He also 


described the operation and organiza- 


tions of various committees. 


tion of the Milwaukee association and 
outlined his duties as executive secre- 


tary of that group. 


Kansas City Works on 
Contract for Servicemen 


THe SHeet Meta & Air Condition- 
ing Contractors’ Association of Great- 
er Kansas City reports that it has 


prepared a proposed contract for 


servicemen which is now awaiting 


formal ratification. The proposed 
contract calls for a 6 percent increase 
for all servicemen currently employed 
and provides for the establishment 
of a training program. A rate of 
$3.20 is proposed for qualified jour- 
neyman servicemen, with provisions 
to increase this rate over a period of 
four years to make it equal to that of 


journeyman sheet metal workers. 


Minneapolis Promotes 
Gutter Installations 

THe Air Conpitioninc & Heating- 
Roofing & Sheet Metal 


of Minneapolis recently published a 


Association 


brochure promoting the installation 
of gutters and downspouts for cir- 
culation among home builders. The 
booklet was prepared by the associa- 
tion’s general sheet metal section un- 


der the chairmanship of Bob Graving, 
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Sheridan Sheet Metal Co. 


Mr. Graving in the design and dis- 


Assisting 


tribution of the brochure were Thos. 
Burniece Sr., Burniece’s, Inc.; Bob 
Johnson, Cronstroms Heating & 
Sheet Metal Inc.; William Martin. 
Arrow Sheet Metal Co.; Dave Dalbec. 
Dalco Roofing & Sheet Metal Co.: 
and Howard Holmberg, Nokomis 
Sheet Metal Corp. 


New Officers, Directors 
For Rochester Association 


NEW PRESIDENT of the Master Sheet 
Metal, Furnace and Roofers’ Asso- 
ciation (Rochester, \. Y.) is Regi- 
nald MacLaughlin. Charles Dietz was 
elected vice president; Lester Wilson, 
treasurer: and Richard W. Friday. 
secretary. Chairman of the board is 
Fred Pike, past 
under him, for a term ending in 
1959. are John DeWitte. Orville 
Brandt and Earl Hughs. Directors 
whose terms will expire in 1960 are 
Charles Schmitt, Charles Dietz and 


George Isaac. 


president. Serving 


Newly appointed committee mem- 
Orville Brandt. 
William Gillette and William E. Wil- 
son; Welfare Al Vonhof, Burton 
Stevens and John DeWitte; Publicity 

Henry Jesserer and Robert Taylor: 
Fred 
Pike and Burton Stevens; Program 

George Ballard Jr., William Gil- 
lette, Irving Spalty and William E. 
Wilson; Membership Earl Hughs. 
Robert Hicks and 
George Isaac; Entertainment How- 
ard Willis and Maurice Whittaker: 
Insurance George Ballard Sr., 
William J. Schmitt and R. W. Fri- 


day; Apprentice Training 


bers are: Finance 


Grievance and Cooperation 


Taylor, George 


George 
Ballard Jr. and William C. Schmitt; 
Heating Code R. W. Friday, John 
DeWitte, Irving Spalty and Robert 
Taylor. 


Michigan Auxiliary 
Re-Aligns Functions 


Memeers of the Traveling Sales- 
Auxiliary of the Michigan 
Sheet Metal, Roofing, Heating and 


Asso- 


man’s 


Air Conditioning Contractors’ 


(Continued from page 100) 


ciation met recently in Lansing to 
discuss 


could 


the industry. Two committees were 


ways in which the group 


“promote, sell and educate” 


appointed, one to study finances and 
the other to revise the by-laws, Copies 
of the revised by-laws. as prepared 
under the direction of R. H. Pettinga. 
chairman of the by-laws committee, 
are now being mailed to members 
together with a letter requesting com- 
ments and suggestions. The rewritten 
by-laws provide that the Michigan 
Heating and Sheet Metal Auxiliary 
(as the group will be known) shall 
be an organization formed “to better 
selling conditions and to cooperate 
with the sheet 


metal and heatine 


trades, assisting them in any way 
possible for the betterment of the 


industry.” 


Dearborn Approves 
Reciprocal Licensing 


THe City or Dearsorn has ap- 
proved the reciprocal licensing agree- 
ment in effect in the Detroit area. 
according to N. J. Biddle. executive 
secretary of the Detroit Warm Air 
Heating Association. There are now 
68 communities participating in the 
plan. 


ASHAE Research Groups 
Present Findings 


THE SEMI-ANNUAL MEETING of the 


American Society of Heating and 


Air-Conditioning Engineers, held in 


Minneapolis 23-25, 


June featured 
reports on pulsations in gas furnaces 
with multiple port burners, use of air 
cleaners for air conditioning and 
ventilation, winter infiltration through 
swinging door entrances, and use of 
activated charcoal for air purifica- 
tion, 

The paper on pulsations in residen- 
tial gas furnaces is the third in a 
series of reports describing results 
obtained from a study of combustion 
noise problems in oil and gas fired 
residential heating equipment. This 
research is sponsored jointly by 
ASHAE, the American Gas Associa- 
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Why run in 
circles when 

you can go places 
with tested, 

tried and 


HULU 
HEATING AND 
AIR CONDITIONING 


You can depend on Round Oak for efficient, long-lasting satisfying operation. Design 
and construction are backed by more than 50 years of successful experience combined 
with intensive laboratory research and extensive field testing. Every new design and 
every improvement are proved and approved by “in-the-home” installations. 


You can bank on ready acceptance of Round Oak. Through the years, home owners 
have learned that Round Oak means low operating cost with minimum service. Builders 
and Financing Agencies know that Round Oak always delivers full value. 


Round Oak factory assembled equipment assures you fast, time saving, low cost installa- 
tions. Quality construction and easy-to-service design cut your first-year service liabilty to 
the bone. So you’re bound to end up with greater NET profits. 


IF YOU’RE TIRED OF GOING NOWHERE, TRY... 
. ae fre ---- ROUND OAK ---- 


Round Oak Co., Inc., Dowagiac, Michigan 


Gentlemen: I'm interested in going places with Round Oak. 
Please send me full information on your complete line of 
performance-proven heating and air conditioning equipment. 


NAME 





A ee 





STREET____ 





CITY 
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tion and the Oil-Heat Institute and is 
being conducted by Battelle Memorial 
Institute. 

The paper on air cleaners was 
authored by K. T. Whitby, assistant 
professor; A. B. 
R. C. Jordan, professor and head: 
and J. C. 
of the 


partment, 


Algren, professor ; 


Annis. research fellow. all 
mechanical engineering de- 
University of Minnesota. 
The report, describing apparatus and 
procedures for evaluating air condi- 
tioning and ventilating type air clean- 
ers, is the result of research sponsored 
by ASHAE in cooperation with the 
university and the U.S. Public Health 
Servic 2. 

winter infiltration 


door 


The report on 


through swinging entrances, 


based on research conducted by the 
ASHAE technical advisory commit- 
tee on heating and air conditioning 


le vads, 


presents results obtained in 


for the calculation of infiltration. 
“Activated Charcoal for Air Puri- 

fication” offers a method for 

puting cooling loads by 


com- 
using the 
pretabulated complex impedance 
characteristics of a typical wall con- 
struction. The paper is based on re- 
search studies sponsored by the so- 
ciety in cooperation with the Univer- 


sity of California. 


Wholesalers Attend 
Management School 


SEVENTY-SIX WHOLESALE EXECUTIVES 
from 26 states recently gathered at 
Ohio State University for an inten- 
sive training course in management 
sponsored by the National Associa 
tion of Wholesalers. Following lecture 


and discussion 


sessions, the whole- 


(Continued from page 102) 
Training.” the course included such 
subjects as human relations, leader- 
ship, insurance, stock turnover and 
control, small order problems and 
credit control. Considerable time was 
devoted to modern methods of selec- 
tion, training and supervision of 
selling and non-selling personnel and 
labor relations and negotiations. Simi- 
lar courses are planned for east and 
west coast universities in the spring 
of 1960. 


IHACI Appoints Directors 
To Fill Vacancies 


THe Instirute of Heating and Air 
Ange- 


les) has appointed two new members 


Conditioning Industries (Los 
to its board of directors to fill vacan- 
cies created by the resignation of two 


former directors. The new directors 


salers broke into small trade groups 


both field and laboratory tests undei to discuss practical ways and means 


are Jack Pennell, president of Jack 
Pennell Heating Co.. and T. L. Van 


Law. manager of industrial and com- 


winter heating conditions. Also given to apply new techniques of distribu- 


tion to their individual fields. Keyed 
to the theme that “Tomorrow’s Profits 
and an approximate general equation Will Reflect 


are the procedure and necessary data 


for calculating entrance infiltration 


mercial sales for the Southern Cali- 


Today's Management fornia Edison Co. 





Coming Events 


Roosevelt. New 
Executive Secretary, 234 Fifth 


York 1. 


September Orleans, La. R. C. Cross, 


Ave., New 


Sept. 0 


Chicago Warm Air Golf Associa- 
tion tournament. Ruth Lake Country Club. 
Hinsdale, Ill. George Bunt, Secretary, Jones Dec, 2-3 National Warm Air Heating and 
305 W. Hill- 


Heating & Air Conditioning. Ate ‘Coniitioatinn 


Association, committee 
erove. La Grange. Ill. 


meetings. Statler Hotel. Cleveland. George 
Boeddener. Managing Director, 640 Engi- 


Cleveland 14. 


October neers Tide. 

Oct. 13-15 
nual convention. Municipal 
Atlantic City, N.J. C. 
aging Director. 


York 17. 


American Gas Association, an- 

Dec. 4-5 National Warm Air Heating and 

S. Stackpole, Man- Air Conditioning Association, annual con- 

hen Wee vention. Statler Hotel. 
Boeddener, Managing Director, 640 Engi- 
neers Bldg.. Cleveland 14. 


Auditorium. 


son) | ecimetad Cleveland. George 


December 
Dec. 1-3 


tioning 


1959 
March 


Mar. 18-20 Michigan Heating & Sheet 
Metal Association, annual convention. Fort 
Shelby Hotel, Detroit. N. J. 

1035 EB. 


National Heating and 
Wholesalers. annual convention. 
Hotel Statler. Cleveland. W. R. Bull, execu- 
tive director, 1200 W. Fifth 
bus, Ohio 


Aircondi- 


Ave.. Colum- 


Biddle, execu- 


Dec. 1-3 Grand Blvd... De 


ing Engineers, semi-annual meeting. 


American Society of Refrigerat- 


Hotel 


tive se retary, 
troit 2. 
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GERWIN INDUSTRIES, INC. 


STANDARD MODEL 
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GLASS WALL MODEL 


MICHIGAN CITY, INDIANA 
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st 


FOLLANSBEE TERNE GIVES ROOFING AN EXCITING NEW DIMENSION 


< FOLLANSBEE seamless TERNE HAS UNUSUAL 
cS : 

@ 

S 


VERSATILITY FOR THE CREATIVE ARCHITECT 


It can be formed into many contemporary designs 

It can be custom colored 

It affords permanent protection 

It is safe 

It is easy to install 

It is economical 

WHAT IS FOLLANSBEE TERNE? 

As a word, terne means three. As a metal 

Follansbee TERNE is the combination of three metals 
steel, lead and tin. More properly, it is copper 

bearing cold-rolled strip steel with a lead-tin coating 

The coating is an alloy of 4 parts lead to one 

part tin. This makes TERNE’s surface perfect for 

painting and soldering. Since TERNE is basically steel 

its coefficient of expansion is lower than any other 

roofing metal; it is fire-proof, weathertignt 

windproof, and will last more than a lifetime 

You can form it—and it will never crack 

You can paint it immediately — 

no special treatment is needed 


FOLLANSBEE 


STEEt CORPORATION 
FOLLANSBEE, WEST VIRGINIA 


SEND TODAY FOR ADDITIONAL INFORMATION & YOUR FREE COPY OF STANDARD SPECIFICATIONS FOR FOLLANSBEE SEAMLESS TERNE ROOFING 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 


brief summaries of the applications of these products. For additional product 


information which is available, see this 


Automatic Humidifier 


“RETURN-AIRE” positive discharge automatic humidi- 


fier with single moving part—//errmidifier Co., Dept. 
14, Box 145, Neffsville. Pa. Mounted on 


downstream side of furnace. 


exteriol 
unit is connected to ex- 


isting fan control. Water supply is controlled automa- 


tically by adjustable float valve inside the unit. Daily 
capacity is over 4 gal. Unit introduces fine vapor into 
return side; vapor passes through furnace and filters 
and into living area. Filtering action is said to help 
remove dust and other foreign 


will 


matter from air. Cen- 


trifugal atomizer 


filters. 


unit not harm electrostatic o1 


throw-away 


Insulation Adhesives 


“SURE-STIK” MopeLs IC 201, IC 210 and IC 220 in- 
sulation adhesives for shop or job application of fibrous 
insulation to metal surfaces—/nsul-Coustic Corp., Dept. 
14, 42-23 54th Rd., Maspeth 78, N.Y. Adhesives are 
also suitable for adhering vapor barrier facings to in- 
sulations, sealing lapped edges of vapor barriers and 
sealing exposed edges of fibrous insulation inside air 
handling ducts where inner surface of insulation has 
been plastic lined to reduce fiber erosion. Adhesives 
remain tacky 1 to 2 hr, permitting coverage of large 
areas. Applied by brush or roller, adhesive covers up 
to 250 sq ft gal. IC 201 and IC 210 
(white) are solvent-thinned; IC 220 (black) is thinned 


with water for use in areas of fire hazard. 


per (clear) 


Belt Drive Fans 
Tyree BV 


factories, 


BELT DRIVE fans for general ventilation of 


hotels. schools. churches. hospitals, thea- 
ters and institutions—Vower Line Fan Co., Dept. AA, 
Plainfield, N.J. Featured all-steel 


are: welded con- 
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month’s New Literature department 


struction throughout, streamlined venturi orifice, pre- 
cision balanced blades. low power consumption and 


the 


speed V belt drive, one-piece orifice panel and welded 


minimum maintenance, 


company reports. Low 
construction are designed for quiet operation and 


strength. 


Packaged Heating System 


“PertM-Air-Pac” perimeter heating package includ- 
ing furnace in choice of three sizes. warm air and re- 


turn air plenums, all ducts. floor registers, controls and 


filter—Temco, Inc., Dept. AA, 4104 Park Ave., Nash- 
ville 9, Tenn. Design for basement, crawl space or at- 
tic, system has air diffusers near outside walls. It may 
be used to replace a floor furnace by using grille for 
return air register, Gas-fired furnace is rated al 
80.000, 100.000 and 120,000 Btuh input. Additional 
duct run is available if required. All necessary tape. 


cement. screws. wire and roofing nails are included. 


Fuel Oil Line Tester 


“CLEARITE” MULTIPLE PURPOSE tester said to purge oil 
burner without mess or odor, show up water or dirt in 


oil line and pump, give pressure reading to nozzle 


while bleeding pump—Jay Zee Mfg. Co., Dept. AA, 
Box 147, Oak Lawn, Ill. Also used for testing vacuum 
of pump, unit will show up any air leaks as well as 
high resistance in fuel line. Unit is designed to spot 
any problem which might occur between tank and noz- 
ale. 





ee good idea — 
these plug-in safeties*.. 


and flexibility’s the big reason why for both of us. 
We can stock one main line shutoff valve, and just 
plug-in the safety required —100%, non-100%, manual 
or automatic reset. On the line you make one run for 
all area requirements— plug-in the modifications. 

No stripped threads to hang up the line. Gives us 

a story for the dealer, too. He can handle either 

LP or city gases with a single safety by blocking off x ‘ 
the pilot take-off when you don’t need 100% 

safety shutoff. Cuts the dealer’s inventory —and it 
doesn’t take all day to change out a safety on 


a service call. Get it rolling, Fred. If you need me, mea 


I'll be in the old man’s office. 
TUNUE i 


TENT 
HEUTE 


tetecetetety 
¥ The General Controls plug-in-safety is available 


in three models: 100% safety shutoff, non-100%, manual 
or automatic reset, with companion General Controls 
main line gas valves. For complete information, call 


your nearest factory branch office, or write: 











GENERAL CONTROLS 


Manutacturers of America’s Finest Automatic Controls 
for Home, industry and the Military 
Glendale, Calif. + Skokie, Il!. « Guelph, Ontario, Canada 


Six Plants—42 factory branch offices serving the United States ana Canada 





Have you seen this faster way to 
insulate air conditioning ducts ? 


Bostitch stapling cuts insulating time in half 


This company has found a better way 
as well as a faster way to fasten 2-inch 
foil and Fiberglas insulation around air 
conditioning ducts. 


Workmen used to wrap wire around it 
and fasten it with pliers. Wire cut the 
workmen’s hands, tore the foil and 
crushed it. This method prevented full 
benefits from the insulation. 


Now to fasten foil, workmen use a 
Bostitch TS Tacker with outward clinch. 
They place the tacker in position—at 
l-inch intervals along the foil seam— 


Fasten it better and faster with 


BOSTITCH Hime 


ae a oe Oe a a AND 
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squeeze the trigger, and another staple 
adds its grip. 

The TS has cut insulating time in half! 
The stapler doesn’t snag the foil, in fact 
it can be used to mend tears. And if an 
error is made in positioning, staples are 
easily removed and replaced correctly. 


If you’re using old methods to install 
air duct insulation, find out how the 
Bostitch T5 Tacker can cut costs for 
you. Call your Bostitch Economy Man 
who is listed under Bostitch in your 
phone directory. Or send the coupon. 








OUTWARD 
CLINCH 
STAPLE 


Drawing shows how 
legs of outward 
clinch staple turn 
out to spread 

inside the work. 
Clinches inside soft 
materials entirely 
from the outside 





Bostitch 948 Briggs Drive, East Greenwich, R. |. 


Please send me information on ways stapling can save sheet metal 


fastening costs. 


Company 


ie a oe Oe 


Address 
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Instruction manual gives step-by-step procedure for 


each testing operation, the company reports. 


Condensing Units, Cooling Coils 


“LUXAIRE” AIR COOLED condensing units in 2, 3 and 5 
hp sizes for outdoor installation—C. A. Olsen Mfg. 
Co., Dept. AA, Filbert St., Elyria, O. Constructed of 
16 ga zinc coated steel with baked enamel finish, units 
feature top exhaust of condenser discharge air, centrif- 
ugal condense blowers. oversized condenser coils and 


heavy-duty 


motor-compressor units. Base channels 


yrromote drainage: pipe bushings are provided for 
| ply | 


mounting legs. Evaporator coils in circular design 
are engineered for plenum installations above highboy 
furnaces, in capacities to match condensing units. 
Round shape is designed for more compact construc- 
tion with increased cooling surface in smaller space 
and lower height. and improved condensate removal 
due to vertical side walls. Prefabricated plenum cham- 
bers are designed for slide-in installation of the coils. 
Duct type evaporator coils, flat in shape, are also avail- 
able for vertical mounting where air is discharged in 


one direction only. 


Power Roof Exhauster 


Tyre HI-D sertes HCB (centrifugal wheel) and HAB 
blade) belt drive roof exhauster—Jenn Air 
Products Co., Inc., Dept. AA, 1102 Stadium Dr., 
Indianapolis, Ind. Wheel or blade is located in top of 


(axial 


all-aluminum housing, for high air discharge with low 
contour appearance. Design features include: totally 
enclosed full ball bearing motor, permanently sealed 
pre-lubricated ball bearing tubular drive assembly, 
heavy gage stainless steel bird guards, adjustable mo- 
tor pulley for speed variation, hinge on housing for 
access to damper and drive, and positive locking mech- 
anism when unit is in closed position. HCB series 


is in 46 models with capacity ranges from 1620 cfm to 


110 


21,400 cfm; HAB series is in 24 models from 4130 to 
28.650 cfm. 


Portable Sheet Metal Brake 


SHEET METAL BRAKE with fold-up stand for transporta- 
tion in truck or car trunk—Fayette Mj/g. Co., Special 
Products Div., Dept. AA, Morenci, Mich. Brake weighs 
80 Ib, forms sheets up to 20 ga in most required shapes. 
Uniform pressure along entire 36 in. shoe is controlled 
by cam action of both handles. Unit is designed for 
channels, angles, S and drive clips, side rails, end 
caps, Pittsburgh seams, ducts. wall stacks. fittings and 
other sheet metal parts. 


Motor-Compressor Units 


MoTor-COMPRESSOR UNITS up to 15 hp for use with 
Dunham-Bush, Inc., Dept. AA, 179 
South St., West Hartford 10, Conn. Units are suction 


vas-cooled: 


refrigerant 22 


take-down 
for servicing and quick removal of valve plates for 


bolted construction facilitates 


inspection. Units are also available for use with re 
frigerant 12 from 114 hp to 714 hp. 


Materials Handling Units 


HIGH PRESSURE UNITS for handling materials such as 


cement, 


sand. iron oxide. corn, salt wool. 


paper, 


shavings and other “heavy” 


products which can be 
Quickdraft Corp., Dept. AA, 1650 W. 
Tuscarawas St.. P.O. Box 87. Canton 1. O. Air han- 


moved by air 


‘ 
dling units generate powerful negative static 


pressures 
by injecting air from high-pressure single wheel blow- 


ers through venturi orifice. Blowers, motors, bearings 
and other moving parts are not exposed to materials 
flow. Diameters are from 6 to 30 in. Materials can be 
moved horizontally, vertically or at any angle of in- 
cline. Unit. motor and blower are installed near de- 
livery end of exhaust line. Materials can be picked up 
through flexible tube, from fixed point or from multi- 
ple points on line. Unit is also available ‘in acid-resis- 
tant vitreous enameled no. 316 stainless steel. rigid 


plastics, and plastic and glass fiber coatings. 
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5e-INCH FIRE CLAY 
TILE INNER LINING 


3-INCH VERMICULITE- 
CONCRETE 
INSULATING WALL 





ASBESTOS-CEMENT 
OUTER JACKET 





Masonry flue gives packaged chimney high draft 


Masonry flue sections of the Van-Packer Chimney provide greater draft, os 
assuring more efficient furnace operation and cutting needless furnace comes cap 
service call-backs. Masonry sections are quieter—won’t transmit furnace 

or fan noises. You profit on the entire heating system when you install Brick-design 

a furnace and a Van-Packer Chimney. See your Van-Packer jobber (in _ pane housing 
Yellow Pages under “Chimneys—Prefabricated”) or write for Bulletin 

RS-1-11. Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


=aa=4 


oe 

= : (s ®)\ 
. : : ° . . é & 
Attractive housing in red, One man easily and quickly Van-Packer Chimney comes § Up } 
buff, white, or gray brick col- installs a Van-Packer in 3 in easy-to-handle cartons, in- ~ ‘i 
ors, with natural mortar lines hours, with no special tools. cludes flashing and cement. ET 


. = Van-Packer Company © Division of The Flintkote Company 
Van-Packer sea" Chimney 


P.O. Box No. 306, Bettendor!, lowa * Phone: East Moline, Ill. 3-5288 
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Brownell Hall School, 
Omaha, Nebr. 

Boyer, Biskup & 
Widstrom, architects; 
Nance Eng. Co., 
engineers; 

Parsons Const. Co., 
gen. contractor; 


Nebraska Sheet Metal 
of Omaha, heating 
contractor. 


HARTSVILLE, S. C. 
LA PUENTE, CALIF. 
MONTCLAIR, N. J. 
AKRON, INDIANA 
LONGVIEW, TEXAS 
ATLANTA, GA 
BRANTFORD, ONT. 
MEXICO, D.F. 


"smc DUCT 


Installed 


as supply 
lines in 

this Omaha 
school! 


The installation is typical of the widespread vu: of 
SONOAIRDUCT fibre duct by contractors who have found 
they can save time and labor, without lowering the quality 
of construction. Duct sizes ranging up to 26” I.D. were 
used on this job. 

Economical SONOAIRDUCT fibre duct is ideal for slab 
floor perimeter heating or combination heating and cool- 
ing systems where duct is encased in concrete. 23 sizes, 
2” to 36” I.D., in standard shipping lengths of 18’. Special 
lengths also available. Meets and exceeds F.H.A. criteria 
and test requirements for products in this category. Free 
installation manual. See our catalog in Sweet's. 


For complete information and prices, write— 


QINOCce 
Construction Products 


SONOCCO PRODUCTS COMPANY 
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Remote Cooling System 


“Moncrier” 2, 3 and 5 hp air cooled 
condenser-compressor unit with com- 
panion add-on cooling coils—Henry 
Furnace Co., Dept. AA, Medina. 

Enlarged coils and centrifugal blow- 


ers are designed for increased capac- 


ity. Condenser-compressor units have 
16 ga zinc-coated steel cabinets. 
Round cooling coil is said to provide 
more cooling surface. Coil is installed 
in warm air plenum of highboy fur- 
nace. Supporting drain pan facili- 
tates installation in plenum. Prefabri- 
cated plenum chamber is also avail- 
able. Duct type cooling coils, also 
available, are vertically mounted in 
heavy gage steel cabinet for con- 


nection to ducts. 


Portable Riveting Tools 


LIGHTWEIGHT HAND TOOL for setting 
aluminum rivets of 3/32, 1/8 or 
5/32 in. diameter and monel or steel 
rivets up to 1/8 in. in diameter, and 
PRG hydraulic gun which consists 
of air-hydraulic intensifier, portable 
riveting gun and connecting hoses 

Pop Rivet Div., United Shoe Machin- 
ery Corp., Dept. AA, West Medway. 
Vass. The 70 to 100 psi intensifier 
connects to shop air outlets, boosting 
pressure at ratio of about 40 to | at 
minimum operating pressure. Intensi- 
fier connects to riveting gun with 8 
ft hose. Rivet is placed in gun or 
work and cycle is completed by 
squeeze on trigger. Changeable col- 
lets, lightness in weight and high 


cycle speed are featured. Special 
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No chattering .. . 


PENN RIMSET 
~ THERMOSTAT © 


gives you more features 
to make selling easier! 


No leveling . . . 





No squinting .. . 





Just dial 


the rim... 
easiest to set... 
easiest to read 


Only Penn’s RIMSET provides so much accuracy, dependability, 
extra convenience and beauty ... it has the features customers want 
and can’t get with any other thermostat. And Penn’s RIMSET is so 
versatile — with various interchangeable sub-bases available for 12 
different heating and cooling jobs. On your next installation use 
Penn’s RIMSET ... the thermostat that helps close sales faster .. . 
and keeps service calls to a minimum! 





Type 520 liquid expan- 
sion combination fan and 
limit control with cali- 
brated dials for warm 
air furnaces 


You'll keep 
more profit with 
PENN CONTROLS 


. because Penn automatic controls “stay on the 
Type 926 gas valve | ‘ 


with straight- job” longer! On any type of heating system, 
through flow and properly installed Penn controls with their pre- 
vertical self-clean- 
mend art rpen your customers of the better heating comfort you 
lots available 


cision accuracy and dependability always assure 


sell. It’s the kind of trouble-free performance that 
creates better-satisfied customers ... more sales 
and more profit for you. One job will convince you 

. specify and install Penn controls on your next 
heating job. Ask vour burner manufacturer 
or W holesaler. 





Oy Oil burner stack switches 
Type 442 safety limit or either in single or two- 
operating immersion unit models. All available 
control with “trigger- for continuous or inter- 


quick” response for hot mittent ignition service 
water jobs. 


PENN CONTROLS, VNC. esse. sie 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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heads are available 


Hand 


are for slower production (under 300 


riveters 


joints per hour). 


Axial Flow Fans 


SERIES 3500 motorized axial flow fans 
for mounting directly in ducts and 
stacks for supply air or exhaust ap- 
plications—W estinghouse Electric 
Dept. T-187- 
Hyde Park. 


Corp., Sturtevant Div.. 


14, 200 Readville St.. 


Boston 36. Fans are in seven sizes 
for ducts and stacks from 18 to 42 
in. inside diameter; ratings are from 
2410 to 36,700 cfm. Anchored shaft 
design permits universal mounting in 
stacks, 
gage steel-welded unit is adapted to 
application — of 


horizontal ducts or Heavy 


corrosion — resistant 
coatings. Belt adjustment and bear- 
ing lubrication can be performed eX- 
ternally. 


Fire Relief Unit 


“PYROJECTOR™” AUTOMATIC fire and 
explosion relief unit, redesigned to 
provide flat dampers which permits 
use of improved insulation—Swart- 
wout Co., Dept. AA, 18511 Euclid 
{ve., Cleveland 12, O. In fire or ex- 
plosion emergencies, unit opens auto- 
matically to release heat, smoke and 
explosive blasts of 10 Ib per sq ft 


or more 


upward — through 


roof. 
Stronger torsion springs have been 
added to assure positive opening ac- 
tion when fusible link in triggering 
mechanism reaches 212 F. Unit pro- 
vides 28 sq ft of free escape area, the 
company states. 
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"The NEW 


M Quay 


STAINLESS STEEL FLUE 


PACKAGE 
CHIMNEY 


|) and engineered by 
McQuay, and suitable for all fuels, 
(Type A) this new package chimney 
has a 7” stainless steel flue with alu- 
minized steel interliner and outer 
casing. The interliner is supported by 
the exclusive McQuay stainless steel 
tension spring spacers for strength, 
rigidity and durability. 

This McQuay thermo siphon de- 
sign permits quick drafts and even 
temperatures from top to bottom for 
peak efficiency. There is nothing to 
deteriorate, nothing to collect soot. 
Roof housing is large, measuring 16” 
x 20” with a 20” x 24” cap. 

For the best results, and for greatest 
economy, recommend and use this 





McQuay stainless steel 
tension springs separate 
and firmly position stain- 
less steel flue. 











McQuay package chimney on 


every job. Territories are now being assigned. Write McQuay, Inc., 


1653 Broadway Street N.E., Minnea 


polis, Minnesota. 


Meets the Original and More Severe Underwriters’ 
Laboratories Standards 103, March, 1956 


Veet 


ECONOMY— Costs from one-third to 
one-half as much as brick installed. 
All pre-assembly has been done to 
eliminate costly on-the-job time and 
labor. 


SAFETY— Listed under the re-exami- 
nation service of Underwriters’ Labo- 
ratories, Inc., and on the approved list 
of F.H.A. and V.A. 


QUICK AND EASY INSTALLATION 
Average installation time is less than 
one hour after openings are prepared. 


LONGEST SERVICE LIFE — Flue is of 
Stainless steel to permanently with- 
stand effects of combustion gases. 
Starter box and starter sections are in 
one unit. Standard 24”, 18” and 12” 
sections give any desired length. 


LIGHT WEIGHT—Load on support 


joists is only 9 pounds per foot of 


chimney length. 


SHIPPED COMPLETE — with easy-to- 
follow instructions for installing. Units 
are individually packaged. 
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Power Roof Exhauster 


“Super, Atr-VANS” power roof ex 
hausters moulded in reinforced glass 
fiber—Gallaher Co., Dept. AA, 4108 
Dodge St., Omaha, Nebr. Entire unit 
fiber, 


dampens sound. 


210,000 
BTU’S 


absorbs and 
Material is light- 


corrosion-resistant 


which 


is glass 
weight, 


strong, 


The sooner a gas flame completes com- 
bustion, the hotter and more efficient it 


TURBO-HEAT you can even convert difficult 
or troublesome heating plants into well 


becomes. 
THE ae RBO-HEAT 
Power Gas Burner produces a flame only 


6” long at 210,000 BTU's. No other burner 
is as efficient as the TURBO-HEAT. 


Combustion efficiency is the most impor- 


tant single element in a gas burner. With 


heated homes at reduced fuel costs. 


The secret of the “Hottest Flame” is 
described in Bulletin #PBS-4185.... Learn 
why the TURBO-HEAT is the lightest, most 
compact, easiest to wire and install gas 
burner ever produced. Write today for 
complete information and prices. Bulletin 
#PBS-4185. 


MANUFACTURING COMPANY 
Dept. A, 1052 East 134th Street, Cleveland 10, Ohio 
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perforated metals 


The perception of the Industrial 
Designer and other men of ideas, 
in the selection and adaptation of 
aesthetically interesting and func- 
tionally honest mediums, is con- 
stantly proving the versatility of 
H & K Perforated Metals. 


For more than 75 years, Harrington 
& King has helped to broaden the 
horizons of industrial design 
through the creation of unlimited 
patterns in both metallic and non- 
metallic materials. If perforated 
materials can be utilized in your 
product, our sales engineers will 
be pleased to work with you. 


Write for catalog today! It shows 
thousands of patterns. 





*Product Development by William M. Schmidt Associates 


Harrington & 


PERFORATING CO. 


Chicago Office and Warehouse . 
5649 Fillmore Street 
Chicago 44 Illinois 


New York, New York 


INC. 


New York Office and Warehouse 


114 Liberty Street in reduced size 








and maintenance free, the company 
points out. Color saturated material 
never needs painting. Motor is out of 
air stream and protected by air seal 
which creates curtain of air under 
negative pressure around motor shaft. 
Maximum curb is 4 in. Silhouette is 
low. Capacities range from 100° 
11.000 cfm: 


to 4 in. 


static pressures) range 


Gas-Fired Furnaces 


LINE OF GAS-FIRED furnaces featur- 
ing heat exchangers of “Tri-alloy” 
metal and ceramic combination fused 
to steel—Bryant Mfg. Co., Dept. AA, 
2020 Montcalm St., Indianapolis 7. 
Alloy is said to protect against high 
heat and corrosive flue gases and 
condensation when furnace is not in 
use. Furnaces, designed to accom- 
modate add-on cooling, are in high- 
horizontal 


boy, counterflow and 


models. 


Flexible Duct Liner 


“FIBERGLAS” MAT-FACED flexible duct 
liner for internal application on all 
rectangular and round metal supply 
and return air ducts—Owens-Corning 


Fiberglas Corp., Dept. AA, National 
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STEINEN DRAFT REGULATORS 
ore perfectly balanced. Combination 
draft setter—sets draft automatically 

are] olIPAct Ml oleliolile-etaloM ole latMiel ol) 
Telel sre] 


STEINEN DRAFT REGULATORS 
feature the exclusive “Acro-Lok 
on all commercial models. Prevents 


tampering—eliminates oleh -we Zeldlelilela) 


STEINEN DRAFT REGULATORS 
are easier to install—actually saves 


25 a felitelitelaMmiluil= 


STEINEN DRAFT REGULATORS 
are available in a wide selection of 
models from 6” to 32” to meet 
all residential and commercial 
requirements. 


These are only a few of the com- 
bined fourteen features of this 
outstanding Steinen line. Write for 
complete information today! 

SINCE 1907 


Wm. Steinen 
Mfg. Co. 


Bruen Street, Newark, N.J 


©wWm. Steinen Mig. Co., 1957 
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Bank Bldg. Toledo 1, O. Liner has 
low air friction coefficient (0.020 
maximum when adhered inside _fin- 
ished duct). and is fire-resistant. 
Smooth glass mat face is bonded to 
insulation and may be used at air 
velocities up to 1000 fpm. Features 
are low thermal conductivity (0.24 at 
75 F) and noise reduction coefficient 
of 0.70 to 0.80 in 1 in. thickness. 
Liner is in 14 and 1 in. thicknesses, 
24, 36 and 48 in. wide, in 100 and 
50 ft rolls. 


Gang Sheet Slitter 


Mover GS636 GANG sheet slitter with 
six sets of cutters adjustable over 36 


in. cutting width—Flagler Corp., 


Dept. AA, 19327 Filer Ave., Detroit. 
Unit has two spring loaded, microm- 
eter-adjustable feed rolls and takeoff 
rolls. Unit makes six cuts simul- 
taneously on 20 ga or lighter ma- 
terial at 200 fpm lineal velocity. 
“Vari-drive” speed unit enables op- 
erator to make fewer cuts on heavier 
material or more cuts on lighter ma- 
terial than rated capacity. Cutter as- 
semblies are detachable; bearing 


points are pressure lubricated. 


Packaged Air Conditioners 


Series HAH HwortzontaL self-con- 
tained air cooled central air condi- 
tioners and HAH-HP heat pumps 

Mathes Co., Div. of Glen Alden 
Corp., Dept. AA, 1501 E. Broadway 
Ave., Ft. Worth 5, Tex. Units are 


Sell Draft King 
Chimney Caps 


You make money ... 
Customers save money! 


The Perfect Cap for all Chim- 
neys, Flues and Ventilators. 
You'll do a volume business with 
Draft King when customers learn 
of its money-saving benefits. 
Draft King turns flue gases into 
perfect heating combustion—elim- 
inates chimney clogging soot and 
costly fuel waste. No moving parts 
—nothing to wear out. Made of 
either all-weather galvanized steel 
or aluminum, 


Other DRAFT KING 
Customer Benefits: 


Wind, rain, snow and ice proof 
Eliminates damaging chimney fires 
Acts as a spark arrester 

Prevents pilot blowouts 

Easy to install 

Improves appearance of chimney 
Priced under competitive makes 





SIDE DRAFTS 


Stops ALL * 
draft = 
troubles! tr 








UP DRAFTS DOWN DRAFTS 
VESEAEELY 
G; 
te , 
tt ; 4 
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A. R. WOOD MFG. CO. 


Luverne, Minnesota 





/ @eracemey 
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Now he can get a full night’s sleep... 
thanks to the Metalbestos “Safety System” 


“Midnight call-backs” used to cheat this installer out of a full night’s rest. 
He’s relaxed now, though, knowing that the “Safety System” protects him 
... and his customers . . . from these consequences of faulty gas venting: 

* “False leaks” that are actually vent condensation 

* Stale, polluted air from draft hood spillage 

* Pilot failure resulting from carbon-dioxide-loaded vent gases 

The Metalbestos “Safety System’ puts a permanent end to all these after- 
hour complaints... because draft hood spillage and condensation are im- 
possible when an all-Metalbestos vent is designed and installed according 
to the Metalbestos “Safety System’ Gas Vent Tables. 


Learn how the Metalbestos Gas Vent Tables simplify installations... maintain 
your quality reputation by eliminating wasteful ‘call-backs.” Write Dept. B-8. 


Stocked by principal distributors in major cities. Factory warehouses in 


METALBESTOS oss 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 


Akron, Atlanta, 
Chicago, Dallas, 
Des Moines, 

Los Angeles, 
New Orleans, 
Woodbridge, N. J. 
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in 2. 3 and 5 ton models. Laminated 


base increases structural _ rigidity. 
Cabinets are 16 ga steel; electrical 
components are in weatherproof box 
in cabinet. Heat pumps have auto- 
matic changeover from heating to 
cooling, automatic fan limit control 
and de-icing switch. Supplementary 
electrical resistance heating is avail- 
able. 


Damper Set 


“Roto-Link” Opposed or parallel 
blade coordinated damper set for 
multi-blade {merican 


Foundry & Furnace Co., Dept. AA, 


applications 


10th & Washington Sts., Blooming- 
ton, Ill. Multi-leaf damper blades are 
connected for parallel or opposed rota- 
tion outside the air stream by cable- 
belts and rotors fastened to each 
blade shaft. Torque requirements are 
reduced and uniform throughout 
blade travel; narrower blades may 
be used in opposed blade dampers; 
backlash of blades is eliminated, the 


manufacturer reports. 


Gas-Fired Furnaces 


“CLIPPERETTE highboy — gas-fired 
furnace for small homes, in three 
models rated at 58,000, 80,000 and 
105.000 Btu input 
pliance Mjg. Corp., Dept. AA, 1005 
4 St.. San Rafael, Calif. Heat ex- 


changer is streamlined, die-formed 


Temperature Ap- 


and electrically welded. Unit has re- 


silient motor mounts, direct-drive 
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FROM MASTER-CRAFT 


NEW LARGE CAPACITY 
SOOTMASTER 
FURNACE CLEANER 


The engineering principles used 
to develop MODEL 581 have 
made furnace cleaning more eco- 
nomical than it has ever been 
before. 

The THROWAWAY filter bag 
provides a safe easy method of 
soot disposal. 

Lightweight, more powerful, new 
larger capacity container, larger 
filter area designed for lasting 
suction, plus new power cooling 
design make this machine quieter 
and easier to use than any other 
suction cleaner available. Protec- 
tive rubber bumper around base. 


FASTER, EASIER CLEANING 


THAN EVER BEFORE 
only *127-50 


Slightly higher in Canada and west of Rockies 


COMPLETE WITH 27°’ CREVICE TOOL, UTILITY NOZ- 
ZLE, 6° FLEXIBLE METAL HOSE, 10° DUCK COVERED 
HOSE & 10 DISPOSABLE FILTERS 


Blower MODEL 581A available at slight extra 
cost. 


Send for literature. Jobber-Distributor inquiries 
invited. 


Te ee goo: 

MASTER-CRAFT 
SUPPLY CO., INC. 
W. HAVERSTRAW, N. Y. 


Manufacturers & Suppliers of Cleaning Equipment 
Distributed in Canada by Imperial Refractories, Ltd. 
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blower. summer blower switch and 
gas connection to either side. Each 
model is approved for 1 in. side and 
back clearance, suitable for alcove 
or closet installation, the manufac- 
turer reports. 


Dust Collectors 


Type M unit dust collectors in three 
sizes rated at 450, 900 and 1800 cfm, 
designed for compactness—KAirk & 
Blum Mfg. Co., Dept. AA, 3100 


Forrer St., Cincinnati 9, O. Largest 


unit is 26 X 40 & 721% in. Dust- 
laden air is delivered to a small diam- 
eter, centrifugal pre-cleaner where 
larger particles are removed, then 
passes through steel wool filter pads 
thick. Dust 


gasketed sliding drawers secured with 


3 in, receptac les are 
hand wheel. After-cleaner is acces- 
sible through expanded metal panel. 
If clean air is not to be reused, filters 
are replaced with airtight closures 
and air is vented outside. Exhaust 
stack connections are at top. Re-entry 
and venting are accomplished by us- 
ing both exhaust stack and_ filters, 
changing over with a damper in the 
stack. Units are direct connected to 
3600 rpm motor. 


Air Conditioning Line 


CENTRAL AIR CONDITIONING units in 


self-contained — and remote system 


models—Lincoln Air Control Prod- 


ucts, Inc., Dept. AA, 


Swarthmore, 


Aq 


ANYTIME! 


AIR FILTER 
GAGE 


With the Dwyer Air Filter 
Gage you can be sure of 
maximum filter efficiency 
because you know the exact 
time to replace filters, every 
time. Gives a continuous, 
accurate check that spots 
inefficient filters, yet pre- 
vents waste through pre- 
mature replacement. 

The Dwyer measures fil- 
ter efficiency the only prac- 
tical and economical way — 
via pressure drop. Quickly 
pays for itself through sav- 
ings in replacement and 
service time and greater 
operating efficiency. 

Break-proof plastic con- 
struction, lifelong accuracy, 
simple installation, no mov- 
ing parts to ever wear out 
or get out of adjustment. 
Ranges 0-12”, 0-1”, 0-2” and 
0-3” water. A complete unit 
with all necessary tubing, 
fittings, etc. 


Write for Bulletin C10 


F.W. DWYER MFG. CO. 
P.0. Box 373-F ~. MICHIGAN CITY, IND. 
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Pa. Remote systems are rated at 2. 
3, 344, 4 and 5 hp, ranging from 
23.100 to 60,600 Btuh. Included are 
EB evaporator-blower units with ad- 
justable four-way louvers and return 
grille filter, or UB universal blower 
units for existing systems or sepa 
rate duct work, in choice of air di- 
rection; “A” cooling coils for vertical 
air flow or “H” coils for horizontal 
flow, for plenum or duct installation; 
and compressor-condenser unit with 
oversized condensers and horizontal 
low velocity air flow. Self-contained 
19.700 to 40.000 


Btuh, feature capillary tube refrig- 


units range from 


erant feed system, large coil surfaces, 


large centrifugal blowers. Units are 


| air cooled. 


Duct Hangers 


ZINC PLATED HANGERS for round and 
square ducts, each in six lengths 


4. M. Hexdall Co.. Dept. 14, Mor- 








YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 200 feature 
pages on Air Conditioning and 
Warm Air Heating; 125 pages on 
Sheet Metal Fabrication and Con- 
tracting; 165 pages on Management 
Methods. That’s 490 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod 
ucts, Trade Literature, Association 
Activities, etc. 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to 
ward better methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also 
correct practices in design, fabrica- 
tion, installation, and servicing. 


@ Just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 


REALLY WORKS! 


Tested and Proved in Thousands 
of Successful Installations... 


2 


dering now, you'll automatically get 
the next big annual Buying Direc- 
tory described below. 











If you've been irritated and annoyed 
with ineffective evaporating-type 
humidifiers, BON-AIR is for you! 
First completely automatic atomiz- 
ing humidifier at a popular price! 
Virtually eliminates troublesome 
liming and mineral concentration 
problems. 


TO KEENEY PUBLISHING COMPANY 
6 N. Michigan, CHICAGO 2, ILL. 


O.K Enter this subscription for 
AMERICAN ARTISAN to start 

or first possible issue — fer 
checked below, at special introductory 
rate of 


¢ NOTHING MORE TO BUY .. . EVER! 

© COMPLETELY ASSEMBLED! 

© SPEEDY INSTALLATION ON PLENUM, 
DUCT OR COUNTER FLOW FURNACES! 


ris, Ill. Sharp prong at one end is 
used to pierce duct, then hanger is 
turned around and positive lock end 


is inserted in hole and tapped into 


[] 3 Years, (36 big issues) $6.00 
Saves you $3—Same as 1 year FREE. 


[) 2 Years, (24 big issves) $5.00 
Saves you ONE DOLLAR CASH. 


Check here [] for l-year trial for $3. in U.S 


place; prong is driven into joist to 


POSITIVE, CONSTANT 
HUMIDIFICATION 
YEAR AFTER YEAR! 


BON-AIR ATOMIZING HUMIDIFIER 


Rates to Canada = 3 yrs., $10; 2 yrs., $7, 
support duct. Suitable for any type of saa tints 


(It is urderstood that this will bring me the 
Annual suyers’ Guide Directory of Equipment 
Manufacturers and Trade Name Index in each 
Januaiy issue.) 


duct material, hanger can be twisted 
to desired position with pliers. Posi- 
tive lock prong opposes movement of ( I enclose check for $ 


-C) Send bill 
later. 
body of hanger; creep and snap ac- 





tion are eliminated, the company My Name tesa + 
I (Please Print) 
states. 


Title 


HUMIDIFICATION 


Gas-Fired Furnace | Firm 


Order from your Jobber or 
write for information... 


“ARROW GAS-FIRED furnace in six Street 
models ranging from 75,000 to 250, 
Dowagiac Steel 
Furnace Co., Dept. 4A, Beeson St.. 


Dowagiac, Mich. Units have rocket- 


City 
Engineered & Designed by OOO Btu 


ARKLON MANUFACTURING CO. 


P.O. Box 3501 e Cleveland 18, Ohio 


input 


Postal Zone No. 





Business .. 
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HELP US KEEP THE 
THINGS WORTH KEEPING 


Gently, he starts her on 
another adventure in a 
wonder-filled world. 

Will her world always be 
so peaceful, so free? You 
can help it be—by helping 
to keep the peace. 


But peace costs money. 
Money for strength to keep 
the peace. Money for sci- 
ence and education to help 
make peace lasting. And 
money saved by individuals. 


Your Savings Bonds, as a 
direct investment in your 
country, make you a Part- 
ner in strengthening Amer- 
ica’s Peace Power. 

The chart below shows 
how the Bonds you buy will 
earn money for you. But 
the most important thing 
they earn is peace. They 
help us keep the things 
worth keeping. 

Think it over. Are you 


buying as many Bonds as 
you might? 





WOW YOU CAN REACH YOUR SAVINGS GOAL 
WITH U. S. SAVINGS BONDS 


(in just 8 years, 11 months) 





you | $9500 | $5,000 | $10,000 


want about 











h week, 
cock 45 | suse | $1875 





This shows only a few examples. You 
can save any sum, buying Bonds by 
Payroll Savings or where you bank 
Start your program now! 











? “ 7 s - 
edt wal * 
Photograph by Harold Haima 


HELP STRENGTHEN AMERICAS PEACE POWER 


BUY U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertising. The Treasury Department thanks, 
for their patriotic donation, The Advertising Council and this magazine. 
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PEXTO sicunen 


POWER AND MANUALLY OPERATED Squaring Shears « Ring and 
Circle Shears * Rotary Slitting Shears *« Brakes and Folders « Flang- 
ing Machines « Slip Roll Forming Machines « Grooving Machines 
* Turning, Burring, Wiring Machines ¢ Crimping and Beading 
Machines *« Double Seaming Machines « Lever Shears and Punches 





Power slip roll 
Foot squaring shear forming machine 





— 


Ring and circle shear Slip roll forming machine 





Combination 
Adjustable bar folder brake and folder 





Double seaming machine Combination rotary machine 





alse eee 


A Complete Line of 


HAND TOOLS 
and STAKES 


THE PECK, STOW & WILCOX CO. Southington, Conn. U.S.A. 


A complete line of machines and tools for Sheet Metal Fabrication. 
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shaped heat exchangers and large 
filter areas for reduced air resistance. 
Oversized blower is included to ac- 
commodate add-on air conditioning. 
Drilled port cast iron burner, floating 
baffles resting on asbestos cushions. 
foil and mineral wool lining for in- 
sulation combine for quiet operation. 


the company reports. 


Attic Fan 


“DeLuxe HVB” artic FAN.) which 
floats on springs, isolating fan from 
ceiling or wall to absorb noise and 
vibration—Chelsea Fan & Blower 
Co., Inc., Dept. AA, 639 South Ave., 
Plainfield, N. J. Features are all- 
steel welded construction, ball bear- 
ing fan and motor. Unit operates on 
ordinary house current; fan is de- 
livered fully assembled with motor 
and cutoff switch. 


Wall Furnace 


No. 500-WFDD recessed wall heater 
with dual controls, rated at 50,000 
Btuh—-Ohio Foundry & Mfg. Co., 
Dept. AA, Penn R.R. & Slack St. 
Steubenville, O. Unit features built- 
in steel divider between dual heating 
sections. Four types of control sys- 
tems are available. Burner is cast 
iron, one-piece construction with lock 
type air shutter; pilot burner is rigid 
and non-linting. Rigid steel headet 
anchors in standard studding to align 
heater, support vent. Unit burns 
natural, manufactured, mixed and 


» 7 
LP gases. 


Spot Welder 


AIR OR WATER cooled spot welder for 
portable or pedestal operation—Mer- 
it Co., Dept. AA, 2124 W. Chicago 
fve., Chicago 22. Features include 
automatic electronic timer and con- 
tactor designed to assure consistent 
welds, welding capacity up to 3/16 
in. combined thickness on variety of 
metals and linkage device which per- 
mits variable tip pressure from zero 
to 1000 lb quickly. Unit is % 
1814 in. 
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Gas-Fired Unit Heaters 


Duct TYPE gas-fired unit heaters in six models rated 
from 50,000 to 165,000 Btuh input-——American-Stand- 
ard, American Blower Div., Dept. AA, Detroit 32. 
Vich. Side-mounted gas controls are suitable for con- 
nection to either side. Units have low-voltage control 
and 24-v transformer with dual primary circuit suita- 
ble for either 115 or 230-v connection. Units are de- 
signed for all types of commercial and industrial ap- 
plications, for modernizing outmoded central fan-heat- 
ing and ventilating systems. for adding heat to air con- 
ditioning systems, or for booster application for ex- , ; 

an attenuation with low pressure drop, the company 
panded buildings with under-capacity central forced eae ee : 
states. Circular shape permits applications with pres- 
sures up to 100 in. WG. 


air heating installations. 


Round Duct Silencer Remote Air Conditioner 


“Quret-Duct Conic-FLOW SILENCER” noise control “CHAMPION SERIES” model CA40 air cooled remote 


unit for round air conditioning and ventilating ducts summer air conditioning unit in 43,500, 46.000 and 


Industrial Acoustics Co., Ine., Dept. AA, 341 Jackson 8.000 Btuh capacities—York Corp., Subsidiary of 


fve.. New York 54. Circular shape was developed to Borg-Warner Corp.. Dept. AA, Roosevelt Ave., York, 
eliminate need for transition sections. Made in diam- Pa. Featured are top air discharge; high speed, direct- 
eters from 6 to 60 in. and in lengths from 4 to 10 ft. driven propeller fan, acoustically-insulated compressor 


units are said to meet air flow specifications from 100 compartment, hermetically sealed compressor, locked 


to 100.000 cfm for any desired attenuation. They are control panel doors and complete weather protection. 


= Cincinnati Elbows 
really get around 


For the right angle on the right connector, specify 
Cincinnati Elbows. Precision shaped and tapered 
on fully automatic machinery for positive uni- 
formity, Cincinnati Elbows slip together effortless- 
ly for a sure, tight fit. Once installed, they look 
better and last longer, because they’re hot-dipped 
after formation for a smooth, rust-resistant finish. 
So, next time, don’t take chances. Order easy- 
fitting Cincinnati Elbows. Available in all sizes, 
angles and gauges in copper, aluminum, stainless 
or galvanized steel. Ask your jobber today. 

















CINCINNATI ELBOW CO. | 


4730 Madison Road e Cincinnati 27, Ohio 
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Wie 


cut production costs 


on this kind of work 
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DAMPER BLADE 
STANDING SEAM 


GRAVEL 
sToP 


OG GUTTER 











DUCT SECTION 








CHICAGO PRESS BRAKES 


with the plus features 
for 
SHEET-METAL WORK 


Models A, B,C, L 
3, 36, 50 and 60 Ton Capacities 


Models 131 and 265 
11 and 25 Ton Capacities 


Complete literature, or recommendation on any job upon request 


Distributors in all principal cities 
#stridutlo / pri ip. iid 9245 


EHICAGO) _Press Brakes Straight-Side-Type Presses Press Brake Dies 





Hand and Power Bending Brakes + Special Metal-Forming Machines 


DREIS & KRUMP 


MANUFACTURING CO. 


7404 South Loomis Boulevard, Chicago 36, Illinois 


124 


new literature... 





Steel Stock List 


POCKET SIZE BOOKLET lists stocks of steel including 
rounds up to 9 in. dia., flats up to 3 X 6 in., shapes, 
angles, channels, hot and cold rolled sheets and strip, 
galvanized sheets and strips, galvannealed and long 
terne sheets. Processing operations are also described, 
including electric eye flame cutting, bar shearing and 
automatic sawing, sheet and plate shearing, edging, 
slitting, roller leveling and corrugating—Great West- 
ern Steel Co., Dept. AA, 2300 W. 58th St., Chicago. 


High Velocity Filters 


BuLLETIN 130 describes high velocity * Aerosolve” 
filters designed to handle 80 percent more air volume 
per sq ft of face area than standard “Aerosolve” filters, 
with no increase in pressure drop. Design face velocity 
of filters is 450 fpm, resulting in rated capacity of 
800 cfm for 24 X 24 in. size. Cadmium plated per- 
manent frames are used in conjunction with replace- 
able, interchangeable cartridges—Cambridge Filter 
Corp., Dept. AA, 738 E. Erie Blvd., Syracuse 3, N. Y. 


Air Conditioning, Heating Units 


SPECIFICATIONS and construction data on_ self-con- 
tained, air cooled air conditioners for residential and 
commercial applications are given in bulletin 2800 
(four pages). Illustrations show five models with ca- 
pacities ranging from 19,700 to 40,000 Btuh. Also 
available is an eight page bulletin (No. 286) describ- 
ing automatic gas fired unit heaters. Specifications are 
given for 10 units in capacities from 25,000 to 250,000 
Btuh. All models have been newly designed and are 
available for use with natural, manufactured, mixed 
and liquefied petroleum gases—Ilg Electric Ventilating 
Co., Dept. AA, 2850 N. Pulaski Rd., Chicago 41. 


Galvanized Steel Roofing, Siding Sheets 


THE ADVANTAGES of galvanized steel sheets for roofing 
and siding applications are  prgsented in a 16 page 
pocket size booklet designated “AISI circular No. 6. 
Advantages listed include strength, rigidity, fire re- 
sistance and durability. In addition, the booklet points 
out, sheets are low in material as well as installed cost, 
permit rapid erection, and can be installed without the 
use of skilled labor or special tools—American Iron 
and Steel Institute, Dept. AA, 150 E. 42nd St., New 
York 17. 


Portable Dimple Slotter 


CikcuLak illustrates and describes portable dimple 
slotter for forming dimples and slots in metal up to 
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18 gage and for punching round holes in diameters 
from 3/32 to 14 in. According to the company, use of 
the slotter eliminates many manual operations, makes 
it possible to cut: production costs in fabricating such 
sheet metal products as louvers, turning vanes, ait 
firo Industries. Dept. {A, 1712 W. 
Florence fve.. Los {ngeles 17 


extractors, ele 


Air Cooled Condensing Units 


Luxame’” 2,3 and 5 hp air cooled condensing unit 
and add-on evaporator coils for use with forced ait 
furnaces are described and illustrated in catalog No 
290. Dimensional information, performance ratings 
and specifications are included—The C. A. Olsen Mfg. 
Co., Dept. AA, Filbert St.. Elyria, O 


Perforated Metals 


PERFORATED METALS for architectural, decorative o1 
industrial uses are described in general catalog No. 75 
(anniversary issue). Typical applications illustrated 
include perforated ceilings. registers, grilles, and heat 
transfer baffles. Illustrations show patterns available 
in rounds, slots, oblongs, squares and triangles. A list 
of steel sheets carried in stock gives pattern, sheet size 
and gage—The Harrington & King Perforating Co., 
Ine., Dept. 14, 5055 Fillmore St., Chicago 4A. 


Registers and Diffusers 


DIFFUSERS, REGISTERS AND GRILLES for heating and 
cooling are described and illustrated in a 40 page 
catalog designed for easy reference. Included is an en- 
gineering section which describes installation proce- 
dures and presents selection and performance data. 
Tables give recommended velocities and Btu/cfm con- 
versions—Lima Register Co., Dept. AA, 1790 N. Cable 
Rd., Lima, O 


AC, DC and Inert Gas Welder 


FoLpeR describes Model “ADI-364° are welder for 
ac, de and inert gas welding. Photographs show the 
machine as used in all three types of welding. Ask for 
form DM-71—Hobart Brothers Co., Dept. AA, Canal 
Lock Square, Troy 1, O. 


Furnaces and Air Conditioning Units 


THREE SPECIFICATION SHEETS cover summer air con- 
ditioning units and commercial furnaces. Circular S- 
70 contains information on “Frigipak” Models 2 and 


5. S-71 gives specifications for Models 2, 3 and 5 as 
well as other summer air conditioning equipment. S- 
72 covers gas and oil fired furnaces with capacities 
ranging from 200,000 to over 350,000 Btuh—Arm- 
strong Furnace Co., Dept. AA, 851 W. 3rd Ave., Co- 


lumbus, O. 
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In filters— 
Polystyrene 
keeps air 
daisy-fresh! 


Polystyrene is the miracle plastic found only 

in Dust-magnet air filters. This amazing 
material collects dust by electrostatic 
attraction—resists humidity, stands up under 
temperature changes. Only service required is 
rinsing in clear water. For customer 
satisfaction install Dust-magnets in all air 
rofolatolbitelaliarem-lalemuc-laum-limlarse-li-lelelal 

We're happy to answer any and all questions 
S.\ -writeorcall STODDARD INDUSTRIES, INC., 
iar 1545 Kingsbury Street, Chicago 22 


ea. Telephone MOhawk 4-1650 


The lifetime filter that washes clean 


aS 


in a Jsiffy! 
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Blower Wheels 


























































































This Double Lock Gives 





@ You can forget customer call- 
backs on noise, when you sell 
Viking-equipped furnaces and 
air conditioners. Viking’s exclu- 
sive double lock-seaming of 
wheel end-rings guarantees the 
smoothest, quietest blower 
operation available. 
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Viking’s special application of 
dynamic balancing —called 
Vikinetic Balancing—makes 
Viking wheels the most finely 
balanced in the industry. 


With increasing blower speed 
requirements, heating contrac- 
tors are requesting the profit- 
protection of Viking-equipped 
furnaces and air conditioners. 





Ask Your Sup 
Viking-Equipped Furnaces 






































Blowers { Direct Drive 


Center-Disc 4 ; “ - 
le —" Blowers (9, 10”) 


AL GL cei 


5601 Walworth Ave. 
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Wheel Performance at loday’s High Speed 





Viking Super-Quiet 


£G wen 

OT\\\SS Heating men sell 
\ Wr Viking - equipped 

furnaces and conditioners 

with extra confidence, be- 

cause every Viking wheel is 
Double Lock-Seamed. 






a Seam-Lock 
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plier For 
and Air Conditioners 





é, | Pace Te Mark 11! Bearings 
Sr \ 9 End Supported , \, Intet Blowers = (built-in journal) 
( ‘ J waeets A) L 4 Pe. L S A 
a ” jis | [ g ) } e 
3 i&\ 4 2 Zs L y BE \ 
Interchangeable \ a) 4 i 9” through 


15" Wheels 
(end and center 
supported) 


Products 


Cleveland 2, Ohio 


‘ 
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new literature 


(Continued ) 





Furnace Cieaning Supplies 


Toots aNp suppLies for cleaning oil- or gas-fired fur- 
naces are described in a 20 page illustrated catalog. 
Listed are dust bags and attachments used on various 
makes of vacuum cleaners as well as soot: removing 
compounds and brushes, Also listed are replacement 
oil filter elements, nozzles. terminals, couplings and 
fans. Send request on company — letterhead —— Sid 
Harvey Inc., Dept. AA, \OO FE. Mineola Ave... Valley 
Stream, N.Y, 





Warm Air Heating, Cooling Equipment 


BookLet D-5199 “How Westinghouse Puts Air to 
Work” (32 pages) covers warm air heating, air con- 
ditioning and air cleaning equipment. Included are 
product and application photographs, feature descrip- 
tions and specifications—Westinghouse Sturtevant 
Div., Dept. T-189-4A, 200 Readville St. Hyde Park. 


Boston 40, 





Oil Pump Tester 


“CLEARITE” OIL PUMP TESTER designed to provide 
complete check on oil pump and suction line is de- 
scribed in a two page illustrated data sheet. Photo- 
graphs show the tester as used in checking for water 
and dirt in oil, testing pump pressure and checking 
pump cut-off—Jay-Zee Mig. Co.. Dept. AA, Box 147, 
Oak Lawn, Il. 


Draft Control 


BROCHURE gives data on draft controls for commercial 
heating applications. Specifications are given for con- 
trols designed for gas, oil-gas, oil and coal furnaces. 
Booklet explains why draft control is necessary, how 
to choose location for the control, and how to select the 
right size for various applications.—Field Control 


Div... H. D. Conkey & Co.. Mendota, Il. 


Residential Air Conditioning 


“Arn CONDITIONING—Essential to Our Nation’s Health, 
Productivity, Defense” (26 pages) describes the place 
of air conditioning in modern American living. In- 
cluded is a section explaining the value of summer ait 
conditioning in the home from the standpoint of com- 
fort, health and cleanliness. Installation photographs 
show a cooling unit installed in conjunction with a 
warm air heating system, a heat pump capable of pro- 
viding both heating and cooling, and an individual 
room air conditioner, Copies are priced at 75 cents 
lir-Conditioning and Refrigeration Institute, Dept. 
14, 1346 Connecticut Ave., N. W., Washington 6, 
D.C, 








Seal for Duct Insulation Joints 


FoLpER titled “Durable Seal for Duct Insulation 
Joints” explains how “Dutch Brand” pressure sensitive 
waterproof cloth tape saves time in forming, holding 
and sealing duct insulation for heating, ventilating and 
air conditioning applications. Folder is illustrated with 
diagrams and installation photos, contains full specifi- 
cations—Dutch Brand Div.. Johns-Manville. Dept. 1A. 
7800 S. Woodlawn Ave., Chicago 19. 


Management Aids for Small Businesses 


AnnuAL No. 4 of Management Aids for Small Manu- 
facturers contains 1] aids released between July 1955 
and June 1956. Some of the leaflets reproduced are 
“Appeal Procedure for Income Tax Cases.” “How the 
Securities Act of 1933 Affects Small 


“Broadening Your Manufacturing Operations,” “Plan- 


Business,” 


ning Your Working Capital Requirements.” “Develop- 
ing Sound Production Standards.” and “Using Your 
Banker's Advisory Services.” Copies of the annual are 
priced at 45 cents Superintendent of Documents, U. 


S. Government Printing Office, Washington 25, D.C. 


High Velocity Dual Duct Systems 


REFERENCE DATA on high velocity dual duct air con- 
ditioning is presented in the bulletin “High Velocity 
Dual Duct Ssystems for Multi-Zone Installations.” 
Advantages and disadvantages of various applications 
are discussed. Construction details for rectangular high 
pressures ducts and design procedures are included. 
One section covers basic schemes of air distributing 
systems, dual duct air handling equipment, costs, auto- 
matic control, winter and intermediate season opera- 
tion and dual duct construction and specifications 
Buensod-Stacey, Inc., Dept. AA, 45 W. 18th St.. Neu 
York 11. 


Fans and Blowers 


CaTaLcoGc 230 (a revision of bulletin SDA-160) pre- 
sents features, ratings and dimensions of exhaust and 
duct fans, “Ventilattic” fans, automatic louvers, powet 
roof ventilators, direct drive and high speed utility 
blowers, pressure and radial blade blowers. Construc- 
tion data and recommended specifications are included 

The Peerless Electric Co., Fan & Blower Div., Dept. 
14, Warren, O. 


Add-On Air Conditioning Units 


CataLtoc No. 165 provides application information, 
dimensions, specifications and performance data for 
“Moncrief” 2, 3 and 5 hp air cooled condenser-com- 
pressor units and cooling coils for use with forced air 
furnaces. Featured is the company’s new round or oval 
cooling coil for plenum installation above upflow fur- 
naces—The Henry Furnace Co., Dept. AA, Medina, O. 
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This Slim New Viking 500-U! Blower Package 
‘Means More Modernization Profits For You 


eee eee eee eee ereees 


‘oP! ® Now Viking gives you a 
> 


, ' “knockdown” Blower Pack- 
: —— Heating men who : age that’s a knockout... in 
7 

{} 


t b as design, versatility and ease of 
So ji have used Viking * handling. So easy to sell and 
"| | Blower Packages : install that one man can pro- 
for over 20 years will like duce the same profit with the 

* ” **500-U” that a crew produces 
the “500-U" because... ' 


with other products. 
) Knockdown Design Means Available with a 11” or 13” 
Easy Handling Even in 


Tightest Space blower the Viking **500-U” 
> Quiet Operation Makes meets every heating modern- 

Happy Customers ization need from Veterans 
) Attractive New Cabinet Is housing to Gay Nineties man- 

Easy To Sell sions. Uses the same super- 
) Fast Installation, Easy Service quiet, easy-service Viking 

Guarantee Profits Blowers you sell in your best 
reer eee SIT! ie furnaces and conditioners, 
Ask Your Supplier To See 

the Viking “500-U” 


Thirs-Tee E tor Plat 
Attic Fans ee es ee Humidifiers 


VIKING Air Products 


5601 Walworth Ave. Cleveland 2, Ohio 








NEW CARRIER CORP. FACILITY contains ad- 
ministration building (center, directly behind en- 
trance portico), exhibit hall and auditorium (left 
of entrance), lobby (right of entrance), and 
research center (right foreground) 


> Carrier Corp. has opened its new Administration 
and Research Center at Syracuse, N. Y. The center is 
divided into three sections: an administration build- 
ing, a research center and the services area. Expansion 
in the future can be achieved by the addition of wings 
to the south. 

Office space comprises 29,000 sq ft. An additional 
38,000 sq ft is provided for laboratory work on ad- 


vanced research and development projects of many 











FLAGLER MACHINES 
are in shape to give you 
the shape you want! 





types. These include: heat transfer studies, fluid dy- 
namics, and mechanical engineering of fans, refriger- 
ant expansion devices, control valves, high speed tur- 
bines, compressor shaft) scals. bearings and othe: 
mechanical components. Studies are also underway on 
electronic air conditioning, high speed motors, plastics. 
physical behavior of materials and assemblies. charac- 
teristics of noise, and gas air conditioning. 

The services area has a total floor space of 50,000 
sq ft. It includes a large reception lobby. an exhibit 
hall, an auditorium seating 550 people. and a cafeteria 


) 


that accommodates 348 people. 


>» THe Buckeye Furnance Pier and Fittings Co. 
has been purchased by L. G. Hickok, Ohio Furnace 
Co.. Ine. New name of the operation is Buckeye Mfg. 
Co. Ofhicers are L. G. Hickok, president; Hunter Dietz. 
vice president; and Carl Johnson, attorney, secretary 
and treasurer. The new firm plans to offer an im- 


proved fitting in the near future. 


> THe Generar Aik Propucts Corp., 14-40 Factory 
St., Cedar Grove, N. J.. has been named to act as ex- 
clusive sales agent for all air distribution equipment 
manufactured by General Register Corp. 


> To PROVIDE ADDITIONAL FACILITIES needed for pro 
duction of forced air furnaces and water heaters. the 


Pioneer Mfg. Co.. has purchased a 214 acre tract ad- 





Make any shape 
you want with a 
FLAGLER 
ROLLING MACHINE 


send for catalog 158 





19327 FILER AVE. 


Phone: Twinbrook 3-3161 DETROIT 34, MICH. 
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joining its present Los Angeles facilties. The newly 
purchased property includes a 25,000 sq ft office build- 


ing and several smaller buildings. 


Robin A. Bell Henry M. Heyn 

> Rosin A. Bett was recently elected president of 
the Janitrol Heating and Air Conditioning Div., Sur- 
face Combustion Corp. Mr. Bell, formerly a vice presi- 
dent of the corporation as well as general manager of 
all Columbus operations, was also named executive 
vice president of Surface Combustion. He is chairman 
of the Unit Heater and Duct Furnace Div. of the Gas 
Appliance Manufacturers Association. Henry M. Heyn 
was elected president of the corporation to fill the 
vacancy created by the death of Frank H. Adams. 


>» Kueem Merc. Co. has developed a traveling school 
program designed to provide training in air condition- 
ing installation and service for dealer-contractors’ serv- 
ice personnel without the expense of travel to and 
from the manufacturer’s plant. Schools are held in the 
headquarters of “Rheemaire” distributors in various 
sections of the country. By using a demonstrator unit 
equipped with gages and meters, instructors are able 
to show what is happening in any part of the air con- 
ditioning system. A variety of system faults are simu- 
lated, after which procedures to follow in making ad- 
justments are carefully explained. Present plans call 
for continuing the schools throughout the coming air 


conditioning season. 


> PRIMARY ALUMINUM is now being produced by 
Ormet Corp. (owned jointly by Olin Mathieson Chem- 
ical Corp. and Revere Copper and Brass Ine.) Full 
scale operation is scheduled for the end of the year. 
Located between Clarington and Hannibal, O., the new 
facility has an annual capacity of 180,000 tons of pri- 
mary aluminum. When in full production, it will be 
the nation’s fourth largest aluminum producer, ac- 
cording to Walter F. O'Connell, president of Ormet. 
Adjacent to the reduction plant will be Olin Mathie- 
son’s aluminum rolling mill, which is scheduled for 
completion later this year. The two plants, when in 
full production, will employ some 2200 people, will 
have an annual payroll of more than $10,000,000. 


>» “Air-Jer” cuimNeys for gas venting have been 
awarded the Underwriters’ Laboratories seal of ap- 


proval, aceording to H. Smith McKann, president of 


AMERICAN ArtiSAN, Aucust 1958 


Sell More Make More-EASIER 


with NATCO’S low net prices 
on 


Complete Air 
Conditioning 
Systems 


Designed to 
eliminate service 


“499.0 


2 tons cooling & 110,000 BTU Gas Heat $539.00 
3 tons cooling & 80,000 BTU Gas Heat $579.00 
3 tons cooling & 110,000 BTU Gas Heat $599.00 
3 tons cooling & 150,000 BTU Gas Heat $649.00 
5 to 20 tons cooling = similarly priced 
Lowest Dealer net prices F.O.B. Houston 


Includes all equipment — remote air-cooled con- 
densing unit + gas furnace with high volume 
blower * proper size evaporator * expansion valve 
systems * hi-lo pressure controls + thermostats + 
relays and starters. Manufactured to rigid specifica- 
tions using only top-quality components. 

Whether you are located in the North, Cen- 
tral or South, there is a NATCO combination to 
suit your requirements. Write today for complete 
specifications. 


2 tons cooling & 80,000 
BTU GAS Heat 


ee 


SASt Ca 


Se ae 
P.O. Box 7464 e@ Houston, Texas 


Established Manufacturer's Representatives and 
Bona Fide Distributors — A _ few territories still 
available. Address inquiries to “Marketing Man- 
ager”, NATCO, Box 7464, Houston, Texas. 





BETT-MARR 


BAND SAW 


DOES THE WORK OF 


SIX MEN WITH SNIPS! 


MAA IATA 


TIME SAVING 


Stacked cutting with the 
Lockformer Bett-Marr Band 
Saw will actually produce duct 
work pieces up to 12 times fast- 
er than by hand. Cuts 50 to 70 
stacked sheets at speeds up to 
15 inches per minute. Adjust- 
able blade speeds, from 100 to 
3000 fpm, permits cutting any 
wood, metal or plastic without 
blade chatter... even stainless 
steel up to 12 gauge can be 
friction cut with no distortion. 


Outperforms Band Saws 
Costing 3 Times As Much 


The Lockformer Bett-Marr is 

the one band saw expressly designed for the sheet 
metal shop. For as little as $445.00* you can put this 
rugged high-production band saw to work on any cut- 
ting job in the shop. By cutting labor costs 80-90%, it 
will quickly pay for itself on the first few jobs. 


2 and 3-WHEEL MODELS 
13% inch and 24 inch throats 


*13'," throat model. Prices subject to change without notice 


Write for Free Copy of Latest Bulletin 
Manvfactured by 


THE LOCK FORMER co. 


Dept. A, 4615 West Roosevelt Road 
Chicago 50, Illinois 


MONEY MAKING 
EQUIPMENT 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 


we hear that 


(Continued ) 





General Products Co., Inc. Mr. McKann points out 
that the firm’s chimney housings are also approved for 


oil heat venting. 


>» Lima Recister Co. recently built an addition to 
its plant at Lima, O., to provide more space for the 
production of diffusers, registers, grilles and draft con- 
trols. The enlarged area also provides increased in- 


ventory space. 


EXECUTIVES OF GENERAL FITTINGS CO. 
discuss firm’s expansion plans. From left are John 
Belham, general sales manager; Donald E. Hare, 
advertising and sales promotion manager; Horace 
Horton, president; Peter G. Leddy, executive vice 
president; and Gordon J. Benjamin Jr., manager 
of product planning 


> Perer G. Leppy was recently named an executive 
vice president of General Fittings Co. Mr. Leddy was 
previously with Taco Heaters, Inc., for 27 years. In his 
capacity as a senior vice president, he served succes- 
sively as manager of plant operations, manager of fi- 
nance and manager of marketing. Other new executives 
are Gordon J. Benjamin Jr.. manager of product plan- 
ning, and Donald E. Hare, advertising and sales pro- 
motion manager. Mr. Benjamin was formerly manage 
of product planning for Taco Heaters. Mr. Hare was 
with Marshall Field & Co., 


previously associated 


Chicago. 


> FRANK Tycer, Moline, Il, branch office manager 
for American Air Filter Co., Inc., retired recently 
after 38 years with the company. J. Crawford Donald- 
son, sales engineer in the company’s Chicago branch 
office, has also retired. Both men were honored at 
Athletic 


farewell dinners held at Chicago’s Illinois 
Club. 


>» ContrrRoLs Co. or AMERICA has purchased the in- 
ventories, tooling, patents and trademarks of Redmond 
of Owosso. Mich.. and has leased the Red- 


mond firm’s plants, equipment and other fixed assets. 


Redmond management, headed by James Tweedy, 


AMERICAN ArTISAN, AuGusT 1958 





president, will continue to operate the company. Mr. 
Tweedy will become a vice president of Controls com- 


pany. 





NEW ADDITION to Rybolt Heater Co.'s Ash- 
land, O., plant will provide complete coil steel 


handling and processing facilities 


> Rysoit Heater Co. is building an addition to its 
present plant to provide for increased production of 
“Whisper Quiet” winter and summer air conditioners. 
The new addition will be humidity and temperature 


controlled. 


M. M. SWEPSTON (left), president of 
Atlas-Butler, Inc., receives certificate from 
M. H. Thomas, Mueller regional sales man- 


ager 


>» Arxas-BurLer. INc.. Columbus. Ohio, heating and 
cooling dealer-contractor, was recently awarded a 
“Certificate of Recognition” by Mueller Climatrol. 
Atlas-Butler has been associated with the Mueller firm 


for 25 vears. 


> JoHNs-ManviLLe Corp. recently opened the first 
continuous-process asbestos-cement pipe plant in the 
United States at Denison, Texas. The new plant, oper- 
ated by electronic push-button controls, is an almost 
completely automatic factory, according to company 
engineers, An electronic control device automatically 
weighs. conveys, and mies all raw materials and 
serves them to the continuous process pipe machine, 
allowing uninterrupted operation. City, county and 


state officials, along with A. R. Fisher, chairman and 
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Unseen BEAUTY and STYLE 


when you sell 


FAN-AIR 


BASEBOARD DIFFUSERS 





The unobtrusiveness of FAN-AIR baseboard diffusers 

. the perfection with which they blend with the 
decor of every room ... is the “something different, 
something better” which you can offer as your dis- 
tinctive feature in heating and cooling installations. 
Sturdily built of 20 gauge steel; engineered to satisfy 
the standards of good heating and cooling; easily 
installed, with built-in balancing dampers and in- 
stantly adjustable boot openings . . . FAN-AIR has the 
utility and quality that produces dependable profits. 
Ask your jobber! 


FAN-AIR 
COMPANY 


vi AC MICHIGAN 





THREE SIZES: 3’, 9’, 8° 





we hear that achievements in industrial management. Mr. Hook was 
(Continued ) awarded the honor by the Indiana Technical College 


at Fort Wayne as part of the program marking the 





president, and R. F. Orth, vice president and general 
manager of the pipe division, and other Johns-Man- 


ville officials, as well as hundreds of local residents. 


opening of the college’s new Dana Science Building. 
During the past several years Mr. Hook has received 


11 honorary college degrees, 
attended the plant opening. The Denison plant is one 
of eight new factories the company is putting into > INLAND STEEL Co. has set up a new employee stock 


production in the United States and Canada during purchase plan. An estimated 25,000 persons will be 


ose > . ’ > > . - °° . ‘-. 
1958, the firm's 100th anniversary year. eligible to purchase stock under the new plan which is 
open to all full time employees who have been with the 


, JosEPH T. Ryerson & Son, INc.. recently held open firm or its subsidiaries and divisions for two vears or 


house celebrations at its two new steel service plants 
located in Charlotte, N. C., and Indianapolis. Ind. Both 


more. 


events attracted large numbers of visitors approxi- > THE GENERAL SALES OFFICES of Arkla Air Condi- 


mately 800 at Charlotte and an estimated 1000 at tioning Corp. have been moved to 812 Main St., Little 


Indianapolis including customers, representatives Rock, Ark. W. G. Wepfer, general sales manager, is 
of other steel companies, civic leaders and members of in charge of the Little Rock offices. Production at the 
the press. Visitors had an opportunity to see demon- firm’s Evansville, Ind., plant has been stepped up to 
strations that had been especially arranged to empha- three shifts per day, six days a week, in order to meet 
size metal-using developments. including new products increasing demand for year ‘round gas air condition- 
and services, and to inspect stocks of steel available for ing units, according to W. R. Stephens, Arkla presi- 
immediate shipment. On hand to welcome guests at dent. Production is now at the rate of 10,000 units per 
both affairs were Charles, L. Hardy, president, and year, 


Thomas Z. Hayward, James M. Mead, and Raymond 
N. Carlen, vice presidents. > THE SALES HEADQUARTERS of Reynolds Metals Co. 

has moved from Louisville, Ky., to Richmond, Va. 
> Armco Steet Corp. board chairman Charles R. Aluminum fabricating plants in Louisville are 


Hook recently received a special citation for his affected by the move of the sales headquarters. 


un- 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY CURVE) This Embl f ij 
No. 000 - 10° Ne.00 - 20° No.0- 30° No.1 - 45° No.2-60° No.3-75° No.4-90° No.3- 75° SHOE is Emblem of Quality and Gauge 


of Material is Stamped in each 
lj 1 J 2 P| } Elbow and Shoe. 
TRADE f Dieckmann, MARK 


“a on (CORRUGATED ELBOWS AND SHOES, STYLE ‘B” (SIDE CURVE) 
No. 000 - 10° No. 00 - No. e- 30° No.1 -45° No.2-60° No.3-75° WNo.4- 90° No.3 - 75° SHOE 


_— 
ii Our complete line is available in 

28, 26, 24 Gauge Galvanized 

Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped — 
ROUND CORRUGATED ELBOWS AND SHOES Galvanized after formation. Stain- 
No.000 - 10° No.00 - 20° No.0 -30° No.1 - 45° No.2 - 60° No.3 - 75° No 90° No.3 - 75° SHOE 


less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 


PLAIN ROUND ELBOWS AND SHOES Shoes, ready for painting. ORDER 
No. 000 - 10° No.00 - 20° No.0-30° No.1 -45° No.2-60° No.3-75° No No.3-75esHoe ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
. . . write for Your Copy. 


THE FERDINAND DIECKMANN CO. 


1300 HARRISON AVENUE CINCINNATI 22, OHIO 
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NOW... ANY MATERIAL THAT 
CAN BE MOVED BY AIR CAN 
BE MOVED BY Quickdraft! 


CEMENT, SAND, 
IRON OXIDE, WHEAT, 
CORN, SALT, 
LIMESTONE (PULV.), 
CASTOR BEANS, 
KNOTS, BLOCKS, 
PAPER, WOOL, 
COTTON, OATS, RAGS, 
RUBBER, VEGETABLES 
(PULV. DRY), 
COAL (POWDERED), 
SHAVINGS, CORK 
(GROUND), 
SAWDUST (DRY) 


Patent No. 2,722,372 
Other Patents Pending 








TYPICAL EXAMPLE — Q-8 Stainless Stee! Quickdroft Materials 
Hondling Unit 77” long, 60 HP 3,450 RPM motor, high-pressure 
turbo blower, exhausting into 13 x 15 x 15 storage room, pulling 
through 400 ft. of open 8” pipe. Negative static pressure readings 
taken 7 diameters back of Quickdraft — 17.6” WG, velocity 11, 
676 FPM pulling 135 ft 18.6” WG, velocity 9,306 FPM pull 
ing 270 ft 19.3” WG, velocity 6,074 FPM pulling 400 ft 











NEW HEAVY-DUTY HIGH - PRESSURE 
EXHAUSTERS MOVE BULK MATERIALS 
QUICKLY, EFFICIENTLY, ECONOMICALLY 


Bulk materials are moved without downtime for replacing 
fan blades, motors or bearings . . . with high pressure 
Quickdraft Materials Handling Units. Open or closed 
systems can be used. Quickdraft is also ideal for exhaust- 
ing paint spray, abrasives, corrosive gases, noxious fumes 
and high temperatures. Models range from 6 to 30-inches 
in diameter. For engineering data on high-pressure Quick- 
draft Units for materials handling ... heavy duty models 
for industrial exhausting . . . standard models for heating- 
plant venting .. . write today! 


IMPORTANT NOTICE 


For withstanding corrosive gases all Quick- 
draft units are available in standard acid 
resisting vitreous enamel, No. 316 Stainless 
Steel, rigid plastics (PVC), and with plastic 
and Fiberglas coatings. 


+ NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE! 


Quickdraft 


CORPORATION 


P.O. Box 87-D . Canton 1. Ohio 


Well known for 
power draft units 
for all types of 
heating plants. 
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DAPT THE UNIT 


to the Warm Air System e 
NOT THE SYSTEM TO THE UNIT! , 








Little Giant 
Automatic 
Humidifier 
installs easier 
.. for less! 


Any installation of Little Giant 
Automatic Hunidifiers is simple, 
economical, more profitable for you. 
Little Giant adapts itself in a variety 
of ways (see drawings), regardless 
of plenum sizes, on the bonnet or 
positive duct... so easily you cut 
installation costs up to 60%. And 
years of trouble-free service leads 
to more customer satisfaction than 
you ever dreamed possible . . . 
all adding up to more sales and 
profits for you! 

_ in every feature . . 
- +» helps you sell! 


et controls moisture 
conten 

Little Gient Vaporizer hermetically 
sealed in oil 

Sturdy enue tank treated to 
resist corrosion 

Neo jets, no nozzles, odorless 
evaporative pads, impervious te 
minerals in water 

Small and quiet in operation . . 
evaporates up te 22 gallons 

of moisture each 24 hours 
Operates on 110 volt 60 cycle 
single phase wn 
WRITE FOR COMPLETE 
SPECIFICATIONS MAND PRICES 


THE INSIDE STORY 


The heart of Little Giant 

Humidifiers is the famous 
Little Giant Vaporize 
Simple in construction and 
never needing lubrication 
it operates quietly and 
efficiently Unconditionally 

gvarantee 

for one 


- bsGtam PUMP COM i 


Division of Little Giant Vaporizer Co., Inc. 
5101 N. Classen Bivd., Oklahoma City, Okla. 
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doings... 





H. L. Clary B. G. McElwain 


> H.L. Crary and R. G. McElwain have formed the 
wholesaler operation of McElwain, Clary, Inc. and 
will handle distribution of heating. air conditioning 
and sheet metal equipment in northern Florida and 
southern Georgia. Mr. Clary, formerly vice president 
of Bryant Mfe. Co.. is president of the new firm; Mr. 
McElwain, formerly a_ regional sales manager for 
Bryant, is vice president. Manufacturers represented 
include Hart & Cooley Mfg. Co., American Blower 
Corp., Metalbestos Div. of William Wallace Co.. 
L. O. F. Glass Fibers Co.. Bryant Mfg. Co. and others. 
The company recently held an “Open House” party for 
prospective customers, competitors and suppliers to 
celebrate the opening of its ofice and warehouse at 515 
Champion Ave., Jacksonville, Fla. 


- THE NEW MILLER 


ALL-IN-ONE SPOT WELDER 
for 
ALL NUMBER ONE WELDS 


Built-in Timer Turns the Trick 


Sheet metal shops ready for new speed, 

economy and completely uniform spot 

welds will want the new Lectro Spot. 

Here's why: 

Operator depresses lever and, 
1—2—3: 

Tongs grip work at pre-set pressure; 

Starter switch is actuated; 

Weld sequence starts and stops 

automatically; 

Result: EVERY WELD IS IDENTICAL! 

Pressure adjustment and electronic timer 
controls instantly accessible. 
Three models in 115 or 230 volts weld 
mild steel of 1/8” to 3/16" combined 
thickness; 1.5 KVA weighs 29 Ibs., 2.5 
KVA weighs 39 Ibs. 


Wide choice of tongs available. 











> Syivania Sates Corp, has been named Buffalo 
area distributor for Gibson Refrigerator Co. Offices of 
the Sylvania firm are at 1067 Main St., Buffalo. Lester 
I. Hopkins is manager. 


> Fourteen eEmMpLoyees of Sid Harvey Ine. were 
initiated into the companys “FOF” club at a cere- 
mony held recently at Sid Harvey's estate in Smith- 
town, Long Island. The club, composed of employees 


with 10 or more years of service. now has 95 members. 


> Ray Disrrisutinc Co., Inc. has been named a 
distributor of Fedders-Quigan air conditioners and de 
humidifiers in the southern half of Georgia and part 
of South Carolina. The Ray firm, with headquarters in 
Savannah, Ga., will also serve dealers through its 


Albany. Ga. branch. 


> THe Marrapan Suppty Co., Mattapan, Mass. has 
been appointed a distributor of Heil central heating 
and air conditioning units in parts of Massachusetts 
and New Hampshire. Mattapan Supply maintains 
three branches Portland Pipe and Fittings Co.. 
Boston; Webb Supply Co.. Framingham: and River- 
side Pipe and Supply Co., Medford. Personnel of the 
new distributor were introduced to Heil equipment al 
a recent product meeting, and similar meetings for 


dealer-contractors are scheduled in the near future. 


LECTRO SPOT 


Complete information sent promptly. 


Appleton © Wisconsin 


+g P pes 
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The word gets around..... 


NATIONAL Angle Rings 


Way No. 1 


National rings are guaranteed to be round. This 
means that each and every one is right . . . a quality 
that works with you to save lost motion and costly 
fitting time in the shop or on the job site. 


Way No. 2 


National leg-out rings are available in-stock for im- 
mediate delivery. This on-the-floor warehouse service 
saves you days of waiting time, makes it unnecessary 
for you to invest your money in an inventory of your 
own. Draw on National stocks as you require. 


Way No. 3 


National gives you stock prices instead of custom 
prices. Because National rolls rings for stock, in pro- 
duction quantities, you get the benefit of this lower 
cost. You are invited to investigate. Write for the 
National stock bulletin and price list. 


Rings Rolled To Order 


National rolls accurate rings to nearly any size, in all 
ductile metals. Phone, wire or write for a quotation 
on your requirements. 


NATIONAL 


“~~~ \ METAL FABRICATORS 
2138 South Sawyer Avenue, Chicago 23, Ill, Bishop 7-4255 
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LARGE OR SMALL 
JO-BLAST 


POWER GAS BURNERS 
COST LESS TO OPERATE 





Low cost installation and operation dictated Lo-BLAST selection in this modern school. 


Sixteen Lo-BLAST Burners at this army camp burn 30,000 cu. ft./hr. of gas when 
all ore operating. 


~_ Ss 
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In this development of 472 small homes, Lo-BLAST Economite Burners replaced oil 
burners originally installed. 


Lo-BLAST Burners cost on an average of 10% less to 
operate. They use an extremely quiet, low speed blower 
to ——_ perfectly controlled primary and secondary 
air from start to finish of each 

run. Operation is always in- 

dependent of natural draft 

conditions—ideal for down 

draft boilers. 


Cost less to install 
Lo-BLAST Burners eliminate 
the need for high chimneys 
—inshot design and com- 
plete factory assembly re- 
duce maintenance and instal- 
lation costs. Each unit is fac- 
tory tested on gas before 
shipment. 


Capacities: 75,000 to 
20,000,000 BTU/hr. input. 


Write for literature 


MID-CONTINENT 


\) Bos 8 Fae <2 10) BD) OL On a Ol Om 
1960 N. Clybourn Ave., Chicago 14, Ill 





= WALKER 


SHUR-FLO 
Reg 


ENDS DRAFT PROBLEMS 
RIGHT FROM. THE START... 
MODELS For Gas... Oil... and Solid Fuels! 


THE INSIDE STORY OF “| don't fuss and fret with uncertain draft anymore 
SHUR-FLO EFFICIENCY since Walker brought out this low-priced draft in- 
© Hi Volume Self-Feathering Fan meagre ay bee | install sagen 
inducers on all my at puts me way 
© Sell-Chesning Blades (Wo sent ahead, because with good draft | know every job 
buld-u0) © Stainiess Steet Shaft, will be exactly right from the start."* 
Hub. and Blades 


“om | "Most Efficient 


vs, | Draft System 
== | Ever Made" 


Say Heating Contractors, 
Architects, Home Owners 


Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired 
installation because it’s the SUREST DRAFT SYSTEM 
ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older 
heating installations to modern, low-roofed houses. You 
just install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
inducer moves ONLY flue gases; does not suck in outside 
air. Building and home owners like the Shur-Flo 
because it runs quietly, costs less to operate, and requires 
little power. You'll like the Shur-Flo because it installs 
quickly at any angle—vertically, horizontally, or at a pitch 
—and virtually eliminates costly callbacks and corrections. 











There’s a Walker Draft Control scientifically designed to meet every 
draft problem regardless of fuel. 28,000,000 in use prove efficiency. 
The standard of performance for the industry. 





| 
| 
fo 
fom 
| 


ROYAL PURPLE JUNIOR LINE 
for smaller central; central heating 
heating plants budget control 


DOUBLE SWING | VENTURI CAP 
for gas fired for heating 
equipment | and ventilating 


@ ¢ 


For full details, see your supplier or write direct 


merchandising ideas 





>» The Peekcess Hearer Co.. Boyertown, Pa.. offers 
dealers a 24 


its entire line of 


16 in. two color wall poster illustrating 
eas- and oil-fired furnaces. Model 
numbers, ratings and dimensions are listed next to 
each photograph. Individual pieces of consumer litera 
ture giving complete specifications and Peconstruction 
features for each model are also available from the 


( ompany, 


> THe York Corp. has developed a demonstrator 
sales kit designed 


ales of heating and air conditioning units, Included 


help dealer-contractors increase 


in a simulated leather attache case ‘are seven plastic 
sheets pointing out the features of York equipment. a 
ompartment containing an actual refrigerant com 
yressor piston, ane section 0 j oj 

| _p Lg tio ntgning a portion of 
cooling coil. Additional space is "Provided for not 


paper, order forms, ete: 


)» GeNeRAL Fitters, INc.. offers heating wholesalers 
a new envelope stuffer for distribution among dealer 
contractors. Small enough to be used as a statement 
enclosure, the circular describes the features of “Gen- 
eral 800° humidifiers and explains the details of the 
company s offer to provide a free humidifier to dealer- 
contractors who mail in 12 warranty cards before 
October 31. 


> Tue Barser-Cotman Co. was one of 15 partici 
pants in the recent Patent Office exhibit in Washing 
ton, D. C.. which showed technological advances in 
industry made possible under the American patent 
system. The company’s exhibit depicted the growth of 
the firm under the U.S. patent system from a small 
manufacturer of hand knotting equipment to a major 
producer of machine tools. metal cutting tools, small 
motors, automatic controls. air distribution products, 
and other equipment. For distribution at the booth, the 
company printed a small booklet presenting a_ brief 
history of Barber-Colman and illustrating the various 


products it now manufactures. 


> Max Werssrop, Refrigeration Distributing Co. of 
Canton, O., used a novel display to draw attention to 
his company's exhibit at the Canton home show and to 
demonstrate the principle of the heat pump. Mr. Weis- 
brod cut the cooling coil and tank section from an old 
water cooler, replacing them with large letters spelling 
out “Hot” and “Cold” formed from half-inch copper 
tubing. The word “cold” was actually the evaporator 
and cooling coil, the word “hot” an extension of the 
water cooler’s air-cooled condenser. Thus the cold 
section formed white frost on itself. while the hot part 
( painted right red) was warm to the touch. Mr. Weis- 
brod reports 12 leads for heat pump sales obtained as 


WALKER MFG. AND SALES CORP. 1730 Penn St., St. Joseph, Mo. 


a result of visitors’ interest in the display. 
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WORLD’S LARGEST 
MANUFACTURER OF 


~® ONE-PIECE 
availability /~\H\ pulleys 


Long the favorite with 

t Original Equipment Manu- 
> — eel , : 4 facturers of Automobiles, 

his warehouse stock. Reznor dealers don't miss sales be Heating and Air Condition- 

cause they can’t get delivery. If it’s Reznor equipment, it’ i : ing Equipment. 

available today from the Reznor distributor in \ 


ope @ THEY COST 


AVAILABILITY nany reasons why 


Reznor dealers ma ke , es ; r a c vee ae then ‘Ask your __l YOU LESS! 


Reznor distributor for the « Because they are made in ONE-PIECE 

ZATKO ONE-PIECE PULLEYS— 
Are Stronger, wear longer and cost 
you less. Hundreds of thousands 
now in use. Write for Literature. 


Suspended gas unit heater duct furnace — floor model 


room heater no matter what you piers it’s as close as 
your telephone. Just give your Reznor distributor a call 


He should be able to meet your requirements right out of 


SLA 1-4 Le) -| 
sore womeo S LARGEST SELLING DIRECT.FiIRED War la te il@amaen 


an HEATERS 20850 ST. CLAIR AVE 


CLEVELAND 17, OHIO 





TURBINE VENTILATOR 


a special get-acquainted offer 


® Capacities to 3/16” in mild steel Order 7— 

pay for 6 

Order 12— 

pay for 11 

and get an extra 
10% off dealer's net 


®@ Moke clean, knurl-free cuts in any 
metal to capacity 
®@ High Carbon High-Chrome Blades 


@ Built to last a lifetime 


Here's What a 


Beverly Can Do! 
RB Cuts made in ~ 6” to 48 


18 ga. metal 


of Ga nee is For a limited time we will give 


you a top-quality, ball-bearing, 
Beverly Shears are the Triangle Turbine Ventilator 
ese — metal adie absolutely free when you order six 
shearing tools you Can use Mode - 
Unique shoulder design permits any with Ball at the regular low dealer's net. If you 
cut... rack and pinion gives . Bearing are not completely satisfied you 
great power with little Hotd Down can return the regular order and 
ene. Ree eee Seee ot keep the free turbine for your trouble. 
maximum rigidity and strength ‘ : ; 
Made in 4 models Write now for complete price list 


Write for illustrated circular —or see your Beverly Distributor and get in on this special offer. 


Seue 2 nly Z SHEAR MFG. CO.| TRIANGLE ENGINEERING COMPANY 


1301 Ashland * Houston 8, Texas 
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‘SEND FOR Standardized 
New | DUCTS and FITTINGS 
CATALOG 


MONCRIEF offers a complete line of 
Prefabricated pipe and fittings for any 
type of Heating or Cooling system. All 
precision made, at low mass production 
of cost. Prompt shipment from Atlanta 
lem Factory makes MONCRIEF the South’s 
roth as most dependable source of supply on 
Oe ant Duct Work, Registers, Grilles and Dif- 
fusers. Save time and money by order- 
ing from your jobber TODAY. 


f 


























/ Doa 
Better Job 
At a Lower Cost 


Now, it actually costs you less to get a better 
engineered E-Z-ON damper regulator. 


Here's Proof: ® Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip ...No chance of swiveling 
© Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe © Modern “Swept” Wing Nut is Eye-appecaling 
... Adds new beauty to installations © Balanced Construction ... 
Prevents possible binding of damper in duct. 


M.A.GERETT CORP. 


appointments... 





> Gerry PoweLt as sales manager for White- 
Rodgers Co. Mr. Powell was previously assistant sales 
manager and before that was manager of the com- 
pany’s Chicago region. He joined White-Rodgers in 
1951. 


Gerry Powell Gilbert A. Peck 


> Givpert A. Peck as branch operations manager 
in the sales department of Bryant Mfg. Co. Mr. Peck, 
formerly sales specialist in the eastern region of 
Carrier Corp.'s Unitary Equipment Div., will coordi- 
nate and supervise the operations of Bryant's seven fac- 
tory sales branches in Boston, New York City, Cleve- 
land, Detroit, Chicago, St. Louis and Paterson, N. J. 


He will headquarter in Indianapolis. 


» Ropert C. GuUNDAKER as vice president in charge 
of sales and advertising for Chattanooga Royal Co. 
Before joining the company Mr. Gundaker was asso- 
ciated with the Sunbeam Corp. where he served in 


various field and sales management capacities. 


> Lye L. Grorr and Rocer L. WHARTON as region- 
al managers for the Waterman-Waterbury Co. Mr. 
Groff will cover the Ohio and western Pennsylvania 
area. Mr. Wharton, formerly with the Herrick Co.. 
South Boston, will cover New England. Both men will 
work with Thomas J. Delaney, vice president in charge 


of sales. 


> FF. G. Cocein as general manager, sales and mar- 
keting, for the Detroit Controls Div. of American- 
Standard. Prior to his recent promotion, Mr. Coggin 
was general manager of sales, and before that he 
headed several sales divisions. 


>» A.S. Garven as branch manager for the air con- 
ditioning department of General Electric Co. in the 
New Jersey area. Mr. Garven will have headquarters 
in Passaic. He has been with the air conditioning de- 
partment since 1936 when he joined the Vancouver, 
B. C., office. lan Dennis has been appointed sales man- 
ager of the Passaic office. 1. W. Pittleman will head the 
department’s branch serving the Cleveland area. For 


the past two years, Mr. Pittleman has been district 
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COLUMBIA’S 
Inshot Burner 


For OIL to GAS Conversions 
V Check These EXCLUSIVE Installation Features 


1 Locate Mounting Pilate 


Insert Burner Assembly 


(4 screws—that's all) 


Adjustable Tube Length of 3 Inches. Gives You ONE 
BURNER FOR ALL INSTALLATIONS 


PRICE?— REALLY COMPETITIVE!! 


Other ) GAS and OIL Furnaces 
COLUMBIA > REMOTE AIR CONDITIONING 
Products f BURNERS for INSTALLATION 


2 
3 Tighten Screws on Sides and Bottom 
4 
5 





©. E. M. Accounts 
Check with us for INSHOT INSTALLATIONS. 
Engineering Service Available. 











THE COLUMBIA BURNER COMPANY 
729 Ewing Street Toledo 7, Ohice 





THE NEW BaR-BROOK 


BUT-N-HOLD 


FASTENING MACHINE 


. @ money maker 
for any 
sheet metal shop! 
Look what it will do for you! 


MAKE LOUVERS 


- « « vreguler er sight-tight, factory- 
smeeth in '/, the time! 


MAKE OTHER PRODUCTS 


- ventilating hoods, ducts, structural 
members, etc. 


MAKE 
COMPETITIVE JOBS 
PROFITABLE 


62 


Write for Catalog and Details 


BAR-BROOK MFG. CO., INC. 


Box 6638-D 


. . the se- 
cret is the 
rigid but- 
ton-and-slot 
lock-joint 
fastening. 


Shreveport, Levisiena 


AN OPPORTUNITY FOR JOBBERS ... WRITE US! 
*Trade-Mark 





AMERICAN ARTISAN, AuGUsT 1958 


FLANGES THE DUCT 
with Ananing Speed ! 


Less than 5 seconds on short 


and lighter pieces 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 
A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 
No. 12 Smith's Cleat Bender 
12” Wide — $ 49.80* 
Ne. 18 Smith's Cleat Bender 
18” Wide — 
Ne. 24 Smith's Cleat Bender 
24” Wide — 140.00* 
Ne. 30 Smith's Cleat 
30” 


Wide — 170.00* 
Alse Cleat Bending Brakes 


*F.0.8. Wavkegen, Illinois 
Prices subject te change 
witheut netice 


PERFECT 

DRIVE CLEATS 

fit the duct without 

the use of a screwdriver. 
TREMENDOUS SAVINGS 
in erection time and labor. 


oe ee 


1124 Elizabeth Avenue e 


78.60* 


Waukegan, Illinois 





floret 
AIR VELOCITY 
INDICATOR 


Takes guesswork out of 
checking the operation of 
forced air heating, cooling 
and ventilating installa- 
tions. Use it to: 


¢ Check air flow at regis- 


ters, grilles, diffusers, 
convectors, 

4 Spot objectionable air 
movements in rooms. 


¢ Detect leaks around 
doors and windows. 


¢ Check air flow in display 
cases, reach-in refrigera- 
tors, walk-in coolers, etc. 


The ideal pocket-size air velocity indicator; 
direct-reading; can be wu for checking air 
flow a> opening: 2 small as 4%” in 
diameter. Range 0-1 ft./min. Supplied 
with pocket case. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


RUSH darcils on FLORET Air Velocity Indicator to 


NAME 

COMPANY 
STREET ADDRESS 
CITY & STATE 























GEM Combustion Chambers 
are engineered refractories 
built for performance and de- 
signed for easy, fast installa- 
tion . . . highest combustion 
efficiency for high or low- 
pressure burners. 


tereey Call on GEM 
M : WY Engineers for 
(7 your Refractory 
¢ hapes. 


REFRACTORIES 


COMBUSTION 
CHAMBERS 


ENGINEERED TO 
YOUR REQUIREMENTS 


. .» GEM engineers are at your 
service for special designs .. 
developing new units or re- 
designing to reduce assembly 
costs. Send us your prints. 


GEMCO BOND 

refractory cement 
insures maximum 
bonding strength. 


(aa 
GEM CLAY FORMING, INC. 


SINCE W 1997 BOX 500 


SEBRING, OHIO . YE 8-210! 








for Air Conditioning Equipment 


ABSORBS 24% M 


VIBRATION 


Independent laboratory check proves 
this light duty V-Belt absorbs 24% more 
vibration and noise than next best 


“Low Vibration” Belt. 


For Air Conditioning Equipment,Forced 
Air Furnaces, Window and Attic Fans 
—also—Washing Machines, Driers and / 


light work-shop Equipment. 


METAL PRODUCTS CO. 


20850 SP CLAIR AVE. CLEVELAND 17, OHIO 


ale) 


fo 


appointments 


(Continued ) 





manager in the Cleveland area handling national ac 
counts sales and special projects for the air condition- 


ing de partment, 


>» Onn L. Raita as sales promotion manager for 
The Lau Blower Co. Prior to joining Lau, Mr. Raita 
was associated with the advertising department ol 


General Electrie Co.'s plastics division in Coschocton 
Ohio. 


Onni L. Raita Richard E. Hewitt 


> RicHarp E. Hewitt as advertising and sales pro 
motion manager of American Metal Products Co., 
Inc. Mr. Hewitt was formerly a division advertising 
manager for General Controls Co. He succeeds William 


x Morgan. who recently became sales manager for 
American Metal Products. 


> Lewis V. SMirH as district sales manager in Cleve- 
land for Robertshaw Thermostat Div.. Robertshaw- 
Fulton Controls Co. Mr. Smith’s territory includes 


parts of Ohio, New York and Pennsylvania as well 
as the state of West Virginia. 


Lewis V. Smith William Potter 

> Witwiam Porrer as a representative for The Ry- 
bolt Heater Co., Ashland, O., handling the sale of 
“Whisper Quiet” summer and winter air conditioners 
and air filters. For the past 12 years Mr. Potter has 
been a district manager for Perfection Industries Div. 


of Hupp ( orp. 


> Pam Otx Co., INc., Brooklyn, N. Y. as a represent- 
ative of The Trane Co., handling packaged air con- 
ditioning equipment in the Brooklyn area. Other firms 


appointed to represent the firm in their respective 
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Times AS MUCH 


HOT WATER 


FOR AS LITTLE AS 


HI-RECOVERY 


€T RUTOMAT| 


LASS LINED Olt FIRED 
WATER HEATER 





® GLASS LINED 2 Sizes 

yallon with ja 
50 gallon with 150 a nb 
® COPPER LINED 2 Sizes 
30 gallon with 120 go b 
45 gallon with 180 a< 
@ HI-TEST GALVANIZED—A S Mm & 
yallon—35 gallon—and 44 gq 

Apts., State ond G 








@ TWIN-COLM JOBS- 
for Lounderettes and Big B 


A PRODUCT OF 


QUIET AUTOMATIC BURNER CORP. 


KAVENY, President 


33-35 BLOOMFIELD AVE. NEWARK 4, N. J. 


NEW /MPROVED 


B® 
SQUARE . 
DUCT HANGER 
With new “Positive Lock’ c« 
action feature o Spe 
cial Tools! Hammer does 
: the Job! Available 
<n in six lengths 


ps 
Q / | 
. Round Pipe Hanger used when 
joist is offset from duct 


Simple Application of Square 
Duct Hanger as shipped to you 











SQUARE DUCT HANGER 
“see you SUPPLIER _5 


or WRITE << 


| for FREE samples 
; TEST THEM YOURSELF 
Square Duct Hanger ON THE JOB! 
twisted and in place 


A. M. HEXDALL GO. ftentecuserd or steer ue 


MORRIS, ILLINOIS 
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LONG-HANDLED ROUND 
FURNACE BRUSHES 


Bristling with famous long-wearing Silver-Bright 
Rustproof Wire — in 4 sizes, 2 handle lengths: 
No. S-441A, 3”; S-441B, 4"; S-441C, 41/2"; 
$-441D, 5"; with either 4 ft. or 5 ft. handles. 


CHIMNEY CLEANING 
BRUSHES — ROUND OR 
SQUARE 


“Round"’ No. 66 — 6”, 7”, 8”, 9, 10”, 12” 
dia. with Round Black Tempered Brush Wire. 
“Square” type No. 666 — 6”, 7", 8”, 10”, 12” 
widths, with Flat Tempered Steel Wire. 


TIN HANDLE ACID OR DOPE 
BRUSHES 


Selected grade bristles in tin ferrule. Width, 
Wy", Vo", fy” 
Write for special prices — and new 
Schaefer Flue and Furnace Brush Catalog. 


Schaefer Brush mre. co., inc 
Mz eavaines Street. | Buy Schaefer... It’s Safer 


COLUMBUS 
Direct Drive centrifugal 
power roof exhauster. 100 
to 1400 CFM. Boston com- 
ponion series belt drive 
500 to 4300 CFM 


1958 vtemovee | Oe 
POWER ROOF EXHAUSTER 


For the highest quality materials and 
workmanship at the lowest possible 
price, specify the GREENHECK “DALLAS” 
Air Mover. Features include rugged ball WAUSAU 
bearing motors pletely isolated Air Mover Belt drive cen- 
from the exhausted air stream, non- trifugal power roof ex- 
overloading backward curved wheels, hauster. 300 CFM to 
motor and wheel isolated from the 27,000 CFM range 
frame by rubber vibration mountings, F : 
and highest quality sealed ball bear- 

ings for wheel shoft mounting. The 

hood is hinged for easy access to the 

motor and pulley belt area. Write to- 

day for catalog 10 which gives com- 

plete engineering information. 


GREENHECK 


FAN & VENTILATOR CORP. Turbine Ventilator Avail- 
SCHOFIELD e Wattelel iti. able in aluminum or gal- 


vanized 








appointments 


(Continued ) 





are North Shore 
i 
Heating and Air Conditioning Corp., 
Island; Heating Co., 
Campbell, Philadelphia; and Page 
Weymouth, Mass. 


areas Sheet Metal Co.. 


Tirico Refrigeration Service 


East North- 
and Kyte 
both of Long 
Ind.; Art 
Sheet Metal, Inc.., 


port, 


Corona Evansville, 


> James R. Mason 
W. Va., 


AND Co.. 


1206 Kanawha Blvd.. 


Charleston. as a representative for Trion, Inc. 


C. A. Hendrickson Jr. T. G. C. Jackson 


> CA. 


lowa 


HENDRICKERSON JR. as representative in 
for Great Western Steel 
Co. Before joining Great Western in 1952. Mr. Hend- 
rickson was with the Herman Nelson Div 
Air Filter Co., Inc. T. G. C. 


and northern Illinois 


. of American 
Jackson now represents 


the company in central Illinois and parts of lowa. Mr. 
Jackson has been with the firm since 1951. 

> Rosert J. Travis as a district representative in 
New York state for Timken Silent Div., 
Iron Fireman Mfg. Co. Mr. Travis was formerly vice 
president and treasurer of H. S. Travis, Inc. 


Automatic 


. heating 
and air conditioning equipment distributors in Nor- 


wich, N. Y. 





Obituary 
Chester WH. Ruth 


CHESTER W. RutH, 66, former director of advertising 
for Republic Steel Corp., died July 6, 1958. He 
director of advertising for Republic from 1936 until 
1956, when he Early Mr. Ruth 
joined the advertising department of the Central Alloy 
Steel Co. of Massillon, 
into the Republic 


figure in the 


was 


retired. in his career, 
which was later merged 
For 


advertising 


organization. many years a 
field, he was 
president in 1947 of the Cleveland Advertising Club 


and also served at one time as vice president of the 


prominent 


of America. He is survived 


Dr. Paul E. Ruth. 


Advertising Federation 


by his widow and a son, 
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444.NO. 2 PUNCH 


Capacity 5/16” hole thru 1%” iron 
Length 23”. Weight 14 Ibs. Depth 
throat 1-11/16”. Punches and 
dies from 3/32” to V2” by 1/64” 


PUNCHES 
NO. 8-B PUNCH IN VISE > >> 
of dependable quality — | Sasori 


Depth of throat 2” 
Punches and dies 1/16” to 7/16” by 1/64” 
Vise made of malleable iron. Bolts to bench 


W. A, WHITNEY MFG. co. or plank. Capable of holding any of our 


punches 
636 RACE ST. ROCKFORD, iLL. 














WRITE 
TODAY 
FOR FREE 
SAMPLES 


Permanent aluminum sodering is 
made simple and easy with AL- 
LEN Alumi-Soder. Complete 

in itself, flux and soder are 
combined in exactly the 

right proportion in 

a convenient 

“handy-to-use” 

stick. 


K Style... 


GUTTER nee 


together fer an easy 

9 jeb ef soldering. 
o at oe. ee tn ee 
drawing 





© Saves time and material .. . 
@ much bert 


L. B. ALLEN CO. INC. er and neater job 
9302 Berenice Price $9.50 State Size when ordering 


d or 6” 
Schiller Park, Ill. x aN ’ If your Jobber Cannet Supply You Write 


—Metropolitan Chicago— 19 John eon A 5 hy 
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UNION SHEET METAL SUPPLY, INC. 





eS 





J 
SEAMLESS, LONG-LENGTH GUTTER — TO YOUR SPECIFIED LENGTH UP TO 32 FEET J 
J j 








WITH 3 INCH SQUARE CORRUGATED CONDUCTOR PIPE AND ‘‘A’’ OR ‘‘B’’ ELBOWS 
(UNION MADE BY AF of L SHEET METAL WORKERS) 


FURNACE PIPE ano FITTINGS 


5 INCH, 6 INCH, 7 INCH SNAP-LOCK ROUND PIPE 5 FOOT AND ABLE 
2 FOOT LENGTHS, WITH ELBOWS AND BOOTS 


WE WILL SEND 
FULL INFORMATION 
AND PRICES ON 
YOUR REQUEST 


16722 MILES AVENUE 


SKyline 2-0660 


SOME PROTECTED 
TERRITORIES AVAIL- 


TO MANUFACTURERS 
REPRESENTATIVES 


CLEVELAND, OHIO 














Quick Delivery 
to South & West 
Horizontal Air 
Flow 


EVAPORATORS 


Stock Sizes— 
2, 3, 5, & 7.5 Ton 


Magic Aire Division 
UNITED ELECTRIC CO. 


P.O. Box 119 Wichita Falls, Texas 








PERFORATED METALS= 
FOR EVERY INDUSTRIAL USE 


The “Ornamental” light-gauge designs here 
illustrated are only a few of the many you 
can choose from in our new Catalog 39 and 
we are always pleased to quote on original 
designs or special work of any kind. 

For larger unit-openings, using metals up to 
4” im thickness, we offer a wide variety of 
equally attractive designs in our Catalog 36 
on Diamond Architectural Grilles. 

Send us your blueprints. We are equipped 
to fabricate special sections to any desired The 
extent and welcome opportunities to make 
money-saving suggestions. Body 


DIAMOND MANUFACTURING CO. 
Box 34 Waceee mon PENNA. 


Sales Representatives in all principal cities. HIGHEST SH 


QUALITY 








—_— 
gene = 


/7 IMPROVED ~~ 
/ 5 WAYS FOR MORE 
' PROFITABLE 
SALES 


aes 
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AUTOMATIC 


Waporite HUMIDIFIERS 


14 models and sizes . . . installs in 30 minutes 
. fits any straight or sloping bonnet furnace. 
@ Stronger mounted front-end thermostat ©@ New positive 
control @ Completely adjustable drip valve @ Non-breakable 
evaporator plates @ Stainless steel pan 


AUTOMATIC HUMIDIFIER CO. e Cedar Falls, lowa 














Consult Your Classified Telephone Directory. 
rs | 
DUC-PAC NEW! 


Fr. 
= Male 


For Quick - Neat Drive Cleat Folds on 2'4" 314” 5” IT’S PORTABLE! 


fate -Raws eopen a. « Folds into small compact unit 
for tool kit or pocket. 


SSipe | === 


Donve tne | on ond Remove | ioe 


i's 
REVOLUTIONARY! 


fége to be twned | 


DUC-PAC, INC. Boldwin Street - 


Maker of Duc-Pac Press together Fitting 


Longmeadow, Mass 





“its reached for time and 
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time again all year long!” 


THE JANUARY DIRECTORY 
NUMBER OF AMERICAN ARTISAN 


Each year over 200 advertisers use the January Directory 
Number to make sure the'r product story ‘‘gets through” 
when buying decisions are being made, sources of supply in- 
vestigated. Will you be among them in 1959? 

Nowhere can your advertising dollar be better invested. 
Take full advantage of this opportunity. Plan now for ade- 
quate space. Regular rates apply. 

AMERICAN ARTISAN, 6 N. Michigan Ave., Chicago 2 





The STANDARD POWER GROOVE MACHINE... . 


SEAMS ANY THICKNESS OF SHEET METAL 
FROM 30 GAUGE TO 18 GAUGE 

DOES A BETTER, CLEANER JOB — 3 
TIMES FASTER 

SEAMS 8 FEET IN 40 SECONDS 

SEAMS EITHER SQUARE OR ROUND DUCT 


CUSTOMERS — 

NATIONAL SHEET METAL — BROOKLYN, 
N.Y. 

CARLSON MFG. INC., BARBERTON, OHIO. 
BRAD SNODGRASS INC., INDIANAPOLIS, 
IND. 

MANNEN & ROTH CO., CLEVELAND, OHIO. 
J. ©. ROSS ENG. CORP., NEW BRUNS- 
WICK, N.J. 


STANDARD POWER GROOVE MACHINE CORP. wane ror comouere 


23 LEONARD STREET NEW YORK, N. Y. INFORMATION 
TELEPHONE WALKER 5-3579 





Suap-Ci GUTTER GUARD 


ADAPTABLE TO ALL TYPE GUTTERS 


KEEPS OUT Leaves, branches, 
birds nests, balls. (After rain 
leaves dry up and blow 


) 
ORNAMENTS omnes Clogged gutters, 


STAMPINGS & SPINNINGS Coneaqpats, Geers. 

Zinc Ornaments Available From Stock. Copper, <n gata etc BIE A- 
brass, bronze, aluminum and stainless steel ornaments ee ee a 
made up promptly EXTRA PROFIT 


‘ , ; ily i s a separate tae t 
If you don't have catalog K, send for it NOW Easily installed a P ‘ Order from your favorite job- 
job or on any gutter work. ber or write us for full details. 


MILLER & DOING Pao 
NATIONALLY ADVERTISED MS°hS G0 OM lsceiel 18 
89 ADAMS STREET BROOKLYN, N.Y. 
Rates for classified advertising are 12 cents 
for each word including heading and ad- 


e dress. One inch $6.00. Count seven words & 
for keyed address. Minimum $2.00 for each 


insertion. Cash must accompany order. Clos- 
ing date 20th of month preceding issue. 


1% BUSINESS OPPORTUNITY t% SITUATIONS OPEN 7 EQUIPMENT WANTED 























ja ame 8 


Wanted Engineer-Salesman-Estimator experienced in Wanted: 24 Used Steam Unit Heaters 175,000 BTU 
Heating. Ventilating and Industrial Field ' HR 4 Sarr 5 BTU/HR. Must be 
Western New York. Reply f resume Key 1126 ood condit required for temporary heat 
nm good condit 11 
SHEET METAL ESTIMATOR wanted. Must be com- 
for engineer who knows fabricating well and i petent 3eneral sheet eta duct work. and st 
familiar witt . ' tial heat 





**CORRECT PRACTICE 
in OIL HEATING”’ 
i SITUATION WANTED 


This special series covers every angle of oi! burner 
work, including arrangement of shop stocking 
a parts record-keeping installation proce 
and advertising and sales manager for national dures the handling of crews how to 
facturers h f t n | | make heating surveys size combustion cham- 


TOP DRAWER SALES EXECUTIVE AVAILABLE — 
iccessf record as general ma tor of 


sGer, dire 











i background 


pian : | ee ee bers install thermostats start burners 

vd FOR SALE walning prowiun ish intiealined pricing, open- | use testing instruments . . . and operate 
g ne territorie et Prefer t Michigan or | a service department. It contains, as well, a com 

plete list of causes and cures of oi! burner 
trouble — 57 pages of practical helps. Send $1.00 
for a copy to the address below. KEENEY PUB 
a - LISHING COMPANY, 6 No. Michigan Ave. Chi 

FOR SALE — Nameplates & numbered valve tags experience and ava at ty a draft man-e timator cago 2, Ill 

manufactured for tract Free staloa and 

amples. Seton Nameplate New Have 


eat r e 4 


Duct Joint Connections. Galvanized iron drive, S. Bar 


eact r i t 


If you are a general sheet metal contractor in a 


15 
15 
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. ++ Move your products in greater volume 


through consistent advertising in this 


Sewice Section... 


Rates for display space in the Service Section are $12.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 








Cleat 
Drive 
Notcher 


SHEET METAL 


HANDY TOOLS AND EQUIPMENT MACHINES & TOOLS 


Quick Set Dividers 


New 
Clip Punch 


For fastening slips or seams 
on ducts. Will push a “half 
moon" through 3 thicknesses 
Handles up to 3” wide, of 18-ga. steel. No hammer- 


Fastest, most accurate on 
the market. Two sizes for 
circles up to 36” and 48”. 
Removable steel points, or 
pencil. No center punch. 


Lockformer Machines 
Chicago Hand Brakes 
Chicago Press Brakes 
Pexto Power Shears 
Pexto Foot Shears 
Pexto Rotary Machi 


Peer Spot Welders 
Reed Power Rolls 
Wysong Shears 
Whitney Punches 
Whitney Foot Presses 


s Pexto Mechanic's Tools 





Pexto Slip Rolls 
Pexto Bar Folders 
Smith Cleat Benders 
Savage Nibblers 


Black & Decker Tools 
Bett-Marr Bandsaws 
Marshalltown Presses 
Punches and Dies 


22 ga. or lighter. Hand ing or flattening out to fas- 


Mipatan Pittsburgh Lock Hammers 





or foot operation. Mounts '@" slip to the duct. 


on bench, or on job with 
clamps, or bolts and 
screws. 


REINER & CAMPBELL CO., Inc. 


COMPLETE LINE OF SHELT 
METAL MACHINERY 


SEND FOR CATALOG 


CENTRAL-WEST MACHINERY CO. 
335 $. WESTERN AVE. CHICAGO 12, 
PHONE: HAymerket 1-0900 


Post Office Box 5035, Newark 5, N. J. 











FLOAT VALVES for 


in . Evaporative Coolers 


Troughs, etc 
814 S$. Rebertson 


XPECTING 


Poultry 


Operates in 1” 
of water. 


DAN MOREY 





SO SOFT RUBBER 





KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 


V AIR Loss 


AIR 
DISTRIBUTION 


IN 30 SECONDS 
with 
safe + fast - positive 


Kilgore 


MONMOUTH 
pe ERS 


Write for descriptive 
literature, prices and discounts. 


Effective contro! of humidity 

is positively assured by 

nstalling Monmouth Humidifiers. Simple installation 

and greater customer satisfaction mean larger profits 
CLEVELAND HUMIDIFIER CO. 


SMOKE CANDLES 


Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 


You'll get it quicker if your 
postal zone number is on the 
order blanks, return envelopes, 
letterheads. 

The Post Office has divided 
106 cities into postal delivery 
zones to speed mail delivery. 
Be sure to include zone num- 
these 
cities; be sure to include your 


ber when writing to 


zone number in your return 
address—after the city, before 


the state. 
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7802 Wade Park Ave. Cleveland 3, Ohie 








$ PROFITS PLUS 


Palm Beach NO CALL BACKS 


$ SIMPLE INSTRUCTIONS $ QUICK INSTALLATION 

$ GRAVITY COMFORT WITH FORCED AIR 

$ EVEN TEMPERATURES — FLOOR TO CEILING — 
ROOM TO ROOM 

$ LICKS LONG RUN — COLD ROOM — SPLIT LEVEL 
PROBLEMS 

$ REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 
TO PLENUM TEMPERATURES 

$$$$$ NO RISK OFFER TO INTERESTED DEALERS $$$$$ 

SEND US YOUR CHECK FOR $37.50 

LET “PALM BEACH" PROVE ITSELF ON ANY JOB OR JOBS 

IF NOT CONVINCED SEND IT BACK UNDAMAGED 

WITHIN 60 DAYS AND GET YOUR MONEY BACK BY 


RETURN MAIL 
NATIONAL MODULATION CO. 2730 N. HY. 61 





ORDER 


5 Year Guarantee 
TODAY 


ST. PAUL 9, MINN. 











A & A Register Co.. The 

A.J Mfq. C 

Advance Furnace Co 

Aerofin Corp 

Air Conditioning Div. of 
Standard 

Air Control 


American 


Products Inc 
Airtemp Div., Chrysler Corp 
Ajax Furnace Fitting Co. Div. Cin- 
cinnati Sheet Metal & Roofing Co 
Allen Co., Inc., L 42 
Aluminum Co. of America 28, 29, 82, 83 
American Air Filter Co., Inc 
Anchor Div., Stratton & Terstegge 
Co 
Anemostat Corp. of America 
Arkion Mfg. Co 
Armco Steel Corp 
Armstrong Fittings Co 
Armstrong Furnace Co 
Arno Adhesive Tapes, Inc 
Auer Register Co., The 
Auto Flo Corp 
Automatic Humidifier Co 


18, 19 


/ 


Bacharach Industrial 
Barber-Colman Co 
Barber Mfg. Co 
Bar-Brook Mfg. Co., Inc 
Berger Bros. Co 
Bethiehem Stee! Co 
Beverly Shear Mfg. Co 
Bostitch, Inc 

Boston Machine Works Co 


Instrument Co 


Cain Mfg. Co 

Cam-Stat inc 
Carey Electronic 
Metal Wool Div 

Carrier Corp 
Central-West Machinery Co 145 
Century Electric Co 93 
Century Eng. Corp Outside Back Cover 
12 


Engineering Co 


Champion Furnace Pipe Co 

Chase Brass & Copper Co., Inc : 

Cheney Flashing Co 78 

Chevrolet Motor Div., General Motors 
Corp 

Cincinnati Elbow Co 

Clarage Fan Co 

Cleveland .Humidifier Co 

Columbia Burner Co.. The 

Condensation Engrg. Corp 

Controls Co. of America 
trols Div 

Crane Co 

Crescent 


The 123 


A-P Con- 


Tool Co 


Diamond Mfg. Co 

Diamond Tool & Horseshoe Co 
Dieckmann Co., Ferdinand, The 
Dodge Corp., F. W 

Dreis & Krump Mfg. Co 
Duc-Pac, Inc 

Duro-Dyne Corp 

Dwyer Mfg. Co., F. W 


Elgo Shutter & Mfg. Co 
Emerson Electric Mfg. Co 
Empire Ventilation Equipment Co 


INDEX TO ADVERTISERS 


Falls naton Mia. ( 
Fan-Ar Company 
Farr Co 
Fayette Mfg. Co 
Fedders-Quigan Corp 
Felter Co., John 
Field Control Div 
& Co 
Firewel Co., Inc 
Flagler Corp., The 
Follansbee Steel Corp 
Fraser-Johnston Co 
Freon’ Products Div.. du Pont de 
Nemours & Co., Inc. E. | 
Frigidaire Div.. General Motors Corp 


of H. D. Conkey 
Inside Front 
The 


Cover 


128 
106 


G 


Galvan Mfg. Co 

Gem Clay Forming Co 

General Controls Company 

General Electric Company 

General Filters, Inc 

General Gas Light Co 

Gerett Corp, M. A 

Goodyear Tire & Rubber Co Inc 

Grayson Controls Div., Robertshaw 
Fulton Controls Co 3 

Great Western Steel Co 

Greenheck Fan & Ventilator Corp 

Gustin-Bacon Mfg. Co 


138 


141 


Hall-Neal Furnace Co 
Hart & Cooley Mfg. Co. Inside Back Cover 
Harrington & King Perforating Co 

The 116 
Heil-Quaker Corp 
Henry Furnace Co., The 89 
Hexdall Co, A. M 141 
Hussey & Co., C. G 75 


Independent Register Co 
Intand Steel Co 

In'and Steel Products Co 
International Heater Co 


The 


J 


Jar tro! Heating & Air Conditioning 

Div. Surface Combustion Corp. 79, 80 
Johns-Manville 
Johnson Ladder Shoe Co 
Johnson Co., S. T 
Jones & Laughlin Steel 


145 
Corp 


K 
Kalamazoo Furnace & Appliance Mfg 


o 

Keeney Mfg. Co., The 
Kilgore, Inc 

Kirk & Blum Mfg. Co., The 
Kleen Air Mfg. Corp 

Krueger Air Conditioning Corp 
Krueger Sentry Gauge Co 


Lau Blower Co 

Levow, David : 
Lennox Industries, Inc. 35, 36, 37, 38 
Leslie Welding Co., Inc : 
Lima Register Company ° 
Little Giant Pump Co 133 
Lockformer Co., The 7, 130 
Lockhart Mfg. Corp 144 


Maid-0’-Mist, lr 
Malco Product 
Majestic Co. The 
Manning-Bowman D.v 
McGraw-Edison Co 
Mastercraft Supply Co 
McQuay, Inc 
McQuay-Norris Mfg. Co 
Meyer & Bro. Co., F 
Meyer & Son, Inc., Wm. W 
Meyer Furnace Co 
Mid-Continent Metal 
Miller & Doing 
Miller Electric Mfg. Co., Inc 
Milwaukee Electric Tool Corporation 
Minneapolis-Honeywell Regulator Co 
1 


Products Co 135 
144 
134 


», 17 

Modern Lighters Inc 10 

Moncrief Furnace Co 138 

Montgomery Specialty Co 142 

Morey, Dan 145 

Morrison Products, Inc 

Morrison Steel Products, Inc 

Mueller Climatro! Division of Worth 
ington Corp 


National 


Lock Company 
National 


Metal Fabricators 
National Modulation Co 
National Thermatic Corp 
Div. Felter Co. John 
National-U. S. Radiator Corp 
Nelson, Herman Div. of American Air 
Filter Co., Inc 
Niagara Machine & Tool Works 
Norman Products Company 
Norwood Products Co., div 
Wood Mfg. Co 
Nu-Way Corp 


129 


of ALR 
117 


°o 


Olsen Mfg. Co., C. A 
OverHead Heaters, Inc 


The 


P 


Parker-Kalon Div., General American 
Transportation Corp 24 

Peck Stow & Wilcox Co., The 122 

Peerless Corp., The 103 

Penn Controls, Inc 114 

Perfection Industries, Div. of 
Corp 

Premier Co 

Pringie & Son, R. A 

Pullman Vacuum Cleaner Corp 

Purolator Products Inc 


113 
Hupp 


Q 


Qu ckdraft Co 
Quiet Automatic Burner Corp 


Reiner & Campbell Co., Inc 
Republic Steel Corp 

Revere Copper & Brass, Inc 
Reznor Mfg. Co 

Round Oak Co., Inc 103 
Rybolt Heater Co ’ 
Ryerson & Sons, Inc 40 


145 
20, 21 


137 


St. Clair Rubber Co 
Schaefer Brush Mfg. Co 
Skuttle Mfg. Co 
Smith, R 


Sonozo Products Co 

Southern Screw Co 

Southwest Mfg. Co 

Standard Power 
Corr 


Groove Machine 

144 
standard Stamp na & Perforating Co as 
Steinen Mfg. Co, William 11 
Stewart-Warner Corp U. S. Ma 

chine Div 

Stic-Klip Mfg. Co., In 
Stoddard Industries, Inc 
Sundstrand Hydraulic Division 
Surface Combustion Corp 


T 


Tecumseh Products Co 

Temco, Inc 

Thermac Company 

Thermo-Base Div 
Inc 

Thor Metal Products Co., Inc 

Thor Tool & Die Co 

Titus Mfg. Corp 

Toridheet Division 
Products Corp 

Trane Co The 

Triangle Engrg. Co., div. of 
Co., John 

Tuck-Aire Furnace Co 

Tuttle & Bailey, Div. of 
Thermal Corp 

Typhoon Air Conditioning Co 


Gerwin Industries 


Cleveland Stee 


Felter 


Allied 


U 


Union Sheet Metal Supply, Inc 143 

United Elec. Co., Magic Aire Div. 143 

United States Register Co 74 

United Sheet Metal Co., The 

U. S. Steel Corp 9, 88 

U. S. Steet Supply Div United 
States Steel Corp 9 


Vv 


Van Packer Co. Div. of Flintkote Co 
Viking Air Products Div. of The 
National—U. S. Radiator Corp 

126, 127 


111 


w 


Walker Mfg. & Sales Corp 
Wallace Co., William 
Washington Steel Corp 
Weirton Steel Co 
Weeling Corruaating Co 
White-Rodaers Co 
Whitney Mfg. Co 
Whitney Me*al 
Williamson Co., The 
W'lson. Inc., Grant 
Wiss & Sons Co., J 
Worcester Brush & Scraper Co 
of Mason-Worcester 
Wood Co., John 
Wood Mfg. Co 


W. A 
Tool Co 


A. R 


XXth Century Heating & Ventilating 
Co 


Y 


York Corp., 
orp 


Subsidiary Borg-Warner 


Zatko Metal Products Co 137, 140 


Firms represented in this issue are identified by the folio of the page on which their advertising 
appears. Advertising which appears in other issues is marked with an asterisk. 
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The peak of the season for heating installations is just around the corner 
and this year, according to predictions by many authorities, is going to be 
a BIG one. Now is the time for Distributors and Jobbers to check stocks, 
place orders and get set to cash in on this business. 


When it comes to registers and diffusers, by far your best bet is H&C. This 
one line supplies everything required for every type of installation . . . tops 
in quality .. . tops in functioning .. . tops in the minds of the majority of 
installers who also know that H&C technical and engineering data is honest, 
accurate and absolutely reliable. 


Send in your orders as early as possible and help us maintain the prompt 
shipping service of which we have long been proud. 


Be Ready for the 
BIG DEMAND! 


— one of three series of excel- 
lent air conditioning registers for inside 
wall installation. — One of a com- — Step- 
plete line of fine gravity registers and intakes down type face, Provides more C.F.M. 
for all types of installations in this category. than any similar diffuser at same 
pressure loss. No. 15 is flush type. 
ADAPTER SQUARES to match acoustical 
tile ceilings 


11 
=686s55s5%— 


Seon 


Commercial type Diffusers : — one of a 
and companion FIXT-AIRE DIFFUSAIRES complete line of diffusers for perimeter installa- 
provide every conceivable control of tion which includes Sidewall, Baseboard, Out- 


air flow. of-wall Baseboard and floor types. 


HART & COOLEY MANUFACTURING CO. 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 





She has features you appreciate... 


You'll also appreciate the 


SOLID 
 UNIFRAME” DESIGN 


...of the new 


All models of 85,000, 100,000 and 125,000 
BTU ratings are complete as a package— 
nearly as easy to install as a plug-in appliance. 


All New From Burner to Blower 


Century’s exclusive “Uniframe’’ design makes hung-together 
oil furnaces as absolete as the Model T Ford. Both base and 
side sheets are joined into a solid, trouble and dirt-free unit in 
the new Century Oil Furnaces. ‘Jacket Racket”’ is eliminated, 
too, with Century’s exclusive “floating”? heat exchanger. Even 
the oversized blower, ample for summer cooling, is hushed on 
large rubber pad mountings. 


The new Oil Burner is far ahead of the field in efficiency and 
ease of adjustment—UL approved and checked under new 
Commercial Standards CS-75 for highest possible efficiency. 
Learn the full story on the new Century Oil Furnaces. With 
Century your customers can count on quiet, dependable, eco- 
nomical oil heat for many years to come. Write today to: 


+ 


--as trouble-free and noiseless 
as an oil furnace can be 


You can count on 


Lentury 


for comfort 


CENTURY 
ENGINEERING CORPORATION 


Cedar Rapids, lowa 


ecoeoVeeeeoeoeeeeeeeeeee eee ee? 





